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The New Beaver No. 371 Ratchet .. . 
fully adjustable for Pipe and Bolts! 


For years, we have been getting oft-repeated requests for a FULLY ADJUSTABLE ratchet threader— 
similar to the popular No. 3 Beaver—for use in threading small sizes of pipe and bolts—fully-adjustable 
to cut oversize and undersize threads. The No. 371 Beaver is the answer to these requests, and is, in our 
opinion, the finest and most convenient fully-adjustable pipe and bolt threader that has yet been made 
available for precision threading. To change sizes you simply change dieheads! Dies are fully-adjustable 
for cutting oversize or undersize threads. The chips 
clear instantly (no clogging) and it is easy to oil the 
dies while threading. No bushings required. No tools 
required to adjust dies—just rotate the milled index 
ring with the fingers. Sold in units as desired—and 
more than 100 different kinds and sizes of dies are 
available. Special dies upon request. If you love fine 
tools, you will enjoy using a No. 371 Beaver Fully- 
adjustable Ratchet Threader. The price is surprisingly 
low. 


When you want to change 
sizes, all you do is to change 
complete dieheads—a matter 
of only a few seconds. 


Similar to our popular No. 3 
Beaver—except it is fully 
adjustable for oversize or 
undersize threads. 


THREADING RANGE 
Pipe 4 to 9, R or L 
Bolts 4 to 1, R or L, NC or NF 














(Left) No tools of any kind 
are needed to change dies in 
a No. 371 head—just rotate 
the milled index ring—the 
dies are withdrawn as shown. 


(Right) An exploded view of 
the No. 371 fully-adjustable 
diehead showing simplicity 
of design. 
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Looking réhead 


The export market, at first glance, 
would appear to be of only slight 
interest to distributors and their 
salesmen but a more thorough ex- 
amination of the subject reveals 
that the distributor has a very defi- 
nite and good sized stake in export- 
ing. That’s what one of your editors 
discovered when he started doing 


research on the subject and, what’s 
more important, he’s now busy 
writing a full report on the matter. 
You’fl want to read that report— 
it’ll show you how your business is 
affected by exporting even though 
you have never given a thought to 
filling an order for export. 

You'll also find that a yarn on di- 
rect mail, promotion, as handled by 
a distributor, is not only interesting 
but contains some good pointers to 
foliow in setting up or reviving your 


promotion program. This distribu- 
tor sends out 180,000 promotion 
pieces a year and that’s a big job. 

Have you heard the latest in 
handling “will call” orders? Well, 
your editors have found a house 
that has taken a leaf from the bank- 
ers who have drive-in facilities. 
This distributor has his building 
equipped so that customers can 
drive through and pick up orders 
without getting out of their cars. 
Look for the article. 
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HOLO-KROME 


SOCKET CAP SCREW 










COMPLETELY COLD FORGED 


Not Drilled - Broached - Machined 


Holo-Krome Fibro Forged Flat Head Socket Cap 
Screws are made by an exclusive Holo-Krome 
patented method whereby the Head and Body 
in fact, all portions of the screw (threads ex- 
cepted, Standard Class 3 fit) are Completely 
Cold Forged. Fibro Forged Screws inherently 
have the completely continuous fibrous struc- 
ture that results in increased strength. Specify 
“Holo-Krome” for Guaranteed Unfailing Per- 
formance. 


HOLO-KROME 
Hire foryed 


INTERNAL 


WRENCHING 





THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN., U. S. A. 
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ENGINEERING — 
EXCELLENCE 


> 
GIVES YOU SALES ADVANTAGES | 
















LINK-BELT SCREW 





HIGH EFFICIENCY ¢ 
LOW FIRST-COST ° 
SAVINGS IN POWER — 
MAINTENANCE and SPACE SECTIONAL FLIGHT 


HELICOID 


LINK-BELT PRODUCTS 
YOU SHOULD KNOW 





ae: 


The very general use of Link- 





LINK-BELT makes all types of 
screw conveyors of both Helicoid 
and Sectional Flight design for 
every kind of service. Complete 
equipment, fittings, and accessories 
are available for horizontal, in- 
clined, and vertical installations. 


LINK-BELT Screw Conveyors 
STAINLESS STEEL 


operate in dust-proof, moisture- mand profitable replacement 
proof enclosures with direct-con- . ; , 

nected reducer drives. With this and maintenance business by 
complete line of conveyors and stocking standard sizes and ac- 
equipment to fully back your sales cessories, to serve this ever-in- 


DOUBLE FLIGHT 


effort and our Engineered Applica- creasing demand. 
tion Service which has exceptional 
value, you can be sure of results LINK-BELT COMPANY 
h d LINK Chicago 9, Indianapolis 6, Philadelphia 40, 
when you recommen - Atlanta, Dallas 1, Minneapolis 5, San Francisco 24, 
Los Angeles 33, Seattle 4, Toronto 8. 


BELT Screw Conveyors. MIXING PADDLES Offices and Distributors in Principal Cities. 


10 859 





RIBBON Belt Screw Conveyors in all in- 
dustrial and agricultural areas, 
together with its interchange- 


ability with all other makes, 





offers an opportunity to com- 





DPBELT SCREW CONVEYOR 


COLLARS - COUPLINGS * HANGERS « TROUGHS - BOX ENDS + FLANGES + THRUSTS - DRIVES 
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These Two Names 


ON ANTI-FRICTION BEARINGS ARE YOUR 
ASSURANCE OF QUALITY, DEPENDABILITY 
AND PERFORMANCE WHICH ENABLE YOU 
~ TO CUT COSTS AND INCREASE PRODUCTION 














Dodge-Timken Double Interlock Pil- 
low Block. Dodge mounts, seals and 
houses the bearing assembly, delivers 
the pillow block fully assembled 

eady to lock on the shaft and run at 
fall ¢ speed and full load. This is one 
of the famous Do “ast 30,000 hour 
line, covering a wide range of indus- 
trial este neck remen ts, and 
promptly available from Dodge dis- 
tributors’ stocks. 


DODGE MANUFACTURING CORPORATION 
Mishawaka, indiana 





ior news ys ne nt _ = 
ments in Lom ane 
| equipment. Look for his name 
of Mishawaka, Ind. ecvioment Look tor bie name 
under “Power Transmission 


\ 
4. eg, 
oe ‘ 
oe 





Coprright, 1947. Dodge Mfg. Corp. 





IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
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TYPES... 
EACH BEST 
FOR CERTAIN 
ASSEMBLIES 








Just as you have a 
favorite wrench that is “tops” for 
a certain job, each one of these chemical 
tools is “tops” for a particular type of assembly. 


FORM-A-GASKET No. | (a paste) sets fast but not too 
fast for use on large surfaces. It dries hard but does 
not become brittle. It's a swell product for making 
pressure-tight, leak-proof unions ... even when the 
surfaces are warped. 


FORM-A-GASKET No. 2 (a paste) sets slower than 
No. |. It dries to a tough, pliable layer with plenty 
of “cushion”. It resists high pressures, continual 
vibrations and disassembles very easily. 


AVIATION FORM-A-GASKET No. 3 (a brushable, 
self-leveling liquid) sets into position and dries to a 
tacky paste. It will not run, even when heated to 
400° F.... nor will it become hard or brittle down to 
70° F. below. 

ALL TYPES OF FORM-A-GASKET PRESERVE ALL TYPES OF GASKETS! 


PERMATEX COMPANY, INC., BROOKLYN 29, N. Y. 
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A COMPLETE LINE... 
Lubricating Equipment for every purpose—Included 
in the line are Grease Fittings; Manually, Air-Motor, 
and Electrically Operated Grease Guns; Transfer, 
Filler, and Heavy-Duty Drum Pumps; Special Indus- 
trial Pumps for dispensing lubricants, heavy viscous 
materials, caulking and sealing compounds; and the 
famous Centro-Matic* Single Line Centralized Lubri- 
cating Systems for machinery and industrial equip- 
ment. 


NATIONALLY ADVERTISED... 
A comprehensive advertising campaign in leading trade papers 
and farm publications has aided in building nation-wide accept- 
ance for Lincoln Lubricating Equipment. 





MANUFACTURERS OF LUBRICATING 
EQUIPMENT EXCLUSIVELY... 


Lincoln is a Pioneer Builder of Lubricating Equipment . . . More than 
twenty-five years of experience have been devoted exclusively to the 
manufacture and development of lubricating equipment and complete 
lubricating systems. This experience is reflected in the outstanding per- 
formance of Lincoln products in wide service throughout industry 


today. 
ENGINEERING SERVICE... 


Lincoln is a national organization with Sales Branches and Representa- 
tives in principal cities. Trained lubrication engineers are readily 
available for technical advice on lubricating equipment problems. 





DEPENDABLE SALES AND SERVICE POLICY... 
Lincoln Enginecring Company has a long established reputation for 
operating under sound and equitable policies of business relationship, 
both as to distributor and user. 
e 


When you become a Lincoln Wholesaler, you capitalize on all these 
advantages. Write today for complete information. 














“5701 NATURAL 
BRIDGE AVENUE 


B47 16 


LINCOLN ENG. CO. 
ST. LOUIS 20, MO. 






CENTRO-MATIC* 
Line 


LUBRICATING SYSTEMS 
For a Single Machine 
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W-S Distributors 
Here's something 
our customers will 
be glad to know. 














1} on’t delay investigating the 
current prices and quality of W-S 
Forged Stainless Steel Pipe Fittings. 





You can easily convince yourself as to the 
favorable cost comparison of W-S fittings 

in forged stainless steels with other types of 
stainless fittings; and at the same time 

you will discover their many service 
advantages in both low and high pressure- 
temperature installations. Your inquiry 
involves no obligation, of course. 





The W-S forged stainless steel line is 
complete in both screw-end and socket 
welding types. Both these classifications can 
be furnished in AISI types 304, 347, 

and 316, for use with schedules 

40, 80, 160 and double extra-heavy pipe. 


Write on your letterhead today 
for complete information contained 
in free 44-page Bulletin A-3. 


WATSON-STILLMAN CO. 
Roselle, New Jersey 





Sold through Leading Industrial Distributors 
@® 3395 


WATSON ~ 





STULMAN 


DISTRIBUTOR PRODUCTS DIVISION 
ESTABLISHED 1848 


Designers and Manufacturers of Forged Steel Fittings, Valves, Wire Rope Shears, Hand Pumps, Jacks, Pipe Benders and Hydraulic Equipment 
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WITH WALKER-TURNER DRILL HEADS 
IN SPECIAL JIGS’... Wright Aeronautical Corp. 


“To eliminate costly setup time, a number of small indi- 
vidual jig-drill combinations employing Walker-Turner 
standard drill units costing $100 to $400 have been 


installed. 


“Housing sections of the Wright Cyclone engine require 
‘hundreds of holes of various depths, diameters and angles. 
With this installation the changing of jigs and fixtures 


becomes unnecessary. 


“PRODUCTION SCHEDULES ALLOWED AS MUCH AS 
30% OF TOTAL OPERATION TIME FOR THIS SETUP 
PROCEDURE. This new method eliminates setup and the 


possibility of error is reduced. 


‘We now have more than 30 special jig-drill setups em- 
ploying Walker-Turner Drill Heads in this plant all working 


to our complete satisfaction.” 


E. PRANGE, Supervisor 
Process Engineering 
TWENTY-FIFTH YEAR Wright Aeronautical Corp. 


1922 1947 



































SOLD ONLY BY AUTHORIZED INDUSTRIAL MACHINERY DISTRIBUTORS 
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UNSURPASSED 
V-BELT QUALITY 





























Now Dayton Rubber gives to its Distributors another 
V-Belt sales story... Rayon Cords in Dayton V-Belts! 
Rayon Cords make possible a V-Belt with minimum 
stretch . . . greater flex strength . . . longer life . . . advan- 
tages that make Dayton Thorobred V-Belts a product un- 
surpassed in quality, in performance, in dependability. 
Rayon Cords in V-Belts add new prestige to, and 
confidence in, Dayton Rubber’s reputation as the 
originator of many improvements in the V-Belt field 
. improvements that have helped make Dayton 
Rubber the World's Largest Manufacturer of V- Belts! 
The industry-wide acceptance of the Dayton name 
plus a continuous and aggressive advertising and sales 
promotion program is a combination that enables 
Dayton V-Belt Distributors to make constantly increas- 
ing sales and profits. For the complete story, write 


TENSION Section -live, heat- 
~ resistant compounds provide 
=. the ''give’’ for cooler running. 


COMPRESSION Section ~ fine 


fibres, embedded in special 
compounds, provide great 
cross-sectional rigidity. 


hewied Dayton V-Belt 
Distributors enjoy these 
8 BIG ADVANTAGES 







G Unsurpassed V-Belt Quality! 


Packaged fo 
© . , r Low-Co t 
ling and Faster a 


© Most Com 
-Omplete Cat i 
the Industrial Wiles pan 


Factory Man ; 
I 7 
0 utor’s Territey! the D istribe 


‘y Complete Tra 


, inin 
for Distributo 6 Program 


r’s Sales Force! 


Sales Hel 
6) i PS and Adverti.: 
to Fit Distributor’, ees 


A Complete V-Belt I 


Fit E -ine to 


very Power Drive Need? 


Warehouse § 
, Stocks ¢ 
Up Distributor’s Stocke! ‘ais 








DAYTON RUBBER > 


zw 





DAYTON, 


OHIO 


tom mmabar 


THE MARK OF TECHNICAL 


EXCELLENCE §N NATURAL AND 
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SYNTHETIC RUBBER 








Another reason for handling 


DISPLAY... 
DISCUSS... 
DEMONSTRATE... 
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products hy carBORUNDUM 


TRADE MARK 





Abrasives by CARBORUNDUM are favor- 
ably known products designed to grind, sand 
or finish easier, faster and more economically. 
Handling and recommending products of 
known quality is a good way to build customer 
confidence and steady, profitable repeat business. 


That they meet the needs of the trade in this 
respect is attested to by the many users of abra- 
sives who repeatedly specify and buy products 
by CARBORUNDUM. These men do not 
have to be sold. They know what these prod- 


ucts will do under actual operating conditions. 
They are the nucleus of a profitable market 
that is wide-open to expansion. Promoting 
recognized products that live up to every claim 
made for them is a sense-making way to build 


year around profitable business. 


The Carborundum Company backs up your 
selling effort with continuous promotion of 
accepted products. There is plenty of profit in 
tying in with this program. The Carborundum 
Company, Niagara Falls, New York. 


Abrasives by 


CARBORUNDUM 


TRADE MARK 
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TELLING YOUR MESSAGE 


TO YOUR CUSTOMERS « 


LIKE THIS 
REACH 575,000 | 
READERS | 
OF TOP TRADE 
MAGAZINES 
.. MONTHLY! 
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Free reprints of the above ad with your imprint are available 
to all A-C dealers. Tie in your direct mail efforts with the 
nation-wide motor advertising campaigns of Allis-Chalmers. 


Send your orders to the Dealer Sales Department, ALLIs- 
CHALMERS, MILWAUKEE 1, WISCONSIN. 


A 2310 
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Wiech CUTTING TOOL MATERIAL 
WILL DO Lact OF YOUR JOBS bel 7 


Allegheny Ludlum offers you—from one source—a choice 
of every type of cutting material ... each in a wide and 
complete range of grades and sizes. That means a better 
opportunity for you to pick the tools best suited to each of 
your production jobs—with resultant savings in produc- 
tion time and costs. There’s real value for you in one 
source for all your cutting tool requirements, plus a 
competent Mill Service Staff to assist your selection. 
@ Write today—on your company letterhead, please—for 
our new, full-color booklet on “Cutting Tool Materials.” 
You'll find it a big help in your production plans. 


ALLEGHENY 
LUDLUM 


STEEL CORPORATION .« Pittsburgh, Pa. 













Address Dept. MS fine lool Siecle 
WaD 994 Sevce Ae tt Os Y 
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ifying Glass Shows Clue 
to Lower Costs with 
Small Drills / ft 
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Morse ‘‘Multi-inspection-Test-Control”’ 


Provides Peak Small Drill Quality 





for ACCURATE Hole Size 


We've placed these little fellows under the 
magnifying glass for a better look. Morse 
checks and tests and checks again, at every 
step of the manufacturing process. When a 
drill has been okayed by the Morse multi- 
inspection system, the user is certain of a 
small drill made to the closest tolerances — 
a tool that’s dimensionally accurate with just 
the right degree of hardness and toughness 
—a drill that’s scientifically ground and pre- 
cision pointed. 


Remember too, Morse small drills are 
double-drawn for increased toughness while 





maintaining their predetermined degree of 
hardness... and given special heat treatment 
to assure uniformity. Result: tools that ap- 
preciably lower small part production costs 
and step up “line” efficiency via accurate 
size holes drilled faster. 


Whether your needs call for “bantam”’ size 
drills or the big Morse “block busters,” 


‘Morse has the tool to cut down your costs. 


Your Industrial Supply Distributor can aid 
you in obtaining the proper Morse recom- 
mendation for your job on small or large 
drills and other high quality cutting tools. 





Wew York Store: 130 Lafayette St. © Detroit Store: 2952 East Grand Bivd. © Chicago Store: 570 West Randolph St. » San Francisco Store; 1180 Folsom St. 
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Water Cooler 
Containers 





Kitchen Cabinets Filing Cabinets 









e Special Parts 





e on Se ft wees ~~ yd 
STANDARD LYON PRODUCTS mn CONTRACT PRODUCTION OF SHEET STEEL ITEMS 
‘ (Gauges from 8 to 30) 
@ Here’s how you can help your customers (2) We will manufacture to your specifica- 
speed up plant expansion, boost production or tions, in Lyon production run quantities, 
turn surplus steel inventory into cash: assemblies, sub-assemblies or parts in 
(1) If you can supply us with 12 to 24 gauge gauges No. 8 and lighter up to No. 30. 
sheet steel, and certain sizes of band steel, 
: ‘ * * * 
we will supply you pound for pound with 
any selection of Lyon standard products now Write or phone your nearest Lyon dealer 
in production. or district office. 
METAL PRODUCTS, INCORPORATED 
General Offices: 1053 Monroe Avenve, Avrora, Illinois 
Branches and Dealers in All Principal Cities 
bd 
A PARTIAL LIST OF LYON PRODUCTS 
© Shelving * Kitchen Cabinets eFiling Cabinets ¢Storage Cabinets eConveyors Tool Stands «Flat Drawer Files 
@ lockers © Display Equipment *Coabinet Benches ¢Bench Drawers «Shop Boxes ©Service Carts «Tool Trays ¢ Too! Boxes 
© Wood Working Benches «Hanging Cabinets «Folding Chairs e Work Benches ¢Bor Racks «Hopper Bins «Desks © Sorting Files 
e Economy Locker Racks «Welding Benches ¢Drawing Tables © Drawer Units © Bin Units Parts Cases = * Stools @lroning Tobles 
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| greatest name 
in rubber! 












8-POINT BLUEPRINT Dcicibecees say the name 
Ze) R S A L i S s U C ¢ E S S Goodyear onany product isa bigsales 


asset. [t means high quality, depend- 
Goodyear ite tRtiatel IV ol ol Tae adele itla 13 ability, leadership in new develop- 

ments —in short, all the attributes 
. Reputation of “the greatest name 5. Technical sales assistance of the that have made it “the greatest name 


in rubber” oe Technical in rubber.” To Goodyear distribu- 
tors. of course, ZO all the benefits of 


Sbtatinse quatty thet brings . Hard-hitting, business-getting ¢ 

repeat business direct mail compaign this matchless reputation. And, as 

. Aggressive national advertising . Leadership in new-product devel- the blueprint shows, there are seven 

that boosts distributors, too opments pioneered by Goodyear other reasons why Goodyear Indus- 
Research Laboratory : > ¢ 

trial Rubber Products annually 

finish among the first three profit- 


makers, according to the carefully- 


ap 
¥ kept records of leading supply 
G O aa DD, ft E A iH houses. If your present deal isn’t 
siving you all these helps, why not 
THE GREATEST NAME IN RUBBER see if there’s a Goodyear franchise 
: available in your territory? Write: 
(coodyear, Akron 16, Ohio or Los 


Angeles 54, California. 


. Liberal franchise thot creates Substantial profit margin on 


profit opportunities each sale 
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ULDUL 


Every Bit as Good as Predicted §& 


32 ALUNDUM abrasive has made good on every one of 
the Hollywood adjectives used to describe it a year ago. In 
plant after plant 32 ALUNDUM grinding wheels really are 


proving sensational — really do cut costs because they: 


grind cooler 


grind faster 


last longer 
require fewer dressings 


32 ALUNDUM abrasive is entirely different from any other 
abrasive — made differently by a Norton-invented and pat- 


ented process. There’s no crushing to size. 


32 ALUNDUM wheels are available in all standard sizes. 
They can cut costs for you on cylindrical, centerless, surface, 


tool and internal grinding. 


NORTON COMPANY, WORCESTER 6, MASS. 
Distributors in All Principal Cities 





NORTON ABRASIVES 













@ One of the most useful of all 
production and toolroom aids... 
Brown & Sharpe Permanent Mag- 
net Chucks. They save time and 
money on hundreds of toolmak- 
ing, inspection and hand opera- 


No. 750 D Magnetic V Block for hold- 
ing iron or steel work of round or of 
irregular shape. Capacity of V, 1%” 
Diam. Removable stop plate furnished 
for one end of block. Magnetic Block 
No. 760, without V, also available. 


PERMANENT 
MAGNET CHUCKS 
ia a full rauge of sized 

for a wide range of Jobe 


tions... also on light machine 
work and wet or dry grinding. 
For sale only in the United States 
of America and its Territories. 
Brown & Sharpe Mfg. Co., Provi- 
dence 1, R. I., U. S. A. 


No. 255 Magnetic Chuck for holding 
small or thin work in toolmaking and 
manufacturing or for inspection pur- 
poses. Small pieces held firmly for 
grinding on closely divided top sur- 
face. Working surface, 27/6” x 5%”. 








o.9R Rotary Model Magnetic Chuck for grinding operations, 
light cuts on lathes and for other light machine operations. 
Chuck is light and compact and may be rotated without vibration 
at reasonable spindle speeds. Designed to accommodate table 
clamps. Working surface 9” dia. 



















RECTANGULAR MODELS .. . for use on surface grinding machines 
and holding work for light cuts on planers, shapers and milling 
machines . . . and for other light machine operations. Chucks of 
smaller sizes, readily portable . . . useful in holding work for hand 
nishing such as polishing, scraping and similar jobs. Working 
surfaces from 55” x 10%” to 12%” x 36”. Removable stop plates 
and table clamps furnished. 


We urge buying through the Distributor 























e ECONOMICAL 
@ CONVENIENT 

e SAFE 

e@ NO WIRES 

e NO HEATING 


e NO INSTALLATION 
~ cosTs 
510, 618, 


824, 1236 NO OPERATING COSTS 





2ROWN & SHARPE 























HIT A NEW SALES PEAK 


PORTABLE 
ELECTRIC 
HAMMERS 


with 


U-100 Hammer 
with the “Sling Shot Drive” 


iM fd 


a To help you profit from unprecedented demands 
for construction and maintenance tools, Thor’s 

U-100 Hammers will be advertised in leading trade 
‘ - papers during the coming months. Cash in on this promotion by build- 


ing your sales plans around Thor Hammers. Sell them for dozens of 
jobs on stone, wood and metal—drilling, channeling, cutting, gouging. 


ae chipping, scaling. etc. Order your stock now! 


Thor offers a full selection of hammer tools for 'NDEPENDENT PNEUMATIC TOOL COMPANY 


working with metal, stone, brick, concrete, wood 600 W. Jackson Bivd., Chicago 6, Illinois 
and other materials, 


Birmingham Boston Buffalo Cincinnati Cleveland Denver Detroit 
Houston Los Angeles Milwaukee New York Philadelphia Pittsburgh 
St. Louis St. Paul Salt Lake City San Francisco Toronto, Canada London, England 


Look Ahead 
Get Ahead + 


Stay Ahead with 








ONLY THOR DISTRIBUTORS SELL TOOLS FOR EVERY CUSTOMER'S EVERY JOB 
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BUILDS ON i‘ 
WINTER Commercial Ground Thread 
Chaftinanahjg Taps are the ideal choice for accuracy 
and economy. They are form ground 

after hardening by an exclusive 

WINTER process, and will work freely ; 


—even on tough materials. For faster, 


easier tapping to reasonably close 





limits, with less strain on tool and 
work, specify WINTER Commercial ; 
Ground Thread Taps. 5 





Craftsmanship of the highest order always 


has been employed in the manufacture of . 


WINTER Taps. 





YOUR LOCAL DISTRIBUTOR carries a complete stock 


of WINTER Taps-on his shelves—as close to your tap- 





ping problems as the telephone on your desk. 


ROCHESTER, MICH. and WRENTHAM, MASS. .« Distributors in Principal Cities 
A Division of the National Twist Drill and Tool Company + Branch Stores: San Francisco, Chicago, Detroit 


inter Brothers COMPANY ‘e* * 
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NATIONAL Spline-Drive Inverted Spot- INSURES 


facers combine ruggedness, positive 
driving and accurate alignment with 
long life and easy assembly. The drive 
is accomplished through splines that 
Jore part of the pilot, bearing against 
} slots in the cutter. The cutter is re- 


tained by solid shoulders on the pilot. 





| Removal is simple; just turn cutter 


* backwards on the pilot and slide off. 


Spline-Drive Inverted Spotfacers are 
part of NATIONAL'S complete line of 
Rotary Metal Cutting Tools. 






The skill and facilities to make NATIONAL 


Tools the best you can buy are supplied at 


NATIONAL'S great new plant in Rochester, 





Michigan. 


LEADING DISTRIBUTORS EVERYWHERE offer com- 
plete stocks of NATIONAL Cutting Tools. Call them 


for cutting tools or any other staple industrial 





product. 





(ATIONAL rwisr pris ann Toot comPANY 


ROCHESTER, MICHIGAN, JU. S. A. Tap and Die Division — Winter Bros. Co. 
Distributors in Principal Cities * Factory Branches: New York * Chicago © Detroit * Cleveland * San Francisco 
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Bind SPECIALS 





STANDARDS 


SPECIALS 
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You'll find the Kempsmith line of standard milling at- 
tachments, arbors and accessories profitable because 
it gives you such excellent REPEAT SALES possibilities. 
The items shown here can be utilized on ALL types and 
sizes of milling machines. They are easy to sell and 
invariably customers come back for more, That implies 
satisfactory performance ... adds dollars to your profits. 
Kempsmith accessories are in great demand because 
they perform the most delicate milling operations with 
speed and accuracy . . . are backed by Kempsmith’s 
57 years of specialized experience. 


SMALL TOOLS DISTRIBUTORS — Kempsmith has a new sales plan 
for you... . a plan that will Up your sales . . . increase profits. 
Write for further details. 


THE KEMPSMITH MACHINE CO. 
1833 S. 71ST STREET © MILWAUKEE 14, WISCONSIN, U. 5. A. 


KEMPSM TH 


es 
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One Glance Tells You that 


Only the SIDE 


of a Y-Belt 
TOUCHES the Pulley 


The SIDE Does ALL the GRIPPING 
That's Why it GETS the WEAR! 


One glance at a V-Belt in its sheave shows you that only the 
sides of the belt touch the pulley. Every ounce of load the V-Belt 
carries must first be picked up by the sides. The sides do all the 
gripping—they get all the wear against the sheave groove wall. They 
pick up the load. They transmit that load to the belt as a whole. 
Then, once again, the sides—and the sides alone—grip the driven 
pulley and deliver the power to it. 










Naturally, this explains why you have always noticed that the 
sidewall of the ordinary V-Belt is the part that wears out first. 
“The CONCAVE SIDE —~ 


* Now See How the Patented CONCAVE SIDE 7 is GATES PATENT | 
SAVES Sidewall Wear—Lengthens Belt Life! |  s«py.gae 


Because the life of a V-Belt depends, first of all, on the side- 






be 





wall, it is clear that anything which prolongs the life of the side- | ‘How Straight Sided 
wall will lengthen the life of the belt. The simple diagrams on the | W ee 
_. Around Its Pulley 


right show exactly why the ordinary, straight-sided V-Belt gets ex- 
cessive wear along the middle of the sides. They show also why the 
Patented Concave Side greatly reduces sidewall wear in Gates Vulco 
Ropes. That is the simple reason why your Gates Vulco Ropes are 
giving you so much longer service than any straight-sided V-Belts 
can possibly give. 




















het 
i ee 
° . Patented Concave 
* Longer Sidewall Wear Is MORE IMPORTANT NOW | 
Than Ever Before! |. Showing How Cop- 
; ' cave Side of Gates 
Now that Gates SPECIALIZED Research has resulted in Super | Belt Straightens to \rs.24f 

V-Belts capable of carrying much heavier loads—up to 40% higher op aan ott 3 
horsepower ratings in some cases—the sidewall of the belt is called fas Is Bending Over a 
upon to do even more work in transmitting these heavier loads to | ; "4 
the pulley. Naturally, with heavier loading on the sidewall, the life- No bulging against the sides 
prolonging Concave Side is more important NOW than ever before! | sheave groove mane oe oe fee 

lof the sidewal muc! 
4710 longer lif life for the belt! a 





THE GATES RUBBER COMPANY DENVER, U. S.A., “World's Largest Makers of V-Belts" 


“3. RIVES <> 
: E | VE i 
eocee ote IN ALL INDUSTRIAL CENTERS sistieteiatt — 
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ARMSTRONG 


_Luali ly- 


oO 


rr i é@xten- 
2 ws 
orged ratchets . 
reqEne industrial and con- 
Awe with 4 


WRONG EROS. TOOL CO. 
"The Tool Holder Peopie'’ 
305 N. Francisco Ave. + Chécago 12, U.S.A. 


Eastern Whse. & Sales Office: 199 Lafayette St., New York 12, N. Y. 
Pacific Coast Whse. & Sales Office: 1275 Mission St., San Francisco 3, Calif. 
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“builds more | 
business for you” 


Rooted deeply in continuous engineer- 

ing, research, and precision manufacture, “Built 

better by Kellogg-American” gives your customers a better air com- 
pressor... more air per dollar. 

More cubic feet of air per kilowatt hour is delivered. Overall effi- 
ciency is high. Operating costs are low. Compressor life is long and 
trouble-free. Customer satisfaction and repeat business are assured. 

Backed by Brake Shoe’s* long-established, wide reputation in 
the industrial field, Kellogg-American air compressors find ready 
acceptance throughout industry. 

Kellogg Division maintains a cooperative, profitable distributor 
sales poiicy that merits your confidence. For complete information 
writ€ on your company letterhead. American Brake Shoe Company, 
Kellogg Division, Rochester 9, N.Y. 


*Ten Divisions, Sixty Plants In The United States, 


KELLOGG DIVISION 
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SERVING THE COUNTRY’S 
INDUSTRIES — Great and Small 


E= 


HALLOWELL = 


Stools 


It's about 30 years since ‘Hallowell’ 





Shop Equipment of Steel began to serve 
the great industries of this country. Work- 
benches, stools, chairs, desks, trucks — 
for shop and factory are covered by the 
‘Hallowell’ line. Sturdily welded or hy- 
draulically riveted all-steel construction 
makes this fine ready-made equipment 
practically indestructible and, therefore, 








immensely popular. It is designed for 
comfort and convenience as well as util- 
ity, and there are hundreds of styles from 
which to choose, making it possible to 
meet the most exacting needs of your 





customers, 

Write today for the ‘‘Hallowell'’ Cat- 
alogs and keep them handy for ready 
reference. 

“Unbrako'’ and ‘‘Hallowell’’ 
products are sold entirely through 
distributors. 


Work Benches ; Trucks 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PENNA., BOX 519, BRANCHES: BOSTON « CHICAGO - DETROIT - INDIANAPOLIS « ST. LOUIS - SAN FRANCISCO 
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R/M HIGH PRESSURE PACKING 





The quality of R/M High Pressure Packing, Style No. 122, is typical of 
the performance built into all R/M Packings. 


No. 122 consists of a specially compounded resilient, heat-resisting 
rubber core, wound with bias-cut, long-fibre, asbestos cloth. It gives 
exceptional service on valve stems and steam or air reciprocating rods 
where surface speed does not exceed 600 feet per minute and tempera- 
ture is not over 600°F. 


A variation of this packing is Style No. 121, in which a core of asbestos 
cloth, backed with a resilient rubber cushion, is covered with asbestos 
cloth. No. 121 gives long and satisfactory service on steam hammers, 
steam pumps, steam engines, air compressors, valves, and other equip- 
ment where temperatures are not over 600°F. 


Both packings are furnished either in coils, rings or spirals. They are 
but two of the many time-tested R/M Packings available to author- 
ized R/M distributors for their customers’ special needs. All R/M 
packings for maintenance and replacement are sold through authorized 
distributors only. 





MANHAT 





RAYBESTOS-MANHATTAN, INC, 


ASBESTOS TEXTILE & PACKING DIVISION 
e BRIDGEPORT, CONN. - NORTH CHARLESTON, S.C. ©¢ PASSAIC, N. J, 


17'S “PACKED WITH SATISFACTION” wHEN You use R/M 
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Bunting Standard Stock Bearings are available 
from the shelves of your nearest Bunting Distrib- 
utor, The many hundred sizes offer a variety of 
choice, some of which should meet your need. If 
not, slight alteration will give you exactly what 
is required. The Bunting Brass & Bronze Company, 
Toledo 9, Ohio. Branches in Principal Cities. 


PRECISION BRONZE BARS 


BRONZE BEARINGS 


BUSHINGS 
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WRIGHT 
SPEEDWAY | 
ELECTRIC HOIST 





xy 





e Here’s the first heavy-duty elec- 
tric hoist in the light-duty field. 
Rugged. Powerful. Fast. Safe. 
Efficient. A streamlined package 
of power in capacities of 250 lbs. 
to 2000 lbs.—redesigned through- 
out to take over material handling 
problems where minutes mean 
money. Write us at York for descrip- 
tive folder. Just ask for DH-1250. 


York, Pa., Chicago, Denver, Los Angeles, San to, Portland, New York, Bridgeport, Conn. 


WRIGHT MANUFACTURING DIVISION 


AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Let ATK} NS SAWS Pep Up 


Your Metal-Cutting Business 


ATKINS ‘Curled.Chip ‘System 
of Metal Cutting 
Cash in on the proved superiority of Atkins Metal 
Cutting Saws and Tools! Remember an Atkins Engi- 
neer will gladly demonstrate the amazing cutting 
ability of Atkins Saws to your prospects or customers, 
on work or material they select. He'll prove they cut 
better...faster...and for longer periods after filing. 


These statements ore not guesswork. They're 
based on actual case studies in leading plants. 
Previous-metal cutting standards have been “cut 
down” by the proved performance of Atkins Saws 
and Blades. Write for details today! 


ATKINS Hacksaw Blades 


Atkins “‘Curled-Chip”’ Milling and Slitting Saws. Atkins A-Mol Blades — Molyb- 

A ; ; denum Blades of D-B-L Special 
-dut 

Give you faster, woe duty sawing and cleaner cuts Alloy High-Speed Saw Steel. 

at lower cost, with both ferrous and non-ferrous Hand and power blades. Iden: 


metals. Self-ejecting chip—no clogging. tifled by yellow ends. 


Atkins Metal Cutting Bands have all the fine features of other Atkins Saws. 
Fast-cutting, edge-holding. Single or double edge. 


Atkins “Silver Steel’’ Files hold their sharp cutting qualities for remarkably 
long periods. All standard sizes, cuts and shapes. 


SEND TODAY FOR THESE 
FREE MANUALS 


“Sawing Records” gives numerous performance 
9g 9g 
reports. 


“'Curled Chip Manual” describes complete Atkins 
“Curled Chip’ Metal Cutting System. Send for 
both—today! 


E. C. ATKINS AND COMPANY 
Home Office and Factory: j 
402 S. Ilinois St., Indianapolis 9, Indiana 
Branch Factory: Pertiand, Oregen 
@ranch Offices: Atianta «* Chicage + Memphis 
Mew Orleans + NewYork + San Francisce 
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Larger dollar value per order 
keeps selling costs low 


Ask a Worthington distributor why his salesmen 
always lead off with Worthington. Seven to one he'll 
tell you that Worthington products, besides being 
natural door-openers, offer unlimited opportunities 


to build multiple sales .. . advantages that pay off 


OQ BH am (hh 


in easier, low-cost selling. 


SELL MULTI-V-DRIVES THE Fahy WAY \ 


Worthington’s transmission equipment lines include: 








Si 

Tr 

lir 

M 

th 

Worthington Worthington- Worthington os 

QD Sheaves Goodyear Allspeed mi 

V-Belts Selectors o 

tu 

pr 

se 

Easy to get on... Easy to get off... Yet always tight on the shaft de 

That's the performance story that has swept through ing up to 200 hp. Teamed with cooler running, longer G 
industry, paving the way for ever-increasing sales of wearing Worthington-Goodyear V-Belts, they're un- 

Worthington’s QD Sheaves. From conveniently located beatable for fast, easy selling. And Worthington 2 

stocks you can offer customers over 75,000 QD Allspeed Selectors, bringing new advantages to lis 

Sheave combinations — in the new, separate “A” machine performance in every industry, are now of 


and “B" groove types — covering applications rang- 


ep 


i 
= ——————— 
AAS Se 


Si best 
= TW SSS 





wt 


obtainable in sizes up to 7 14 hp. 


‘Products based on 
MARKET RESEARCH 


tay 


‘ Se eee 
we congas or 
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WHEN YOU LEAD WITH 


WORTHINGTON 











5,000 SALES LEADS 


Worthington’s standard industrial lines are: 





Centrifugal Steam Rotary Vertical Horizontal 
Pumps Pumps Pumps Air Compressors Air Compressors 
Six lines that cover the widest range or requirements for pumps and compressors — plus.related products — 


for a grand total of over 5,000 separate items. And each item, with Worthington's 107 years of leadership in 
pump and machinery manufacture behind it, is a valuable goodwill-builder and sales lead — not only to 
Worthington companion-products, but to your other lines as well! 






WORTHINGTON’S “Q9in1” 


Selling Strategy 
Six lines in the Industrial Franchise * plus three in the G 


Transmission Equipment Franchise * make nine complete 
lines that can be handled in one over-all selling effort. 
Moreover, Worthington Market Research makes sure 
that each item in each line meets a known industrial 
need (there are no has-beens, slow-movers or experi- 
ments) and that new items are added as new needs 
arise. To these constantly expanding sales oppor- 
tunities add a door-opening name... recognized 
product-excellence ... endless possibilities for related 

selling ... the small-order problem licked and a larger Whether you open up your big 

dollar value per order at no increase in selling cost! Pump and compressor catalog 

P or the Multi-V-Drive Manual 

acca hou? a most authoritative of its kind 

Trg ever published you'll close 

many a sale before you close 


Worthington’s extensive national advertising that thw Reaeh: tad ef ene hep 


refers the prospect directly to you... your name suceadstad Gitte, Gad 
listed in THOMAS’ REGISTER inserts . . . full supplies there's more worth in Worthing- 
of hard-hitting direct mail literature ... and Worth- ton for getting more sales per 
ington’s nation-wide sales and engineering service. call, 


Worthington Pump and Machinery Corporation 


7 ‘ ; 
Me rc b, an d i s i n g Divi Ss i re) n dave Perhaps your territory is among the few siill open. Whether 


/ you're interested in one or both these profitable Worthington 
HARRISON : NEW JERSEY P Franchises, write at once for full information. 
ee : b hime lll, ll nem be 
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A SOUND MOVE FOR YOU IN ANY INDUSTRY 


You'll find it good business to help your customers 
improve production by replacing inefficient power 
transmission drives with positive roller chain and 
sprockets. Baldwin-Rex roller chain drives are 98% 
efficient. 


In virtually all industry, the installation of Baldwin- 
Rex roller chain drives is a sound move toward 
eliminating power waste ...a big help in increas- 
ing machine output. And in addition, they absorb 
shock loads that might otherwise damage machinery. 








For complete data on Baldwin- 
Rex roller chain drives .. . 
applications, sizes, horse- 
power tables, etc... . send for 
your copy of Catalog M-2A. 


~< 


“Se 


—BALDWIN-REX—- 


. MROMLER CHAINS 


BALDWIN-DUCKWORTH DIVISION OF CHAIN BELT COMPANY 


These long-lived chains are easy to install and, 
as they are not dependent on tension for effective 
operation, they do not slip or creep throughout 
their lifetime. Lack of tension also eliminates any 
preload that might shorten bearing and shaft life. 
Frequent adjustments are unuecessary, reducing 
maintenance and eliminating need for expensive 
take-up mechanisms. 


A Baldwin-Rex roller chain drive is a sound move 
for your customers...and good business for you. 





378 Plainfield Street, Springfield 2, Massachusetts 
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Customers are more than satisfied when 
you sell them Circle ® Bolts and Nuts. 
The dependable size and strength of these 
nationally-advertised products can help 
you build valuable repeat business. 


Why not stock this well-known line. 


(B) BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N. Y. - SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo International Corp., 50 Church Street, New York City 
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- - - for SALES too 


Get behind this Millers Falls 14” Heavy Duty Electric Drill for 
profits. It’s a powerful production tool through and through. 
There’s power behind its light weight; efficiency behind its 


poised balance; beauty behind its business-like design. If your 





customers want performance and reliability in a production tool, 
give them a Millers Falls Electric Drill. Then, for versatility, 
sell them a Millers Falls Bench Stand so they can convert their 


drill into an efficient bench unit. That’s the way to make sales 








that satisfy. 


MILLERS FALLS 


pies] a MILLERS FALLS COMPANY 


GREENFIELD «© MASSACHUSETTS 
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Guide for Selecting 
KENNEDY 








BRONZE pisc 


screwed Bonnet 7 
This valve is en — 

dard pressure. 
service Like all Kennedy 


le 
Bronze Globe -_ Ang 
Valves this ee reset? : 


acked under 
when wide open. 
















PLUG-TYPE pisc 
Union Bonnet 


Renew 

able Sea ® 
The extr . Ring 
faces of 









a wide seating sur. 










to wire dra sistant 






wing. Th 
i 3 3 3 
ype disc design mane 
Precise throttling 4 
Nickel-co 













BUY FROM YOUR LOCAL DISTRIBUTOR 


KENNEDY 


valves - pipe fittings - fire hydrants 


Offices and Warehouses in Principal Cities xv-169 
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Mr. Distributor:— 


It pays you to stock and 
recommend Kennedy Valves. 
Their many superior features 
make them se!! readily . 
earn repeat orders. AND they 
are backed by monthly adver- 
tisements like this one, which 
is appearing in industrial pub- 
lications reaching more than 
350,000 readers. 
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@ Williams “Superior” Wrenches are 
drop-forged from a selected grade of 
carbon steel and processed to exacting 
specifications. They are substantially 
twice as strong as the earlier carbon 
steel wrenches of our own manufacture. 
Comparative tests show that these 
wrenches average 93% as strong as 
our corresponding alloy steel wrenches 


costing approximately twice as much. 


Most industrial users find Williams 


a“ 


“Superior” Wrenches their logical 
choice considering both strength and 
economy. “Superior” Wrenches are 
made in 50 patterns ... more than 
1,000 sizes, and are sold by Industrial 


Distributors everywhere. 


J.H. WILLIAMS & CO., BUFFALO 7, N.Y 


a 
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Give me HDLIOW AK 


The “HOLLOW AIR” 
Atomizer Head makes 
a BIG DIFFERENCE in 


paint spray results! 






Never before has a line of high quality 
paint spray equipment been offered 100% 





to jobbers only! This is a proposition worth investi- 






gating. Write for complete details of Black Arrow's 






100% jobber proposition today. 


—< o> 


product of 


The Black Manufacturing Company 


1416-1428 WEST BALTIMORE STREET * BALTIMORE 23, MARYLAND 
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When you sell “T.F.E.” to your customer, you 
are talking a subject that is in the headlines 
today .. . and are helping yourself to get and 
hold the kind of fastener business that is profit- 
able .. 


goods, minimum sales resistance, maximum Cus- 


. with lowest sales cost, least returned 


tomer satisfaction. 
The user who understands ““T.F.E.”’ realizes 
that he has to buy a quality product at a fair 





Russell, Burdsa!l] & Ward Bolt and Nut Company. Fac- 
tories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, 
Ill., Los Angeles, Calif. Additional sales offices in Phila- 
delphia, Detroit, Chicago. Chattanooga, Portland, Seattle. 


RUSSELL, BURDSALL & WARD BOLT & NUT COMPANY 


price if he wants the lowest total cost 
of fastening. 

You can help this program along. Remind 
your trade that it’s the cost of using a fastener 
that counts. The brand that meets every require- 
ment of ““T.F.E.” (see current RB&W ad repro- 
duced on page opposite) is the only brand that 
is truly economical to the user . .. and profitable 
to the distributor. 


IF IT'S RBaw IT's t.fe. 


Clean-cut heads, accurate well-finished barrels, 
perfect threads, high physical properties — are 
characteristic of RB&W fasteners. They all con- 
tribute to True Fastener Economy. And these 
characteristics are common to all RB&W prod- 
ucts — whether purchased from a distributor's 
stock in Detroit (top) or Dallas (bottom). You 
can promote “T.F.E.” with confidence when 
you handle “RB&W”. 


RBaw 


The Comfplele Lualily Line 
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Wy at do Fasteners Real ] y Cos, , 


e Ss 


There’s more to fastener cost than just price. 
Lots more. Personally ... 


I look for all 8 


to get ¢ {e= rower, \ i ee 


It is the many costs of using a fastener that count 
. not just the initial price. True Fastener Economy is 
the lowest total cost for fastener selection, purchase, 





assembly and performance. 





1. Reduce assembly time to a minimum by sav- of initial cost, by specifying correct type and 
ings through use of accurate and uniform fasteners size of fasteners 

2. Make your men happier by giving them fast- 6. Simplify inventories by standardizing on 
eners that make their work easier fewer types and sizes of fasteners 


3. Reduce need for thorough plant inspection, 


, : 7. Save purchasing time by buying larger quan- 
due to confidence in supplier's quality control 


tities from one supplier's complete line 
4. Reduce the number and size of fasteners by 


desi 8. Contribute to sales value of final product by 
proper design 


using fasteners with a reputation for dependa- 
5. Purchase maximum holding power per dollar bility and finish 










RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


102 years making shhong 
the things thal make Ameuca shhong 





Plants at Port Chester, N. Y., Coraopolis, Pa., Rock 
Falls, Tll., Los Angeles, Calif. Additional sales offices at 
Philadelphia, Detroit, Chicago, Chattanooga, Portland, 
Seattle. Distributors from coast to coast. By ordering 
through your distributor, you can get prompt service 
for your normal needs from his stocks. Also—the in- 
dustry’s most complete, easiest-to-use catalog. 














Appearing currently in Modern Industry, Factory, Mill & Factory, Purchasing, 
Machine Design, Product Engineering, Iron Age, Steel, Engineering News Record. 


102 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 
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WHEN THEY THREAD 
| SMALL PIPE 
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Steady profit in efficient 
Fel Lc Nos. OOR and 111R 
for 4" to 114” pipe 







Free handy carrier we 

for any group of sizes. 
@ It pays you to sell these handy small threaders, 
ready to cut smooth perfect threads in a jiffy — 
just snap the size die head wanted into the 
ratchet ring from either side; can’t fall out. No spe- 
cial dies needed for close-to-wall threads. Rugged 
steel-and-malleable construction, long service heat- 
treated tool-steel dies. No. OOR, ¥g" to 1"; No. 111R, 
'’y" to 1%." Widely advertised, widely popular — 
there’s money for you in these smart handy tools. 


















fast Helen | 


PIPE CUTTING | 
IN TIGHT PLACES | 
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: ge 








Se fe 


Your customers want 
RILSID No. 42 
4-wheel cutter for work 
in tight quarters 










1 Regular 
heavy-duty 
RIQRID cul- 
ters in 5 sizes 
to 6" pipe. 

@ Short handled for close quarters, this 
4-wheel Ritzn1b cuts pipe fast even where 
there’s room only for a quarter turn. 
Special malleable housing is distortion- 
proof; heavy-duty cutter wheels roll easily through 
toughest pipe — always cut true, leave practically 
no burr. Your customers want this efficient work- 
saver. Two sizes — No. 42 ('/2" to 2”) or No. 44 (2Y4" 


to 4"). Easy sales, good profit. 
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WORK-SAVER PIPE TOOLS 
THE RIDGE TOOL COMPANY + ELYRIA, OHIO 
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ALL-PURPOSE ELECTRIC 




































® Appli 

NO KICK-NO TWIST teas 
EVEN ON THE Pt 
TOUGHEST JOB @ Taps 






Drilling with a 1” wood 
auger. Notice large chips. 
Action photo taken at f32 
and 1/5000 sec. electro- 
flash. 


® Drives and re- 
MOves screws 
rives and re- 
MOves studs 
xtracts broken cq 


The sensational new Ingersoll-Rand Electric IMPACT Screws and studs 





Tool amazes everyone with the easy way it handles e a Wire brushes 
tough jobs.* ‘ oes hole saw work 
The patented “rotary impact” mechanism that gives Drills brick and mas 

this outstanding performance also assures trouble-free ° Drives Wood ay ~ 

service by permitting the motor to run even if the spindle Uses Standard gty, = 

. ; attachments 

is completely stalled! 
f Patel oy, . h Ad Az } : 
A MA. ING: It’s reversible . . . full power ai e¢ a It saves up to 90% of the time 
in either direction ... runs on 110 V ac-dc. on nut-running operations alone. 


AMATIMG! 
AMAZ i G! With standard attachments, you need only one 
Impact Tool to do all operations.* 


Call our nearest office for a demonstration of this easy to sell item... 


run it yourself ... you'll be amazed! 
== Ingersoll-Rand 
11 BROADWAY, NEW YORK 4, N. Y. 108-18 
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1. Finest Chinese bristles should be 2. Nylon brushes give you maxi- 


boiled, straightened and scientifi- mum paint pickup and delivery 
cally mixed, as in the Rubberset when filaments are crimped with 
process, to guarantee. uniformity the Permanent Wave, exclusive 
and perfect performance. Rubberset development. 



































4. Slightly chiseled tip eliminates 5. Minimum of short length bristles 


breaking-in— assures smooth, even on outside of brush prevents splat- 
film from the first dip. tering of paint. 














7. To test permanency of setting, 8. Ferrule should be beaded for 
hit bristles lightly against table edge. additional strength and rigidity, 
(Rubberset’s exclusive setting locks securely nailed to block. 


bristles everlastingly in place.) 


Kussersert 


Made only by 


The Rubberset Company, 56 Ferry Street, Newark 5, New Jersey. 
Established 1873. Factories: Newark, N.J., Salisbury, Md., Graven- 
hurst, Ont., Canada— Branches: Los Angeles, Cal., St. Louis, Mo. 
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- ; : 
3- Full stock of carefully selected 
lengths of bristle to assure speedy, 
even flow of material over large 

















6. Bristles set at slight angle assures 
perfect taper to chisel tip. Full weight 
of bristles should be at working end. 








9. Look for the name Rubberset— 
not just “Set in Rubber.” Only a 
genuine Rubberset brush carries the 
Rubberset guarantee. 


BRUSHES 


the Rubberset Company 


and what 


in every 
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#472 —Pure Bristle 


Made of finest imported hog bristles 
for smooth, fast performance. 


#1472—Permanent Wave Nylon 
Long-lasting, Exclusive Rubberset 
Permanent Wave development 
gives greater coverage. 


= 






RUBBERSETNYLON 
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~ STERLING SANDER 
APPLICATION WO. 1347' 








With fingers sensitized by the gentle 
motion of his Sterling Sander, 
Jimmy Valontine cracks a safe in 
seconds. However, this is one application 
we don’t recommend. There are hundreds of 
good, sound, honest applications in the 
automotive, furniture, building, woodworking, school, boating and 
general industrial fields. A little investigation and you 


will find a multitude of sanding and polishing uses in each field. 


Sterling Tool Products Co., 384 East Ohio St., Chicago 11, Illinois 








STERLING porrasue ELECTRIC 
2 AND AIR-DRIVEN SANDERS 





48 MILL SUPPLIES © OCTOBER, 1947 











MILLING 





FROM STOCK... SUPER 
CAST IRON _ 








Good news for mill suppliers! You can get quick 
delivery from stock of Super Carbide Tipped Mill- 
ing Cutters designed especially for cutting cast iron. 
Available in all standard sizes, these cutters incor- 
porate up-to-the-minute design improvements that 
cut costs, speed production and improve finishes. 
For the extra toughness and efficiency of carbide 
tipped mills plus the advantages of Super Tool 
engineering and design combined with surprisingly 
low prices . . . sell SUPER Carbide Tipped Milling 
Cutters . . . and watch the profits grow! 


Carbide “Jipped “Jools 


21650 Hoover Road, Detroit 13, Michigan 
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HERMAN NELSON PRODUCTS 7. 
SERVE MILLIONS IN AMERICA rn 
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weland—F: 
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We Herm 
ts RKANSAS 
Bruce-Rogs 
PALIFORNI, 
Crane Cor 
Dallman Si 
San Frar 
Industries 
Tay-Holbr« 

° General Office and Warehouse Building, Brunswig Drug Co., Vernon, Calif. jose, 88 
“oor eer orgy C. Martin and Associates, Los Angeles. Mechanical Engineer—Lester R. Kelly, Los Angeles. General Con- i 
ractor—Wm. Simpson Construction Co., Los Angeles. Plumbing & Heating Contractor—Howe Bros., Los Angeles. Ventilating Hansen St 

& Air Conditioning Contractor—\W, S. Kilpatrick & Co., Los Angeles. Marsden & 

Hartford 

— 
esco Co 
Comfortable and healthy air conditions are maintained for customers and NajoceC 
Jackson 


employees alike in thousands of offices and stores across the country, Eectric:S 


f. 
is] 6: 








through the use of Herman Nelson Heating and Ventilating Products. we 


Because the average man spends about 80 per cent of his entire life- for Elect 
Hoe Sup} 


time indoors, it is important that all buildings in which he goes to school, iland Su 
Danville 
works and plays be properly heated and ventilated. tattonsWe 
Springfi 
For over 40 years, The Herman Nelson Corporation has been building | iter Se 
Evansville 


quality heating and ventilating equipment for public, industrial and com- Industrial 


mercial buildings. Leading Architects, Engineers and Contractors, as well Cedar R 
Cedar | 

as Owners, know that the use of Herman Nelson Products will assure Globe M 
Des Mc 


maintenance of desired air conditions. IANSAS. 
The Salin 
The Thol 
Leaven 
The Tope 
Inc., T 


U. S. Su 
KENTUCKY 
Brock-Mc 
Hoe Sup 


Since 1906 manufacturers of quality heating and ventilating products aa 


Carman- 


MOLINE Halt a 
ILLINOIS well 8 
9 i Lewiste 











Herman Nelson 
Direct Drive 
Propeller Fans 


to the qaawe 


erman Nelson Branch Offices 


ston —W. N. Murray, Mar., J. F. Flannery, R. M. 
Burbank, Product Application Engineers. 

icago—C. A. Pickett, Magr., J. C. Donaldson, 
Taylor, L. C. Ward, Product Application 
Engineers. 

bacinnati—W. J. Killian, Product Application Engineer. 

 veland—Frank B. Johnston, Jr., Mgr. 

Mtiroit—Charles W. Trambauer, Mar., Robert G. Keller, St. 

Product Application Engineer 

yiwaukee—Carl H. Amundson, Product Application 

Nngineer. 


Herman Nelson 
Belt Drive 


Minneapolis—Anthony Spoodis, Mgr., Cari H. Johnson, Jr., 
Product Application Engineer. 

Moline—Frank T. Tyler, Mgr. 

New York—Bruce P, Hyde, Mgr., Charles E. Wandas, 
Product Application Engineer. 

Philadelphia—P. A. Cavanagh, Mgr. 

Pittsburgh—G. M. Heslop, Mgr., Charles R. Holsclaw, 
Product Application Engineer. 

Louis—Harold C. Gerboth, Mgr., E. Paul 

Product Application Engineer. 

Syracuse—C, R. Anderson, Product Application Engineer. 

Washington, D. C.—J. M. Osborne, Mgr., F. M. Hewitt, 
Product Application Engineer. 


Application Engineers 


Los Angeles, Calif.—F. J. Hearty & Co. 
Memphis, Tenn.—Southern Sales Co. 


R, C. 


Harder, 


Herman Nelson Horizontal ~ 
Shaft Propeller-Fan 
Type Unit Heaters 


erman Nelson Product 


buquerque, N. Mex.—Boyd Engineering Co. 
tanta, Ga.—Felix J. Commagere. 


Miialo, N. Y.—Edward H. Cox. Miami, Fia.—R. P. Kelley. 

spe Elizabeth, Me.—The Partridge Co. Missoula, Mont.—W. M. Walterskirchen Co. H Nel 
Parlotte, N. C.—Charles M. Setzer & Co. Nashville, Tenn.—Southern Sales Zo. pap a 
Folumbus, Ohio—Russell H. Smith Equipment Co. New Orleans, La.—Cressy Sales Co. ype H 


alas, Tex.—W. E. Lewis & Co. Centrifugal Fans 


enver, Colo.—Appleton Engineering Co. 

#s Moines, lowa—Products, Inc. 

yluth, Minn.—Williams-Swanson Co. 

/ Paso, Tex.—Boyd Engineering Co. 

Brand Rapids, Mich.—Marshall & Wells Co. 
— Tex.—D. R. Rippey 

dianapolis, Ind.—George "Veehdanvaleh. 
ackson, Miss.—H. M. Ludlow. 

linsas City, Mo.—H. H. Wright Co. 


Oklahoma City, Okla.—O. T. Carroll. 
Omaha, Neb.—Verne Simmonds. 
Phoenix, Ariz.—Boyd Engineering Co. 
Portland, Ore.—T. C. Langdon & Co. 
Richmond, Va.—W. Wallace Neale. 
Saginaw, Mich.—W. A. Witheridge Co. 
Salt Lake City, Utah.—Midgley-Huber. 
San Antonio, Tex.—Harry J. Dalton. 

San Francisco, Calif.—E. C, Cooley Co. 


Seattle, Wash.—E. H. Langdon Co. Herman Neison Verticel 


Shaft Propeller-Fan 


| 


Wigman Company, Sioux City. 





louisville, Ky.—John Zimmermann, Spokane, Wash.—R. L. Nelson. Type Unit Heaters 
erman Nelson Distributors 
RKANSAS Palmer. Supply Co., Portland. The Hugh2s Supply Co., Mansfield. 
Bruce-Rogers Co., Fort Smith. MARYLAND The W. H. Kiefaber Co., 
ALIFORNIA Central Metal & Supply Co., Dayton, Hamilton. 
Crane Company, San Bernardino. Baltimore. The Roekel Co., Zanesville. Herman Nelson 
Dallman Supply Co., Frederick Trading Co., Frederick. Strong, Carlisle & Hammond Co., Type HB 
San Francisco, Sacramento. Shore Distributors, Salisbury. Cleveland. Centrifugal Fans 
Industries Supply Co., San Diego. Western Maryland Supply Corp., OKLAHOMA 
Tay-Holbrook, Inc., Hagerstown. Cooper Supply Co., Tulsa. 
San Francisco, Berkley, Fresno, San MASSACHUSETTS U. S. Supply Co., 
Jose, Sacramento, Stockton, Santa Babbitt Steam Specialty Co., Oklahoma City. 
osa. New Bedford. OREGON 
CONNECTICUT Corcoran Supply Co., Johnson Heating Supply Co. 
Hansen Supply Co., New London. Hyannis, Brockton. Portland. - 
Marsden & Wasserman, Inc., Holyoke Supply Co., Inc., Holyoke. PENNSYLVANIA ra \a Ve \a | 
Hartford, Charles Millar & Son Co., Springfield. Bailey-Farrell Co., Pittsburgh. “a a 1 
ELAWARE Washburn-Garfield Co., Worcester. Busser Supply Co., Lewisburg. Herman Nelson 


Desco Corporation, Wilmington. 
ORIDA 

Hajoca Corporation, 
Jacksonville, Tampa. 

EORGIA 

Electric Supply Co., 
Hajoca Corporation, 
Columbus, Savannah, 

LLINOTS 

E. Best Plbg. & Htg. Supply Co., 
Quincy 

Fox Electric Supply Co., Elgin. 
Hoe Supply Co. Christopher. 
Inland-Peoria Supply Co., Peoria. 
Inland Supply Co., Champaign, 
Danville, Elgin, Joliet. 

Mott Brothers Co., Rockford. 
Yelton-Weaver Supply Co., 
Springfield. 
IAN 


Atlanta. 


Baker Specialty and Supply Co., 

Logansport. 
Evansville Supply Co., 
Industrial Supply Co. 
Knapp Supply Co., 
OWA 


Inc., 


Evansville. 
Terre Haute. 
Muncie. 


Cedar Rapids Pump & Supply Co., 
Cedar Rapids. 

Ewinger Supply Co., Burlington. 
Globe Machinery & Supply Co., 

Des Moines, Cedar Rapids. 


KANSAS 

The Sellen Supply Co., 

The Tholen Bros. 
Leavenworth, 

The Topeka Steam Boiler Works Co., 


Salina. 
Supply Co., 


Inc., Topeka. 
U. S. Supply Co., Wichita, 
KENTUCKY 
Brock- McVey Co., Inc., Lexington. 
Paducah. 


Hoe Supply Co., 
MAINE 


W.L. Blake & Co., Portland. 
ee Thompson Co., Lewiston, 





. B. Dunning & Co., " Bangor. 
tian & Knight Hardware Co., 
Lewiston. 


MICHIGAN 
Bond Supply Co., 
Kalamazoo, Battle Creek. 
Brammall Supply Co., 
Benton Harbor. 
The Link Company, Jackson. 


Michigan Supply Co., Lansing. 
MINNESOTA 

Marshall-Wells Co., Duluth 
MISSOURI 

Harry Cooper Supply Co., 

Springfield. 
Missouri Water & Steam Supply 
©., St. Joseph. 

U. S. Supply Co., Kansas City. 
NEBRAS 

U. S. Supply Co., Omaha. 
NEVADA 

J. R. Bradley Co., Reno. 


NEW HAMPSHIRE 
Palmer Plumbing Supply Co., 


Laconia, Rochester, 
George E. Trude! Co., Manchester. 
NEW JERSEY 
Manufacturers Selling Co., Trenton. 
NEW YORK 
W. A. Case & Son Mfg. Co., 
Jamestown 


John B. Davie Co., Inc., Rochester. 
J. D. Johnson Co., Inc., 
Poughkeepsie. 
LeValley, McLeod, Kinkaid Co. Inc., 
Elmira, Schenectady, Olean. 
Charles Millar & Son Co., 
Utica, Binghamton. 
NORTH CAROLINA 
Hajoca Corporation, 
Charlotte, Asheville, 
Hyman Supply Co., 
Wilmington, Fayetteville 
Kester Machinery Co. 
Winston-Salem, High Point, 
Burlington. 
OHIO 
The Hardware & Supply Co., 
Massillon. 
Heating Trades Supplies, 


Inc., 
Toledo. 


Careva Company, York. 
W. A. Case & Son Mfg. Co., 
Desco Corporation, Chester. 
E. Keeler Company, Williamsport. 
Lehigh Valley Supply Co., 
Allentown, Lansdale, East 
Stroudsburg, Easton. 
Luzerne & Lackawanna Supply Co., 
Wilkes-Barre. 
Reading Foundry & Supply Co., 
Reading, Lebanon, Pottsville 
RHODE ISLAND 
International Supply Co., 
TEXAS 
Calcasieu Lumber Co., Austin. 
Electric Supply Co., Galveston 
Morrison Supply Co., 
Fort Worth, Sweetwater, 
Falls, 


Erie. 


Wichita 


Waco, Corpus Christi. 
Southern Equipment Co., 

San Antonio. 
Southland Supply Co. 


Dallas, Tex. 
J. A. Walsh & Co., Inc., Houston. 
VERMONT 
Canney-Plue, Inc., Rutland. 


Charles Millar & Son Co., 
St. Johnsbury. 
VIRGINIA 
Hajoca Corporation, 
Richmond, Norfolk, Danville 
Roanoke, Staunton. 
Western Maryland Supply Corp. 
Winchester 
WASHINGTON 
J. C. Bowles Co., Seattle. 
Marshall-Wells Co., Spokane. 
WEST VIRGINIA 
Trimble & Lutz Supply Co., 
The Universal Supply Co., 
Parkersburg. 
WISCONSIN 
Cordes Supply Co., Milwaukee 
LaCrosse Plumbing Supply Co. 
La Crosse. 
Murphy Supply Co., Green Bay 
Wisconsin River Supply Co 
Wausau. 


Wheeling 


Providence. 


Amarillo, Lubbock, Odessa. 
San Antonio Machine & Supply Co.. 


; nearer an nit 
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Blower-Fan Type 
Unit Heaters 
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Herman Nelson 
DeLuxe Unit Heaters 


Herman Nelson 
Unit Ventilators 


Herman Nelson 
Belt Drive 
Unit Blowers 


Herman Nelson 
Direct Drive 
Unit Blowers 











FOR LOW COST WATER 


For industrial processing work or for 
washrooms and showers, the B & G 
method of heating water keeps costs at 
rock bottom. B & G Water Heaters trans- 
fer heat from water or steam, eliminating 
the need for a separately fired heater. 
Design features developed by years of 
practical experience are assurance of max- 
imum heat transfer, amazingly low oper- 
ating cost and long life. 


Here are all your requirements concen- 
trated in a single source of supply . . . sub- 
merged heaters for steel boilers . . . tank- 
less heaters . . . external coil-type heaters 
... Steam convertors... heaters for hard 
water territories. Skilled engineering has 
packed large capacity into small space, 
made every inch more efficient. B & G 
Water Heaters are built to last—made 
with the pride in workmanship which dis- 
tinguishes all B & G Products. 


Send for full information on this fast- 
selling, profitable line. 


WATER HEATERS 
* 

FORCED HOT WATER 
HEATING SYSTEMS 
e 
PUMPS AND HEAT 
EXCHANGERS 


/ 


$2 





B & G Instantaneous Heater —Type "SU" 
For heating water with steam—no storage tank 
needed. Ideal for industrial plants where large 
volumes of hot water are continuously required 
for service water supply or process work. 


TOPS IN CENTRIFUGAL PUMPS 





Series 1522 
Features a leak-proof Mechanical Seal instead 
of a stufhing box—standard motors—spring type 
flexible coupling—interchangeable parts. 


Send for engineering data on the complete line of B & G Pumps 


Hyidre-Fic PRODUCTS 


BELL & GOSSETT COMPANY 
Dept. AF35, Morton Grove, Ill. "Reg VON Pat of 
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B & G Instantaneous Heater—Type "WU" 
Heat transfer in this unit is from water-to-water. 
Mechanical circulation of boiler water pro- 
vided by the B & G Booster Pump increases 
heater capacity and permits accurate contro! 
of service water temperature. 


Series 1510-1515 


Base-mounted, flexible-coupled units with sem:- 
open or enclosed impellers. Accurate machining 
and mechanical balancing assure quiet oper- 
ation and peak efficiency. 






















I make a bond that’s strong and fast 
A metal joint that’s bound to last 


ie 


A 





With many laboratory checks 
And strict control I’m held to specs 





_ 

a | 
or ai 
i} 





With each re-order, pound or ton 
My composition varies none 


Lo 


SQ WHAT? 
eee0 Just this... Vim a Federated solder...and that means my com. 


position is identical whether [am shipped from San Francisco in 
June or from Chicago in December. Uniformity in the solder you 
use saves production headaches. 

Federated can supply you promptly with the best in solders — aci«l 
core, rosin core, solid wire, bar, and body. For unusual application- 
any solder can be alloyed to your specific requirements. When you 
need him the friendly Federated service man is ready to answet 
your solder questions, or help you with any non-ferrous problem. 
<= Federated Metals Division, American Smeltingand Refining Company. 
120 Broadway, New York 5, New York. 





IMico si 


Sedewdat METALS DIVISION 


AMERICAN SMELTING AND REFINING COMPANY 
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MOVE QUICKLY Va 


it’s in and out of your warehouse...with record turnover — y = 








for STRENGTH 





for LASTING BOND 





for WEATHERTIGHT 
PROTECTION 


for ATTRACTIVE 
APPEARANCE 

AND EXTRA 2 
PROTECTION [exw 





PLASTEEL sells with unusual rapidity because... 


J The product is right. It’s a protected metal roofing with in-built quality that defies rust 
and corrosion and severe industrial atmospheres. It requires no painting—eliminates maintenance 
—and is therefore more economical to use. 


2 The demand for quality roofing today is exceptionally strong. Large industrial building 
programs require great quantities of roofing and siding. PLASTEEL is ideal for every condition. 


3 Our strong cooperative advertising and sales promotion program keeps the stock moving 
—by acquainting industry with the product; securing consumer demand and acceptance; and 
promoting you as-the Distributor. 







Why not investigate today? A letter, wire or phone call will 


have our nearest Factory Representative in your office quickly. 


District offices in principal cities 


ae? PLASTEEL PRODUCTS CO. 


erage “Mei ga WASHINGTON, PENNSYLVANIA 






NOW STOCKED AND SOLD BY LEADING MILL SUPPLY DISTRIBUTORS 
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This valuable Keystone lubrica- improved machine operation...length- 
tion service is yours for the asking. ened bearing life. 


Simply get in touch with your nearest 
Keystone Distributor. Without charge The Keystone Plant Lubrication Survey 
or obligation, a Keystone Lubrication has proved the superiority of Keystone 
Engineer will gladly make a complete Specialized Lubricants time and time 
and comprehensive survey of all lubri- again in plants of every size and kind 


cation points in your plant. throughout the country. 


After a thorough study of your needs nn A eae En ant 
J : 5 ‘ . ured by its performance in the beari 
he will prepare for you typewritten perf age a 

. rather than the price in the container.” 
recommendations to serve as a perma- 


nent guide. Follow the suggestions that Your nearest Keystone Distributor will 
he makes and you will be well rewarded — be glad to cooperate with you in 
... by effected lubrication economies making this service availabie to your Trade Marks Reg. U. S. Pat. Off 


. . . lowered maintenance costs... customers. SPECIA 
LIZED 


KEYSTONE LUBRICATING COMPANY - Est. 1884 LUBRICANTS 
21st, CLEARFIELD AND LIPPINCOTT STS., PHILADELPHIA 32, PA. 
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No one can say how 8 a time, measured in days, 
months or years, a certain valve will give satis- 
factory performance. Naturally it will depend on 
the service conditions—how much the valve is oper- 
ated and especially the kind of media it controls. 


But we can say positively that a valve of absolutely 
correct design and materials for the conditions 
under which it operates will last far longer and 
require much less maintenance than a valve which 
does not fully meet these requirements. 


That’s the kind of valves you get when you standardize on the 
Powell Line for all your flow control requirements. Because 
through more than a century of making valves—and valves only 
—Powell has concentrated on developing a complete line of 
valves—in bronze, iron, steel and the widest range of corrosion- 
resistant materials ever used in making valves—to meet every 
requirement of modern industry. 









Fig. 560 — 200-pound Bronze 
Regrinding Horizontal Swing 
Check Valve. Screwed ends, 
screwed-on cap and regrind- 
able, renewable bronze disc. 
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resisting 
bronze dis 


Fig. 1708 — 200-pound 
Bronze Globe Valve with 
screwed ends, union bon- 
net, renewable, specially 
heat treated stainless 
steel seat and regrind- 
able, renewable, wear- 
resisting ‘‘Powellium” 
nickel-bronze disc. 


Fig. 1503—Class 150-pound Cast Steel 
Gate Valve. Has flanged ends, outside 
screw rising stem, bolted flanged yoke 
and taper wedge solid disc. 





Fig. 375 — 200-pound Bronze 
Gate Valve with screwed ends, 
inside screw rising stem, union 
bonnet and renewable, weare 





“Powellium” nickel 
c. 


Fig, 1793—Large 125-pound Iron Body Bronze 
Mounted Gate Valve. Made in sizes 2” to 30’, 
inclusive. Has outside screw rising stem, bolt- 
ed flanged yoke and taper wedge solid disc. 
Taper wedge double disc can be provided in 
sizes 2” to 12”, inclusive. 


The Wm. Powell Co., Cincinnati 22, Ohio 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 
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heres a Lllyy nye 


on which you'll get plenty of calls! 

















“a 





THE PHILIP CAREY MANUFACTURING CO., CINCINNATI 15, OHIO 


In Canada: The Philip Carey Co., Ltd. 
1557 MacKay Street, Montreal 1, P. Q. 
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i check your stock — 


Pp then call 





Corrugated Asbestos Roofing and Siding 
Asphalt Shingles & Roofings * Built-up Roofing 
Careyduct * Asbestos Wallboard & Sheathing 
Roof Coatings & Cements ° Pipeline Felt 
Asphalt Tile Flooring * Waterproofing Materials 
Expansion Joint + Asbestos Shingles & Siding 
Industrial Insulation * Rock Wool Insulation 
Miami-Carey Bathroom Cabinets & Accessories 
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MICRO-ACCURATE ADJUSTMENTS 


' nent 


THE 


MODEL“GT” 


“TORQUE-MASTER’ CLUTCH 
Check These Features 


Y¥ COMPACT DESIGN with smooth, safe contours. 
vy QUICK, YET ACCURATE ADJUSTMENT, at the simple turn of a ring. 


v Easily detached Gear Rings to permit speedy removal of SPLIT FRICTION 
DISCS. 


vy POSITIVE RELEASE, which eliminates all possible drag. 
v¥ CAPACITIES from 1% to 300 H.P. at 100 R.P.M. 


v AVAILABLE ... as SLEEVE, GEAR RING AND BOLTED PLATE CLUTCHES 
and CUT-OFF COUPLINGS. 


T. B. 


When in need of a MODERN, 'TROUBLE-FREE” CLUTCH or 
CUT-OFF COUPLING, ask your MILL SUPPLY Distributor or 
write us direct for Catalog No. 189 which completely 
describes WOOD'S MODEL "'GT" line of clutches. 







WOOD'S PRODUCTS FOR POWER TRANSMISSION 
Pulleys Clutches Hangers Pillow Blocks Couplings 









Bearings Collars V-Belt Sheaves and Complete Drives 








| 


] EASY ASSEMBLY STEPS 
SPEED 


INSPECTION AND REPAIR 
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ADS CONCENTRATED ON 
HYDRAULIC JACKS AND JENNYS 


CHECK YOUR SUPPLY 


OF SALES HELPS TODAY 





























LEVER - SCREW - HYDRAULIC 
Jacks 





sete Sah e 
tate ot 
¥ 


Pepe: 





Opportunities A-Plenty To Push Sales Up 
On Simplex Hydraulic Jacks and Jennys 


@ There’s still time—-if you hurry—to cash in on the 
special promotion push for Simplex Hydraulic Jacks 
and Jennys that is sending sales to new highs for this 
“wonderful pair.’’ Extending the campaign for another 
month means just that many more opportunities to win 
new markets and new sales in your territory. 


Also continued is the 30-DAY FREE TRIAL offer— 
convincing proof that Simplex Hydraulic Jacks and 
Jennys can back up every claim made for them—in 
action on the jab. 


Simplex Hydraulic Jacks and Jennys SELL because 
they take on virtually any difficult jacking or pulling 
job and do it faster and more efficiently than ordinary 
jack equipment. They meet vital jacking needs in many 
markets; save users hours and dollars. Important, too, is 
that Simplex means safe operation. Every Jack and Jenny 
is safety-tested to 50% over rated capacity, and they are 
made by the manufacturer awarded the only Gold Medal 
for the safety of jacks by the American Museum of Safety. 


Plan TODAY to make this extra month a profit 
month for you. Write for full information on prices and 
sales helps. The time is short—the opportunity big! 


Simplex 
TEMPLETON, KENLY & CO. 


1036 SOUTH CENTRAL AVENUE 
fe aile \cleme t yaasi. lelb) 
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Portable v4 ‘7 ol raulic v war f, ; FY c D VJ “wh 
ie Hydraulic Fower for EVEN! 2 


HE unmatched array of Porto-Power equipment serves 
| eandbe department of your plant — handles 1001 main- 
tenance and production jobs. Myriads of units and 
attachments — in 2, 4, 7, 10, 20, and 50-ton capacities give 
Porto-Power an exclusive versatility and profit-making ability 


unapproached by any other equip- 
ment. Compact, powerful, portable 
—one man can carry it to the job. ° CK 


es 











COMPACT quarters and MACHINERY is lift- 
need for moderate force ed by the 4-ton 
require Bantam. Above— midget ram, low 
Loosening stoker ram. height of 152". 





wat 


> 
a 
* 





MAINTENANCE — The 7- PULLING—10-ton Porto- 
ton short ram pushes pins, Power pulls without 
etc. in tight spots. loss of power. 





TOE on 20-ton ram lifts PULL heavy gears — using 
10 tons from 314" low. 50-ton Porto-Power. 





GUIDE To PorTO-POWER PROFITS! newplackhawk 

catalog gives you the tomplete story o Porto-Power. It 
contains information on the entire Porto-PoWer line including 
sensational new. Postwar developments. It is chuck-full of tips 
and suggestions on extra uses for Porto-Power that mean big 
profit opportunities. If your company is a Blackhawk Dis- 
tributor, make certain that you have this catalog! Then use 





it to cash in — show your customers all the places Porto- 
"at . - att > = i 4 se } 4 ~ = 'f 
RIGID 1-2” PIPE is range RIGID 11%"-4" PIPE — Power can be used to save them money. 
>) 1e » 9 . 
of 10-ton Porto- Power handled by 20-ton Porto- *Therc is only one Porto-Power . . . it is made by Blackhawk. 
Pipe Bender. Power Pipe Bender. 


Trademark Registered. 
BLACKHAWK MFG. COMPANY, Dept. p17107 Milwaukee 1, Wis. 
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Yes, and it’s all in the making of repeat sales 
to thousands of satisfied users of Bay State high 
quality grinding wheels in industry throughout 
the world. Designed for faster, cooler, cleaner 
cutting, these superior abrasive wheels are in 
great demand for doing the countless types of 
everyday grinding jobs. 

Featuring “controlled porosity” (uniform grain 
spacing) and “fractional grades” (three degrees 
of hardness in a single normal grade), they 
are unequalled for meeting customer specifica- 
tions with extreme closeness. What's more, they 
can be duplicated more exactly on re-orders. 
Small wonder, then, that Bay State wheels have 
such a widespread distribution. 

For a really fast-moving item that means repeat 
sales, investigate Bay State grinding wheels 
today. 


Branch offices and warehouses: Chicago, Detroit 


BAY STATE ABRASIVE PRODUCTS CO. © WESTBORO, MASSACHUSETTS, U.S.A. 
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versatile 
flexible 


This low-cost 16” DURO Band Saw 
has_a wide range of uses — and 





many special features 


Ideal for quick-changing times—here is 
an efficient machine for cutting tubing, 
extruded shapes, bar stocks, metal 
sheets, casting gates, plastics, brake lin- 
ings, hard rubber, slate, fibre and many 
other materials. Can be adjusted to ob- 
tain standard wood cutting speeds by a 
slip of a lever. Some of its special features 
include: Heavy machined cast iron trun- 
nion; special roller blade guides which 
reduce blade crystallization and lessen 
blade breakage; new design which per- 
mits all adjustments to be made from 
front while saw is in operation; New 
Departure Ball Bearings; Upper wheel 
mounted in machined dove-tailed ways 
with adjustable steel gibs; many other 
advantages. Metal cutting speeds: 230 
and 596 R.P.M. Wood-cutting speeds: 
2300 and 5960 R.P. M. 

Send for Catalog—for full details and prices 
on the DURO 16” Metal Cutting Band Saw. Also 
lists specifications and prices of complete line 
of DURO single and multi-spindle Drill Presses, 
Circular Saws, Jointers, Routers, Shapers, Grind- 


ers, Lathes, Scroll Saws, Flexible Shaft Units and 
j Portable Electric Drills. 


DURO ZOOS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO.. 2684 N. KILDARE AVE., CHICAGO 39, ILL. 


| ALSO MAKERS OF DURO HAND TOOLS 
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N DESIGN — BRADFORD 


i 
> PORTABLE DRILLS + SANDERS - SAWS + 
Pg POLISHERS + BENCH GRINDERS + 


J PEDESTAL GRINDERS + BUFFERS + 
\_ Fi; THE BRADFORD MACHINE TOOL COMPANY 
Precision Since 1840 655 EVANS STREET, CINCINNATI, OHIO ! 
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The Red Elastic Collar seals the threads 
tight against LIQUID SEEPAGE 


Three important benefits result from the 
use of ESNA Elastic Stop Nuts on Diesel 
engine fuel line studs. First, operational 
safety. The Red Elastic Collar is self-seal- 
ing against fuel oil operating pressures up 
to 60 psi. Second, design simplification. 
The Red Elastic Collar is self-locking 
anywhere on the stud. It permits the use 
of straight threads—instead of individually 
gauged tapered threads—for the oil supply 


block connection, Third, faster assembly. 
Straight threads permit the accurate posi- 


tioning of the studs between the 
block and fuel line—before the 
finished surface of the Elastic 


ESNA 


Stop Nut is fully seated and self-locked 
and self-sealed against the copper washer. 
The total result? Threefold economy! 

Multiple protection — against Liquid 
Seepage, Vibration, Corrosion, Thread 
Failure and Costly Maintenance — has 
made Elastic Stop Nuts the standard fas- 
tener on many products. Standardization 
achieves the double economy of inven- 
tory simplification and reduced pro- 
curement costs. For further information 
address: Elastic Stop Nut Corporation 
of America, Union, New Jersey. 
Sales Engineers and Distributors 
are located in principal cities. 


TRADE MARK 





HEAVY DUTY DIESEL ENGINE 





LOOK FOR THE RED COLLAR 
THE SYMBOL OF SECURITY 


It is threadless and permanently 
elastic. Every bolt — regardless of 
commercial tolerances — impresses 
(does not cut) its full thread con- 
tact in the Red Elastic Collar. This 
threading action produces a com- 
pressive, radial-reactive pressure 
against both the top and bottom 
sides of the bolt threads... insures 
© permanently tight, full contact 
between the bolt and nut threads 
.-.and makes ail Elastic Stop Nuts 
self-sealing against Liquid Seepage. 
As a result, all Elastic Stop Nuts 
protect permanently against thread 
corrosion and resultant failure. 








ELASTIC STOP NUIS 
=m fo Qium | 


PRODUCTS OF: ELASTIC 
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CLINCH rY riot GANG CAP 
Yok CHANNEL 


STOP NUT CORPORATION OF AMERICA 
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5700 Bloomingdale Ave. 


Manuel Saws Cut off Hours from Die 





Below (left) is a Model 
9A MARVEL High 
Speed Production Saw, 
with automatic bar push- 
up, which automatically 
cuts off billets to exact 
size (ends fin waste), 
and, a No. 18 MARVEL 
Giant Hydraulic Hack 
Saw for cutting-off large 
bars and billets and 
trimming dies in sizes up 
to 18” x 18” cross section. 


Chicago 39, U. S. A. 


% 















tion 


ARMSTRONG-BLUM MFG. CO. 


"The Hack Saw People"’ 


MILL SUPPLIES e 


For quick reference see our sec- 
in Sweet's File—Mechanical 
Industries, or write for catalog. 


Maintenance Time 


Hubbard & iaaieies: Pittsburgh, manufacturers of pole 
line hardware, picks, hammers and other drop forged spe- 
cialties, use MARVEL Saws to eliminate tedious hours in 
making and maintaining their giant forging dies. Not 
only do these saws do all regular cutting-off of steel for 
the machine shop, die blocks for die shop and exact size 
billets for the forge shop, they also materially cut the 
cost of die maintenance. 

Previously, it was necessary to plane the face of dies being 
reworked. This was a long and tedious job because the die 
face is always work-hardened with hard spots that had to 
be chipped or ground out before the planer tool could 
make a cut. Now with MARVEL Saws, the face of a die 
is speedily and accurately “skinned”—a thin slice is sawed 
off just behind the hard spots, after this speedy “‘skin- 
ning” and a single facing cut on the planer, the die is 
ready for the die sinker. This modern MARVEL method 
is saving Hubbard a lot of dies, materials, labor and 
machine time. 


Eastern Sales Office: 
225 Lafayette St., New York 12, N. Y. 
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increased Production 407 








Stocked by 
ARO distributa 
everywhere 


In cooperation with Aro Engineers a large vacuum cleaner company installed 


a complete production line of Aro screw drivers, nut setters, balancers, etc. 
Production increased 40% over former methods. 

This company and many others use ARO field engineers to help them 
lick tough assembly jobs. Why not use the knowledge of our engineers for 


your problems. The Aro Equipment Corporation, Bryan, Ohio. 





\Send for Catalog! 


The Aro Equipment Corporation, Bryan, Ohio 


Without obligation please send us your new 
fully illustrated Air Tool catalog No. 46 which 
also gives complete specifications on all Aro 
tools and accessories. 
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SELECT YOUR GOW/ds PUMP 


from this Handy Guide 










capacity | MAXIMUM BULLETIN 
SERVICE RANGE HEAD No. 












ic Pressure Systems 
































































i Pneumat 
HORIZONTAL Feeding Small Boilers 
DOUBLE-ACTING Condensate 6 to 58 580 ft. 
PISTON Hot and Cold Water ot or 601 
a, Circulating G.P.M. 250 Ibs. 
ee T , Unwatering 
” = _ — ‘| Gasoline and Oil Pumping a: © _ = 
INEXPENSIVE General Water Supply 
OPEN IMPELLER Hot and Cold Water 70 ft 
* : 5 to 100 

CENTRIFUGALS Circulating G.P.M or 621 

Belt or Motor Irrigation eal 30 Ibs 

Brive Brine Circulation 
i a 
General Water Supply 
ENCLOSED Hot and Cold Water 
IMPELLER Circulating 10 to 110 ft 
BALL BEARING Irrigation 1800 or 623 
CENTRIFUGAL Sprinkling G.P.M. 48 Ibs. 
Flushing 
a os wel —- 


Booster 
General Water Supply 
Hot and Cold Water 


Circulating 


Belt or Motor Drive 









10 to 65 


“CLOSE-CUPLD” 
ENCLOSED Conta ——s 
Air Conditioning an G.P.M. 
IMPELLER Refrigeration P.M 43 Ibs 
CENTRIFUGAL Sprinkling 
Circulating Clear Liquids 






Booster 
Hc aetcamieint SE el 


“suPPORT HEAD” 
**Close-Cupld” above 


ENCLOSED IMPELLER 





Same as 



























steam jack- 






steam rac jators, 
eted kettles, etc., 





CONDENSATE 
RETURN 


UNITS high pressure boilers. 


Goulds / pple ano 
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CENTRIFUGAL 
; VERTICAL CENTRIFUGAL Drainage 7. ™ Up to 
4 ‘levator Pits 
OR Sump ” 24 ft. 627 
suMP PUMPS Liquid Transfer G.P.M 
alien -ieasaieaeel | 
Handling Oils, Syrups: 100 ft. 
osteo Bett Molasses, Paints, 96 or 64l 
DRIVEN R ARIES Varnishes, Chemicals G.P.M 43 Ibs. 
| | 
HERRINGBONE Handling Oils, Syr™P* 175 ft. 
GEAR ROTARY Molasses, Paints, | 15 or 643 
Motor Belt Driven | V arnishes | G.P.M. 75 Ibs 
 xinnnarneanne) ” eeulenennionsoe’ 2S SS eee 
| Returning | Condensate from Up to 
120 Ibs. 661 








THE BEST PROOF of the efficiency of the 3M Back- 
stand Method is the way installations keep growing. 
You se// a manufacturer on trying the 3M Method and 
he installs one unit. He watches its performance for a 
while, checks its finished work, figures costs, makes 
comparisons, notes how it grinds and finishes flat or 
curved surfaces smoothly and efficiently. 


These observations turn out to be real eye-openers. 
Before you know it, he is ready to buy several more 
units—and each of those new installations pyramids 
your sales of 3M Abrasive Belts and grinding acces- 
sories. 

In plant after plant, 3M Abrasive Cloth Belts, 
combined with the correct contact wheel, have doubled 
of tripled grinding production . . . have reduced finish- 
ing costs as much as 50%. They've produced better 
finishes on a wider variety of products than any other 


production grinding method available. These proved 
results mean easier sales, bigger sales, for distributors 
all over the country. 

If you're not already taking advantage of the 
popularity of the 3M Method—let 3M’s program of 
advertising and selling help sell the metal working 
trade for you. Your 3M representative will be glad to 
give you all details. 


3M 


BACKSTAND BELTS 


Made in U.S. A. by Mammasova Mamine a Meo. Co, soint Pou 4, Minn. 
\eummees THE “3 COMPANY 
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* D ESIGNED first, last and 


foremost for useful, practical, de- 


UNITED STATES 


pendable performance in produc- 
ELECTRICAL TOOLS tion and maintenance. Engineered 
so they are well-balanced, per- 
BUILT FOR fectly proportioned to reduce fa- 
tigue and increase efficiency. 
Built of basic materials for long- 
MEN WHO DEMAND lasting, economical service. In 
brief, these are the best electrical 


tools made! 


BEST PERFORMANCE 







a 


* 6 HEAVY DUTY 
BENCH GRINDER 


For grinding all types of edge tools and for general 
purpose grinding. Also for farms, home workshops, 
small shops, garages and general industrial use. 1/3 
h.p. totally enclosed ball-bearing motor. 6” wheels. 
Coarse and fine grinding wheels enclosed in pro- 
tecting guards equipped with outlets. Equipped with 
attachment cord, toggle switch, rubber feet and pro- 
visions for bolting to bench. Black enamel crackle 
finish. 


CONTACT YOUR DISTRIBUTOR FOR PRICES AND DETAILS 


Drills, grinders, surfacers, polishers, sanders, tappers, saws, hole saws, valve seat grinders, 
valve refinishing shops, flexible shaft machines and other electrical tools. 


7he UNITED STATES ELECTRICAL TOOL @G. 





CINCINNATI, OHIO 
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+ te Ti 
= From Timber to Table... 


# how many woodworking jobs 
are done by 


SIMONDS “RED BACK” KNIVES? 


Stripping bark from pulp logs or slicing off tissue-thin veneers 
... Simonds “Red Back” Knives are cost-controllers in every 
type of woodworking operation, on every type of machine. 
You will find the Simonds “Red Back” on Thin High Speed 
Knives, Planer Knives, Veneer Knives, Barker Knives, Chip- 
per Knives, Hog Knives, and Cooperage and Excelsior Knives. 


Each of these Simonds Knives has its life insured, right at the 
start, by Simonds’ own special knife steels. Then it’s heat- 
treated for extra toughness, edge-holding qualities, and abil- 
ity to stand high heats without softening. Finally it’s ground 
accurately flat and mirror-smooth. So you can be sure of bette 
cutting, avd a lot more hours per knife. 
Order from your distributor. 





= SIMONDS bees 


SAW AND STEEL CO. 


FITCHBURG, MASS. 
Other Divisions of SIMONDS SAW AND STEEL CO. 
making Quality Products for Industry 





| CAMADA Saw CO LTO 


rtrtittict 
poise PHILADELPHIA on SIMONDS 


mono SAW AND Seg, ee Grinding WONTREAL TORONTO vancouver 
sant J0ne 6 


Special Electric Wheels Simonds Products 
Furnace Steels end Groias for Canada 


$s 


e 


¥ og tly ay ei fir : Atte POS Py. 
BRANCH OFFICES: 1350 Columbia Road, Boston 27, Mass.; 127 S. Green St., Chicago 7, IL.; 416 W. 


Eighth St , Los Angeles 14, Calif.; 228 First St., San Francisco $, Calif.; 311 S. W. First Avenue, Portland 4, 
Ore.; 31 W. Trent Avenue, Spokane & Washington. Canadian Factory: $95 St. Remi St., Montreal 30, Que. 


ee 
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AGE 1,7 ELECTRODES 


This is the PaGE formula for economy in production welding. The 
uniformly high quality of PAGE welding electrodes and rods is not 
included, because that is simply taken for granted by experienced 
welders. 


Pace Field Service Men are always ready to give distributors 
the benefit of their accumulated experience in the selection of 
electrodes and rods and the most up-to-date welding techniques. 


... Get in Touch with PAGE 


Monessen, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


PAGE STEEL AND WIRE DIVISION 
AMERICAN CHAIN & CABLE 
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IT’S “SPELLERIZED” 


By Spellerizing—an exclusive NATIONAI 
hot-forging development—the blooms for 
butt-welded pipe are subject to a special 
ys roll-knobbing treatment, by which the 

y*,, surface metal is se worked as to elimi- 
= nate any irregularity. The result—a uni- 
form, dense exterior which lessens tend- 
ency to corrode or pit and thus insures 
longer life and better service. 


ge IT'S UNIFORM THROUGHOUT 






































NATIONAL Pipe is uniform throughout. Uni- 
form in metallic structure, ductility, 
strength, resistance to corrosion . . . uni- 


form in diameter, wall-thickness, and sur- 
face finish. Such uniformity, rigidly main- 
tained at all times, is one of the main rea- 
sons why NATIONAL is the largest-selling 
pipe in the world. 


» THREADS AND CUTS EASILY 


The smooth, strong, easily-made threads 
on every length of NATIONAL pipe are due 
te the unvarying quality of the metal and 
to the absence of slag inclusions, lamina- 
tiens, and blisters. Uniform and homo- 
geneous, the steel cuts clean and retains 
its characteristic strength even in the 
lightest part of the smallest thread. 


NATIONAL Pipe is manufactured from 
raw material to finished product by one 
organization, the largest and most 
experienced manufacturer of tubular 
products in the world. Through com- 
plete control of every step in the manu- 
facture, NATIONAL Pipe meets the most 
rigid requirements of the modern age. 








=r 


COILS AND BENDS WELL © TESTED AND INSPECTED 


Tests and inspections, the most painstaking, most 
thorough, and most conclusive that can be applied, 
are maintained throughout Nationa. plants. No 
offhand or perfunctory handling of this work is 
tolerated. A system unique in pipe making checks 


In making coils and bends, there is satisfaction in 
knowing that the pipe has an extra measure of 
strength and ductility to meet the demands of 
close and exacting work. NationaL Pipe strength 
and ductility are the result of specially selected 
materials, special processes, and special tests 
and inspections—all under the supervision of 
skilled workmen. 





eeeeveeveeeseeeoeee eee eeeeeeeeeeeeeeeeeee 


MAKES SOUND JOINTS 


CONSTANTLY IMPROVED 


“Sound joints” is another reason why 
NATIONAL is the largest selling pipe 
in the world. Workmen in the field 
and ia the plant who have welded or 

ds upon th ds of 
joints on NATIONAL Pipe, enthusi- 
astically endorse it for ease and speed 
of handling, and for permanent sound- 
ness and tightness of joints. 


Fifty years ago, NATIONAL Steel Pipe was stand- 
ard with plumbing and heating contractors, 
architects and builders. Today—NaTionaL is 
still the acknowledged standard. This consist- 
ent leadership is based on NatioNnat’s proved 
ability not only to meet contemporary require- 
ments but by constant improvements to antici- 
pate future developments. 








IT’S SCALE-FREE 5] 


NATION-WIDE ACCEPTANCE 


All NaTIONAL butt-welded Pipe is made by @ 
special mechanical process, the National Seale 
Free Proeesa, which frees the mill scale, inside 
ond. outside, leaving a clean, smooth surface. 
Fim mimimizes corrosion, particularly pitting 

« eesures full capacity flow and avoids dam- 
on te valve seats or clogging of small orifices. 





PITTSBURGH, PA. 


Columbia Steel Company, San Francisco, Pacific Coast Distributors 
United States Steel Export Company, New York 


UNITED Sims 2D 





Take a cross section of successful build- 
ings or industrial applications any- 
where in the country .. . and you will 
find they have one important character- 
istic in common—a predominant use of 
NATIONAL Pipe. NATIONAL leads in pipe 
use and sales hecause it is produced by 
the leader in manufacturing facilities, 
in skill and in progressive practice. 


NATIONAL TUBE COMPANY 


She 9 OB 
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It’s a long haul from Charleston to Manila 
Bay—12,500 grueling, hazardous, miles! That's 
the task of the tug Edward M. Grimm, with four 
converted mine sweepers in tandem behind her 
—a four months voyage that is perhaps the 
toughest ocean haul ever attempted. 


For this herculean task a rope was needed. A tough, sinewy 
hawser that could be depended upon to resist the lashing strain 
of wind and sea while a powerful tug growled on, hauling a 
tow of 3000 feet. 


The choice? Ten-inch Columbian Tape-Marked Pure Manila, 
in 90 fathom lengths! 


Here is a rope, which like all Columbian Tape-Marked Pure 
Manila, is manufactured from only the choicest manila fibre. It 
has been proved in service, year in, year out, under oll con- 
ditions. Where service conditions demand the best, it's Columbian 
Tape-Marked Pure Manila, with the Red, White ond Blue sur- 
face markers, 


There is no better rope. 


COLUMBIAN ROPE COMPANY 
320-50 GENESEE ST. AUBURN, N. Y. 
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PACKAGING 


to its Distributors & Consumers 





After two and one-half years of research into the pack- 
aging recommendations of our distributors, dealers and 
consumers, Behr-Manning announces the Service Pack- 
aging of Coated Abrasives, effective January first. 


Service Packaging provides standard master packages, 
standard component resale packages, brand recognition 
by colored labels, and line identification by wrapper 
design. Thus, Service Packaging brings to distributors, 
dealers and consumers a new convenience and economy 
in the buying, selling, handling and use of coated abrasives. 





Write for your copy of this 24 page Book 


Here is the complete story of Service Packaging, simply told, with 
photographs of the new packages, full color labels and simplified 
charts showing package quantities by product, form and size. 


BEHR-MANNING - TROY,N.Y. 
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Six sizes, '/2” 


WAY FINE SCREEN STRAINER 


{ 
' 


Mh 


be 


... Vor Bigget Sales 


was a worthy companion tor the Yarway 


Every mill supply salesman knows—the 
better the product, the greater the sales 
. and the easier made! 


That's the secret of the steadily growing 
popularity of Yarway Fine Screen Strain- 
ers. These strainers meet a long-felt need 
for a better strainer that will out-perform 
and out-last old types. 


Originally Yarway didn’t want to make 
strainers, but could not find one we felt 


Impulse Steam Trap—so the Yarway 


Strainer was born. 

Supply house sales records speak for, 
themselves—through original and repeat 
orders—of the success Yarway Strainers 
are making. Completely described in 
Yarway Bulletin S-201. 


YARNALL-WARING COMPANY 


111 MERMAID AVENUE, PHILADELPHIA 18, PA. 
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Talk of the Trade 


TRAVEL RECORDS: They came from near and far when the National Affairs 
Committee, which is made up of the executive committees of the National and 
Southern Associations, met in Poland Springs, Maine . . . Among those who 
were a long way from home were Al Lohn (Ducommun,,Los Angeles); Ted 
Kenny (S. B. Hubbard, Jacksonville, Fla.) ; Bill Haseltine (Haseltine’s, Port- 
land, Ore.); Harry Leu (Leu’s, Orlando, Fla.); Harold Young (Murray. 
Dallas); J. D. Nicholson (Mine & Smelter, Denver); Joe Pitts (Brown- 
Roberts, Alexandria, La.) and George Weaks (Weaks Supply. Monroe, La.) 
just to name a few. 


SURPRISE: Ed Hirshon is a great one for springing surprises on his col- 
leagues at W. S. Wilson, but the order was reversed recently when his brother 
Hugh Hirshon paid tribute to him on his 60th birthday (see page 92). 


CHANGE FOR THE BETTER?: Formerly a magazine editor, Elmer Marks 
has turned over a new leaf . . . He’s now sales promotion manager for Utilities 
Supply Co., Los Angeles. 


FOREIGN CORRESPONDENT: One of our former editors, Walter Holmes, 
sent us a postcard stating: “Here’s to Montevideo, the finest city of the Latin 
Americas—bustling, efficient, friendly—a people who know and enjoy good 
living.” . . . Ah. me. when does the next boat sail. 


CONGRATULATIONS: There were a lot of well wishes extended when the 
New York chapter, Power Transmission Council, held its first meeting of the 
season . .. Pete McAllister (Chas. A. Schieren) was on the receiving side when 
it was announced that he had been married Aug. 16. . . John Young also did 
a lot of handshaking but for a different reason . . . John has started in business 
for himself in Hawthorne, N.J. 


ELECTED: Fred Rogers (Beals, McCarthy & Rogers) may now be classified 
as an educator . . . Fred was elected to the board of the Buffalo Teachers 
College. 


SILVER ANNIVERSARY: Oct. 18 will be a big day for Charlie Pattison (W. M. 
Pattison Supply, Cleveland) ... Charlie and Mrs. Pattison will celebrate their 
25th wedding anniversary on that date. 


INTERNATIONAL: Andrews Hardware & Metal Co., Los Angeles, was host 
to a visitor from Germany recently, Wally P. Lauffs, son of the president of 


Heidelberg Printing Press Co., Heidelberg . . . Bet you thought the same 
thing, I did: Beer and/or The Student Prince. R. W. B. 


VACATIONING: Ed Stvan (Strong, Carlisle & Hammond, Cleveland) believes 
in the good neighbor policy . .. He and Mrs. Stvan spen* their vacation touring 


through Canada. R.W.B. 
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... ITSFAK AHEAD — 
IN DESIGN -\N ODUKAEILITY 


JENKINS FIG. 270-U BRONZE GATE VALVE 


1 “MONEL” SEAT RINGS EXPANDED IN 
*BODY The seat rings, expanded into 
place in the body, are equivalent to integral 
faces. The “MONEL” metal used is about 
2\ times the hardness of valve body bronze 

provides exceptional resistance to erosion 
and corrosion. 


2 LARGE SPINDLE THREADS LAST LONGER 
* The threads on the traveling spindle are 
exceptionally long and large in diameter, 
which reduces wear to a minimum and in- 
sures easy operation. Spindle metal is hard, 
tough manganese bronze. 


3 DEEP STUFFING BOX—MORE PACKING 

* Deeper than most 200 Ib. gate valves, it 
holds more packing. Keeps stuffing box tight 
around spindle with less friction, and pack- 
ing nut can be turned with less effort. 


4 LIBERAL BODY DIMENSIONS ADD 
*STRENGTH Made of 35,000 Ib. tensile 
strength cast bronze —has full length of pipe 
threads and liberal clearance between thread- 
ed ends and diaphragm wall. Union assem- 
bly reinforces and strengthens body neck. 


5 EXCEPTIONALLY RUGGED BONNET 
* Projection on bottom assures snug fit into 
neck of body. Large diameter Acme threads, 
with long bearing, assure improved wear 
resistance. Machined bevel on underside 
matches beveled shoulder on spindle for 
back-seating under pressure and protecting 
spindle threads when valve is wide open. 


6 HEAVY BONNET RING Union Bonnet 
*joint withstands exceptionally high hy- 
draulic pressures. Liberal thread engage- 
ment assures assembly that can be made tight 
and kept tight after repeated disassembly. 


7 BODY AND BONNET RING LUGS Rugged 

* sturdy lugs of novel design on body ends 
and bonnet ring permit repeated application 
of conventional wrenches, 


BIG BUSINESS BUILDER 


—A FOR JENKINS DISTRIBUTORS 


@ IF ANY PART of the seating 
combination is to eventually need 
replacement, why not have it the 
most accessible part—the wedge 
rather than the seat? It’s easier, 
quicker, cheaper to slip on a new 
wedge, than to install a new body! 

That’s the principle on which 
Jenkins Engineers designed the new 
Fig. 270-U Bronze Gate Valve, with 
a high-quality bronze wedge seating 


LOOK FOR THIS 






mane 


SINCE 1864 
Qrvm Coes 


ENKINS VALVES 


against MONEL seat rings expanded 
in the body. With this sensible de- 
sign, the wear affects only the most 
accessible part-—the bronze wedge 
—which can be replaced by simply 
slipping it off the stem and slipping 
on a new one. Prolonged tests, in 
toughest service, prove it the best 
seating combination to beat wear, 
reduce care. 

This new, better Fig. 270-U will 


DIAMOND MARK 


WRITE FOR THIS FOLDER 
(Form No. 181-A). It describes 
the Fig. 270-U and many other 
popular Jenkins Bronze Gate 
Valves. Or, ask your Jenkins 


Distributor. 


Types. Sizes, Pressures, Metals for Every Need 
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give you unequalled economy in any 
service requiring a 200 lb. pressure 
Bronze Gate, and especially under 
severe conditions, such as in oil re- 
fineries, dye houses, chemical, food, 
and rubber plants. 
Jenkins Bros., 80 / 5 
White St., New York 

13; Bridgeport, Conn.; 
Atlanta; Boston; Phil- 
adelphia; Chicago; San 


Francisco. Jenkins 
Bros., Ltd., Montreal. | 


19 
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LINE 


A line of rubber items sufficiently com- 
plete to permit effectively supplying the 
requirements of the trade solicited. 


QUALITY 


A quality of product uniformly good 
and capable of delivering service results 
that should reasonably be expected. 


PRICE 


A price basis inducing and making pos- 
sible aggressive competition with reason- 
able profit return. 


FREEDOM 


Freedom from competition from his 
source of supply, either direct or indirect, 
among the trade covered by his day to dey 
solicitations. 


SELLING 


Selling helps of reasonable amounts so 
that his sales force may be given the ad- 
vantage of specialized training and a knowl- 
edge of the product sold. 














W. F. CROWDER, Editor 


OCTOBER, 


1947 


R. W. BARNETT, Managing Editer 


Joint Regional Meetings 


The outstanding success of the joint regional 
meetings last year made a follow-up series this 
year imperative. The Committees of the American 
Supply & Machinery Manufacturers’ Association, 
the Southern Supply & Machinery Distributors’ 
Association and the National Supply & Machinery 
Distributors’ Association have scheduled dates and 
locations for the five joint regional meetings in 
the 1947-48 season: October 31, 1947—Nether- 
land Plaza, Cincinnati, Ohio; November 19, 1947 
—Robert Treat Hotel, Newark, N. J.; January 8, 
1948-—Edgewater Gulf Hotel, Biloxi, Miss.; Janu- 
ary 14, 1948—Copley Plaza, Boston, Mass.; and 
March 23, 1948—Palmer House, Chicago, Illinois. 

The general plan for conducting each meeting 
will be the same as that followed last year. Four 
major topics for discussion are set up for each 
meeting. A manufacturer will analyze each topic 
from the manufacturer’s point of view, and a dis- 
tributor will cover the same topic from the dis- 
tributor’s point of view. The speakers will vary 
from meeting to meeting but the subjects will not. 

Topics selected for this year’s meetings are: 

1. Today’s needs for sales training in salesman- 
ship 

2. Selection of salesmen including the use of 
aptitude tests 

3. Your customers—How many and how do you 
reach them? 

4, Packaging and labeling as a part of better 
sales promotion from the manufacturer’s 
angle and display and stock arrangements 
from the distributor’s point of view. 


In the selling days ahead, one could hardly 
think of four topics of more vital concern to dis- 
tributors and manufacturers alike than those 
selected by the committees. There is a lot to be 
learned by hearing these subjects threshed out 
pro and con in the meetings. 

At each meeting, time will be earmarked for 
open forum sessions on matters of common inter- 
est to manufacturers and distributors that do not 
fall within the scope of the four major topics. This 
latitude and flexibility in the program arrangement 
will give all in attendance a chance to unburden 
themselves on a variety of subjects. A number of 
topics will be thrown in the hopper: simplified 
pricing; incentives for manufacturer’s salesmen; 
equipment selling vs. supply selling; evaluation 
of lines; specialization; and open vs. selective vs. 
exclusive distribution. 

As with most things in life, we get out about 
what we put in. Distributors and manufacturers 
through the medium of these joint regional meet- 
ings and through effective and constructive coop- 
eration can really go a long way toward develop- 
ing solutions that will enable them to put across 
in action the theme of this year’s meetings, “Re- 
duce Your Distribution Costs—Sell More Goods.” 
In your own interests you should attend the regional 
meeting for your area. But more than attendance 
is necessary if the full potentialities of the sessions 
are to be realized. Your active participation will 
step up immeasurably the benefits you take away. 

We'll be seeing you in Cincinnati—and in the 
other meetings around the circuit. 
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Veteran employees such as Miss Eugenie Jacques and 
C. A. Mayronne are confident “there’s no place like 
Woodward, Wight to work.” 





Checking over employee records are M. F. Hilbert, vice- 
president, and G. O. Rasch, assistant to the president, 


both of whom rose from the ranks. 


All Out For Employees 


Woodward, Wight finds efficiency goes up, costs down when personnel turnover is 


kept at a minimum by meeting workers’ “wants” and promoting from the ranks 


FFICIENT AND ECONOMICAL opera- 

tions in an industrial supply com- 

pany often hinge, to a great ex- 
ten, on having as low a rate of employee 
turnover as possible. Woodward Wight 
& Co. officials not only recognized this 
fact several years ago, but they adopted 
and still are following a policy of try- 
ing to make work at the New Orleans 
firm so attractive and pleasant that the 
restlessness inherent in all of us is 
virtually eliminated. 

Employees relations at Woodward, 
Wight embrace many activities. but 
each one is designed to satisfy the four 
requisites in which an overwhelming 
majority of people are interested so far 
as work is concerned. The four things 
Woodward, Wight officials believe work- 
ers want are: 

1. An income large enough to pay 
for the necessities of life and a few 
luxuries 

2. Security in the job 

3. A chance for advancement 

4. A minimum of restricting rules 
and regulations over daily work 

Woodward, Wight officials meet these 
“wants” of average employees with a 
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By R. W. BARNETT 
Managaing Editor 


two-avenue program. On one side of 
the program are the benefits that ac- 
crue to employees through the opera- 
tion of four plans: 

1. Retirement 


N 


- Profit sharing 


3. Bonuses 


4. Insurance ; 

While these projects serve to meet 
the interests of employees so far as 
income and security are concerned. it 
remains for company policies to sup- 
ply the answers to the ether two points. 
Foremost in policy is a company prac- 
tice of filling all key position from the 
ranks. Many companies advocate and 
believe they operate under such a 
policy, but there are relatively few that 
can point to all key men and officers 
with the declaration that “they came 
up from the ranks.” Woodward, Wight 
officials and key men, without exception, 
did come up from the ranks. With 
such a policy in operation, employees 


are assured they have an_ oppor- 


MILL SUPPLIES © OCTOBER, 1947 


tunity to advance in the company. 

The fourth “contentment requisite” 
is met more through an understanding 
administration of rules and regulations 
than by their elimination. Woodward. 
Wight officials operate under the theory 
that kindness, friendliness and under- 
standing are repaid by employees with 
the same qualities plus conscientious- 
ness, loyalty and efficient work. 


Income 


Paramount in most everyone’s mind 
when he thinks of work. is the income 
he will derive. Officials at Woodward. 
Wight are fully aware of this, and for 
this reason have devoted time and ef- 
fort to evolving a system of compensa- 
tion that time has proved is well liked 
by employees. All employees, includ- 
ing salesmen, are on a salary basis. All 
salaries, however, are augmented by 
bonuses. Everyone gets a bonus twice 
a year, ranging from $5 to a full month’s 
pay. Bonuses are paid in June and 
December, and the amount involved 
depends upon the length of service. All 
those who have been with the company 
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As president of Woodward, Wight 
& Co., Ltd., L. C. Deckbar advo- 
cates a strong employee-relations 
program. 


more than eighteen months receive at 
least a full month’s pay twice a year. 
The bonus system for department 
heads, officials and other key men, in- 
cluding salesmen, is not based entirely 
upon length of service. The amount 
paid men in this group is determined 
on the basis of the individual’s value to 
the company and of the responsibilty 
attached to the position he holds. 


Security 


Profit sharing was inaugurated at 
Woodward, Wight & Co. to help em- 
ployees accumulate funds for their old 
age. Each year the company turns over 
to the trustees of the profit sharing plan 
5 percent of the firm’s net profits be- 
fore taxes. The funds are then allo- 
cated to individual accounts. The share 
each individual receives from the fund 
is determined by the number of years 
of service he has with the firm and the 
amount of salary he is receiving. The 
two factors are of equal importance. 
However, the maximum share an em- 
ployee can receive is based on 25 years 
of service and a $10,000 salary. Once 
these maximums have been attained, 
the individual’s percentage share of the 
5 percent remains stationary. 

Each individual's profit sharing funds 
accumulate in his account until he 
reaches 65 years of age. At that time 
he receives the entire sum. However, 
should an employee leave the company 
after participating in the plan five or 
more years. he receives the entire 


amount in five payments: 20 percent 
immediately and 20 percent each year 
for four years. 

Employees can forfeit their profit 
sharing funds for any one of five rea- 
sons: 

- Dishonesty 

2. Embezzlement 

3. Insubordination 

4. Disclosure of confidential matters 
5. Incompetency 

Should an employee die while still 
participating in the profit sharing plan, 
his beneficiary receives the full amount 
credited to his account. 


os 


Retirement Plan 


Also aimed at providing employees 
with security is the retirement plan 
which was put into effect by the com- 
pany in December, 1942. Employees 
who are between the ages of 25 and 65, 
and who have completed five years of 
service, are eligible to participate in 
the retirement plan. Participation in- 
volves paying for an annuity policy by 
both the employee and the company. 
In the case of the employee, his con- 
tribution to the retirement plan amounts 
to 2 percent of his salary up to $3,000 
a year and 3 percent on all over $3,000. 
The company’s contribution 
from 4 to 7 percent; if the employee 
is under 40 years of age when he joins 


ranges 


the plan, the company pays 4 percent 
on the first $3,000 of his salary and 5 
percent on all over $3,000; if the em- 
ployee is between 40 and 50 years of 
age, the percentage figures are 5 and 6; 
the company pays 6 and 7 percent of 
an employee’s salary if the employee is 
between 50 and 65 at the time he joins 
the plan. 

The plan, like the Federal social 
security program, provides for retire- 
ment at the age of 65. 

A participating employee who leaves 
the company’s employ before retirement 
would get back his own payments with 
2 percent interest, compounded an- 
nually. 

Should a participant die before retire- 
ment age, his beneficiary would receive 
the total of the participant’s contribu- 
tions with interest. 

In operation. the plan provides that 
in the case of an employee who started 
participating in the plan when he was 
30 years old and earned $150 a month 
during his entire period of service, he 
would receive $47.92 per month for the 
rest of his life. In this case, the par- 
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ticipant’s retirement income would be 
augmented by an estimated $42.30 from 
Federal Old Age benefits, making his 
total retirement income $90.92 per 
month. 

The maximum monthly payment a 
participant may receive is $625. Dur- 
ing his participation in the plan, his and 
the company’s contributions cease when 
an annuity of $625 a month has been 
purchased. 

Prior to the adoption of the retire- 
ment plan, the company granted pen- 
sions to employees. In these cases, how- 
ever, the amount of the pension was not 
predetermined as it is under the retire- 
ment plan. A total of sixteen former 
employees are now receiving pensions 
and, in addition, a pension is being paid 
to the widow of a former employee. 


Group Insurance 


The third point in Woodward, 
Wight’s security-for-employees program 
is group insurance. The amount of in- 
surance for each individual is based on 
the individual’s monthly earnings: those 
getting less than $150 a month receive 
a $1,000 policy; those in the $150 to 
$200 bracket get a $2.000 policy; those 
earning more than $200 get a $3,000 
policy; officers and directors get a 
$5,000 policy. 

The policies now cost the company 
$1.04 per thousand dollars of coverage, 
and they provide for double indemnity 
and payment for total disability. The 
rate fluctuates from year to year, de- 
pending upon the average age of em- 


ployees covered. 
Advancement 


Employees at Woodward, Wight do 
not have to look far to see that the com- 
pany pays more than lip service to the 
policy of filling key posts from within 
the ranks. Every official came up from 
Deckbar, 


president. who has been with the com- 


the ranks including: L. C. 


pany 31 years; W. L. Peters, vice-pres- 
ident, who has 46 years of service be- 
hind him; M. F. Hilbert, vice-president 
and director of purchasing, who has 
served 34 years; R. U. Lea, vice-pres- 
ident, who has been with the company 
19 years; and G. F. Souderes, secretary, 
who has 34 years of service. 

Despite the seemingly great number 
of years the officers and key men have 
been with the company, the average 


(Continued on page 168) 
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By R. W. ALLEN 


Sales Manager 


Campbell Hardware 
& Supply Co., Seattle 


Future outside salesmen for Campbell Hardware get final training on the city telephone desk. 


Telephone Selling— 
A Springboard To Outside Jobs 


After serving in the warehouse, shipping and receiving 


and on the counter, Campbell Hardware trainees learn 


to think fast and accurately on the telephone desk 


percentage of the men working 

their way up through an industrial 
distributor’s organization is to become 
salesmen. The glamor in selling is in 
meeting the buyer face to face in his 
own environment—carrying the battle 
to him, so to speak. Selling over the 
counter does not hold the same fasci- 
nation, because in that case the oppo- 
nent steps up to the counter to be 
knocked over. Neither does telephone 
selling offer quite the same zest, for 
the opponent is out of sight and can 
slip away when he feels so inclined and 
there is nothing you can do about it. 
Orders gathered over the telephone, 
while gratifying and evincing great con- 
fidence in the house and in the sales- 
man at the end of the wire, don’t seem 
quite as creative to the salesman as 
making a sale on the spot, after nosing 
out the necessity and putting the sale 
through. So, the embryo salesman wants 
to get out and spread his wings. 


NY ‘erent the ambition of a large 


(84 


You might wonder why a sales man- 
ager often is at a phone desk taking 
orders. It’s for two reasons. First, it 
seems to be the rule rather than the 
exception that executives in supply 
houses, from presidents on down, take 
phone orders. Second, they may have 
private offices or elaborate hide-outs, 
where they can retire and think, but as 
long as there are telephones and cus- 
tomers who wish to do business with the 
boss or some other favored party, they 
will get through anyway. 

Part of my time is spent on the tele- 
phone desk, primarily because of rea- 
son number two. 

In our system of training salesmen, 
the telephone desk is the “take-off” for 
every salesman going out on the road. 
Here is where he gets finally pushed 
off the nest to fend for himself. As 
sales manager, I feel that I wish to be 
around, more or less, during those last 
few months to help him where I can. I 
am thus in easy range where we can 
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discuss customers and problems be- 
tween calls in a way that will help him 
when the take-off comes. Working right 
with the men in this way accomplishes 
much that cannot be accomplished at 
sales meetings and by pep-up talks. 

What does a man know about the 
products and about the business gener- 
ally when he reaches the telephone 
desk? What further knowledge does 
he acquire during his sojourn there? 
To answer these questions it is neces- 
sary to know the man’s background of 
experience with the company. 

We train our salesmen by starting 
them in the warehouse, then sending 
them to shipping and receiving, then to 
the sales floor and service counter and 
finally to the telephone desk. In hir- 
ing a warehouse man, invariably we 
try to select a man who has the poten- 
tialities of a salesman, so far as can 
be judged by education, appearance, 
actions, aggressiveness, geniality, etc. 
Also, we try to find men who have had 
some mechanical or commercial train- 
ing. 

They are first started at working 
orders. In picking stock over all parts 
of the warehouse they get a good knowl- 
edge of the stock and where it is kept. 
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They get to know the names of the 
general run of items, and, by observa- 
tion, gain a pretty fair conception of 
what they must be used for. 

When they get into the shipping and 
receiving departments, they get com- 
plete knowledge of what the filling of 
an order for a customer really means— 
from the time the goods are received, 
unpacked, checked, put away, taken out 
and assembled, checked and rechecked 
again, and packed for the individual 
customer. All these steps look like 
simple routine matters, but as everyone 
in the business knows, they represent 
an all important phase of the distribu- 
tor’s service. It is a phase of the serv- 
ice that has made the distributor al- 
most indispensable to the industrial 
customer, and in the warehouse is 
where the potential salesman learns to 
evaluate that service properly, for in the 
end it is principally service that he 
must sell. 


Warehouse to Counter 


On the average, men stay in the ware- 
house about two years. Having been 
employed in the first place as prospec- 
tive sales material, in their course 
through the warehouse their aptitude, 
general attitude toward the work, inter- 
est in it, ability to cooperate with the 
other men and with their superiors 
and other factors are all carefully ob- 
served. Our warehouse superintendent, 
a shrewd judge of human nature, keeps 
an interested eye on them and is ready 
at all times with help and suggestions. 
I also make it a point to get acquainted 
with each one personally and make a 
study of his attitude toward the work 
and toward the company generally. 

Occasionally, a man finds out after he 
has started that he just isn’t in tune 
with things—that he can’t work up an 
interest in industrial distribution. In 
other words, he doesn’t fit in. In that 
case, we frankly tell him so, as it would 
not be right to have him go on and 
waste his time. 

At the next step, the sales floor and 
counter, he learns customer contact 
through direct sales, and also comes in 
contact for the first time with our price 
book and soon learns how to use it so 
that he can find things easily and 
quickly. 

The customers he now meets are 
those who come into the store with a 
more or less definite idea of buying 
some particular thing. He is there to 





R. W. Allen 


help them look around and fill the 
order if he can. However, the man 
with a latent instinct for selling can 
begin to develop it in the way of sug- 
gesting other items or indirectly arous- 
ing interest in them with a view to in- 
creasing the order. In other words, he 
now begins to get the feel of selling. 
If he has a natural liking for sales work 
this is the place for him to start, be- 
cause the customer is coming to him 
and no doors are going to be slammed 
in his face. He is still in contact with 
his stock, can get the things quickly 
for his customer or take him back to 
look around, for he knows just where 
everything is from long experience. 
Mostly, the customers coming in know 
what they want, describe it and tell 
how it is to be used. There, the 
salesman begins to get his first-hand 
knowledge of applications of the prod- 
ucts he is selling, when and under what 
conditions they give good 
where they are liable to fall down if 
wrongly applied, etc. At the same 
time, we are still studying him to watch 
his “absorption factor” and find out 
what lines he is most interested in, 
with a view to 
specialized training in those lines. 
Usually he stays on the floor six 
months to a year and during that time 
picks up a considerable number of 


service, 


possibly giving him 


real customer friends who, if he comes 
in contact with them when he goes out- 
side, will be glad to welcome him. 
Finally he goes to the telephone desk 
—the jump-off point. There for a time 
he drops personal contacts and starts 
to do business with voices, only, and at 
a tempo, that probably wili far ex- 
ceed anything he will encounter as 
an outside salesman. Propped up in 
front of him is a price book identical 
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with the one he used on the counter 
and that later he will carry outside. 
He must learn how to think fast, find 
items in the book almost instantly, 
read, sum up and give the gist of a 
descriptive paragraph with a_photo- 
graphic eye so as to be able to tell if 
it is what the customer wants without 
wasting a lot of time, and be able to 
quote the price quickly and accurately. 
All that has gone before—knowledge 
of stock, time required to fill and de- 
liver the the 
back of his mind and of use to him. 
It enables him to think fast on_ his 
feet, or rather the foot work 
comes later. 


order, etc.—is now in 


seat- 


All the same, when a man first goes 
into that department and takes his 
price book and phone, to be able to 
tell him just what he is to do is a 
problem I have never been able to 
solve in any other way than to just 
throw him in and let him swim. Tele- 
You 
get more problems in a shorter time 
than you will ever get after. 


phone selling is a tough racket. 


Every 
time you pick up the phone it is a new 
problem. 


Ready for Outside 


At the end of six months at the desk, 
the salesman has about everything you 
can give him or that he can acquire in 
the way of knowledge that he will re- 
Up to that 
point, he should be acceptable to the 
About the only things left, then, 


quire when he gets out. 


trade. 
are his personal characteristics as af- 
fecting his contacts, his diligence and 
his stick-to-itivness. These are the 
things that you can’t change much by 
training anyway. When he is ready to 
go out, one of the executives of the 
company usually gives him some sound 
advice as to how to meet customers and 
what is expected of him in maintaining 
the good name of the house. Then he 
usually takes him out and introduces 
him personally to a number of influ- 
ential customer. This is to counteract 
hesitancy or self-consciousness which 
many salesmen have when making their 
initial calls. 

Earlier I said that the only thing to 
do was to throw the telephone sales- 
man in and make him swim. That is 
true, but I like somewhere 
around where I can hear the conversa- 
tion and shove out a pole if he shows any 
signs of getting beyond his depth. It 

(Continued on page 176) 
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TILIZING the selling means at his 
disposal for the greatest return on 
the sales dollar is the chief prob- 

Jem of the industrial distributor. He 
builds as competent a sales staff as 
possible for personal solicitation of 
business, the primary means of selling. 
He devotes much time and effort in 
training, encouraging and outfitting that 
staff to give service and secure orders. 
But the distributor's task, as far as 
selling goes, does not end there. He 
must supplement his sales staff's per- 
sonal efforts with advertising, the sec- 
ond most important method of reaching 
the buyer. 

In the field of advertising, there are 
indications that the distributor is be- 
coming more aware of the fact that he 
must match the ingenuity and effort 
which he expends in the field of per- 
sonal salesmanship. Effective advertis- 
ing takes up the burden of maintaining 
the distributor’s relationship with the 
customer where the salesman and the 
service staff leave off. Although the 


&> 


se ai WHEN YOU CAN GET MORE 


ct es Coll MAU-SHERWOOD 
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The opening page cover, and center insert of The Mau-Sherwood Maga- 


zine supply ample room for advertising matter. 


Cetting The Distributor’s 


Company magazines edited by distributors carry messages about products, 


distributor is limited in the variety of 
media he can use in contacting cus- 
tomers and prospects. he is vonstantly 
exploring and developing ways and 
means to sustain customer interest in 
his products and his firm. Occasionally 
he advertises in newspapers where those 
papers cover ample territory to make 
it worth while. He also advertises in 
purchasing agents’ association’s re- 
gional publications. 

The distributor’s most effective and 
most economical means of reaching cus- 
tomers and _ prospects, however, is 
through an efficient use of his carefully 
compiled mailing list. Accordingly, it 
is in the line of direet mail that the 
distributor makes his greatest advertis- 
ing effort. One of the latest and most 
interesting developments along _ this 
line is the increase in the number of 
industrial supply firms that are’ pub- 
lishing house magazines for distribution 
among customers. 

Such magazines. according to the 
firms which publish them, are a low- 
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pressure selling version of the ordinary 
type of direct-mail advertising litera- 
ture. The first aim of these magazines 
is to be interesting to the persons re- 
ceiving them—purchasing agents, plant 
superintendents. foremen and key work- 
ers. This creates good will for the 


distributor who issues the magazine as 





John Williams, promotion director, 
prepares the company’s copy. 
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Publications of the Patron Transmission Co., Zonne 
and Hajoca Corp. are examples of letter press, offset and color printing. 


Story Across 


personnel to customers’ 


well as maintains interest in his firm 


from month to month. The secondary 


purpose is to advertise the products the 


distributor handles, thereby contribut- 
ing to the sale of those products. The 
third objective is to identify the dis- 
tributor as the source of supply for 
those 


products and to develop that 





Mailing and maintenance of list is 
the responsibility of Fran Brown. 





people along with items 


identification to permanency. The em- 
phasis on disinterested text and pic- 
tures is necessary, these distributors say, 
to obtain the interest of the readers, to 
insure the retention of the publication 
the readers 
matter. It 
distributors 


and thereby exposing 


longer to the advertising 


is nothing unusual, these 


report, for one copy to be read by 


several people in one plant. They 

interpret such readership as a gain in 

good will. 
\lthough 


ordinary mailing pieces, the little house 


costlier to produce than 


magazines more than their way 


with their contributions to 


pay 
sales, pro- 
ponents of the publications report. They 
inspire inquiries and do everything the 
ordinary literature does much _ better. 

The Mau-Sherwood Magazine, 
lished by 


Cleveland, is an excellent example of a 
I 


pub- 
Mau-Sherwood Supply Co.. 


house organ designed to stimulate in- 
terest in the company and its products. 
It is a 4 by 7-in. booklet of 24 pages 


with a coated stock cover, a different 
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of general interest 


color for each issue. The feature of the 


text written 


William 


writer-printer 


magazine is 24 pages of 


and prepared — by Feather, 


Cleveland who writes 


about anything and Roy 
Rutherford, describing Mr. 
the Cleveland Plain Dealer, 
Mr. Feather has “ 
which he doesn’t mind expressing 
brutally. The 


magazine, 


everything. 
Feather in 
that 
rather decided opin- 


wrote 


ions” 


tersely and sometimes 


contents of the according to 
John Williams, in charge of promotion 
for Mau-Sherwood, has been praised by 
firms, 


presidents of manufacturing 


plant superintendents, purchasing 

agents, shop foremen and workers. 
Mau-Sherwood utilizes the front and 

back covers to advertise the company 


and its suppliers. The inside front 
cover of each issue is used to promote a 
selected line. In addition, there is a 
four-page center insert containing other 
advertising matter on the selected line, 
carefully edited and laid out for each 
issue by Mr. Williams. 


(Continued on page 


Recently Mau- 
237) 
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Lines may be allied but they need separate selling and 
servicing staffs, Hal B. Nifong, vice-president, and E. L. 
Davis, Jr., president, agree. 





een 





Salesmen sell the lines they know best, often neglecting 
others. Carl B. Troxler, salesman, gets pointers from 
Lawrence L. Grier, Behr-Manning, on abrasives. 


Departmentalizing For Allied 


Distributor finds separate sales and service staffs, 
operating through a general office, are best when selling 
both industrial and plumbing and heating supplies 


tors as to what constitutes logical 

expansion ranges from increasing 
territories to the addition of appliances. 
However, a tendency to take on such 
seemingly allied lines as plumbing and 
heating supplies, or wholesale hard- 
ware, is common enough to warrant 
some inquiry as to the methods used in 
merchandising two separate lines, and 
the reasons underlying the selection of 
such methods. 

Many distributors take on plumbing 
and heating supplies, or wholesale hard- 
ware, on the assumption the lines are 
allied and can be sold by the same 
sales staff. In the same way, plumbing 
and heating distributors and wholesale 
hardware houses enter the industrial 
supply field. Sooner or later, though, 
these distributors learn that, while the 
products in these three lines bear a 
certain general relationship to each 
other, there are certain basic differences 
in merchandising each effectively. The 
differences become more marked when 
an effort is made to intensify the per- 
formance of salesmen attempting to 


()ss among industrial distribu- 


sell both lines at the same time. 

Recognition of the basic differences 
between selling industrial supplies and 
plumbing and heating products, led 
officials of the Atlas Supply Co., Win- 
ston-Salem, N. C. to a study of the best 
means of merchandising both lines 
through the same establishment. The 
Atlas Supply Co. originally was. estab- 
lished as a plumbing and heating sup- 
ply firm. Later it acquired a complete 
line of industrial supplies. According 
to Edgar L. Davis, Jr., president, ex- 
perience proved that there are four con- 
siderations which emphasize the differ- 
ence in the jobs of selling both lines 
through the same sales staff. These are: 

1. Types of customers. 

2. The natural inclination of sales- 
men to concentrate on the line they 
know best. 

3. Coverage. 

4. Service. 

It doesn’t take much experience to 
learn that the type of customer who 
buys industrial supplies is not the same 
as the customer who purchases plumb- 
ing and heating products, Mr. Davis 
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pointed out. The basic difference be- 
tween the two types, is the difference 
between a consumer and a reseller. 
Purchasers of industrial supplies buy 
such products to use in their plants for 
maintenance or for production. Pur- 
chasers of plumbing and heating prod- 
ucts buy them for reselling, usually to 
contractors who install the items in 
customers’ homes, shops or plants. 
This means, Mr. Davis pointed out, 
the salesman must approach each type 
of customer differently. This is not 
conducive to the best selling perform- 
ance by the salesman, Mr. Davis said. 
The requirements of selling industrial 
supplies are product knowledge and 
product application. The industrial 
supply salesman’s appeal is made on 
the basis of the product’s utility to the 
customer. Comparatively, price is a 
minor consideration. On the other hand, 
price is a major consideration of the 
plumbing and heating contractor, who 
predetermines the quality of the items 
he will buy in his estimate of contracts. 
Mr. Davis did not think that it was 
necessary to elaborate on the fact that 
salesmen sell most of what they know 
best. The experience of Atlas Supply 
was that salesmen with plumbing and 
heating backgrounds sold more plumb- 
ing and heating items than industrial 
supplies, and vice versa. Any attempt 
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counter. 
be for plumbing and heating service. 


After remodeling there’ll be a new industrial ily 


Lines 


to increase the selling efficiency of a 
salesman in one line usually was suc- 
cessful only at the expense of selling 
efficiency in the other line. 

This preference for a familiar line 
also detracts from the salesman’s abil- 
ity to cover adequately both types of 
customers. The tendency is to hunt out 
prospects and additional 
where the products the salesman knows 
best can be sold. The tendency stems 
from (1) the salesman’s own developed 
instincts to ferret out prospects for his 
favored line, and (2) from a natural 
disinclination to approach a prospect 
with an unfamiliar line of products. 

The kind of service a salesman can 


sales only 


give to both types of customers also 
points up the differences between the 
requirements of the two types of sell- 
ing. Preference for one line tends to 
make the salesman particularly helpful 
to customers purchasing that line, but 
of relatively little use to those purchas- 
ing unfamiliar products. Usually, sell- 
ing of the other line descends to catalog 
selling. This shows up in recommenda- 
tions, knowledge of product applica- 
tions, stocks, and in making delivery 
promises. 

Having satisfied themselves of the 
essential differences between selling in- 
dustrial supplies and plumbing and 
heating products, Atlas Supply officials 


This one at which C. H. Cline is working will 





Shipping room operations are com- 
bined under the supervision of W. A. 
Thompson. 


decided upon separate selling policies 
and techniques. While it may be pos- 
sible for one salesman to sell both fields 
under two different policies, Mr. Davis 
thinks that a better selling job. more 
intense and service 


coverage greater 


can be achieved with separate sales 
staffs. Separate staffs permit more ef- 
fective training and greater concentra- 
tion of sales effort. 

The degree of segregation, Mr. Davis 
added, also was studied and it was de- 
cided to base segregation on considera- 
tion of the four factors affecting selling 
two lines. The result was two separate 
selling and staffs operating 
through a general office for records, 


credit, order processing, etc. 


service 
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Stocks common to both departments are kept in the 
same stock room. 
filling orders in the joint store room. 


Floyd Nifong and Carl Petrie are 
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Items for both departments are re- 
ceived in the same room which is 
under C. E. Bailey’s direction. 


Two separate sales policies were 
adopted, Mr. Davis explained. It is now 
the firm’s policy to sell plumbing and 
heating supplies to contractors only, or 
to plants which engage contractors on 
a fee basis for repairs and installations. 
Mr. Davis said that Atlas Supply is not 
a service organization and cannot be 
responsible for installations. Therefore 
its plumbing and heating supplies are 
sold to contractors or plants having 
repair, maintenance or installation work 
sell 
products to ultimate users indiscrim- 
inately would not only put the distribu- 
tor in direct competition with his own 


customers, but also lead to complaints 


done. To plumbing and _ heating 


(Continued on page 166) 
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A salesmen's call list is issued monthly after a study of accounts, past sales, and number of calls. 


(rivind Sales Effort Direction 


Call lists, showing what customers fo visit and number and frequency 


of calls, issued to salesmen each month by Pittsburgh distributor 


TANDARD MAcuinists Suppty Co.. 
Pittsburgh, Pa., in common with 
many other distributors. is emerg- 

ing from the abnormal experience of 
wartime distribution to the basic reali- 
ties of peacetime selling. H. J. Casper. 
vice-president and sales manager, is 
as to the hybrid 
character of today’s market. In his 
opinion, this market has all the irritat- 
ing features of both wartime and peace- 
time conditions, notably increasing in- 
ventories along with continuing short- 
ages. Moreover, there is a growing need 
to shake off the lingering traces of 
inertia bred by an overlong seller's 
market. 


under no_ illusions 


Several of the handicaps which have 
hampered distributors’ efforts to re- 
organize their staffs for better selling 
and improved service in the increas- 
ingly competitive market, have disap- 
peared. The manpower shortage is one 
of them. Standard Machinists Supply, 
like most other distributors, has a full 
complement of salesmen again. There 
are at present ten men representing 
the firm in the territory. Some of the 


90 


the 
training of salesmen also have been 


difficulties in way of competent 


overcome. Manufacturers are making 
available for this purpose more trained 
men and material. 


There is more time to plan and conduct 


factory training 


sales and training sessions. 
With 


mounting and acute shortages of others 


inventories of some items 
continuing, Mr. Casper believes now 
is an appropriate time to return to ac- 
tive sales planning and promotion. The 
rise in the inventories of the items that 
are available has been so substantial 
as to increase the distributors’ overall 
investment in stock well over 1939 av- 
erages. To keep his working capital 
working, the distributor must move the 
stock he has on hand as quickly as 
This indicates the need for 
some strong selling efforts in the right 
Standard Machinists Sup- 
ply is doing just that. 

Prior to the war, Standard Machinists 
Supply had put into effect a policy of 
selective selling. This policy was im- 
plemented by a salesmen’s salary com- 
pensation plan and an extensive use of 


possible. 


direction. 
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sales analyses techniques. The salary 
compensation was adopted to give man- 
the 
salesmen’s activities and efforts. Analy- 


agement maximum control over 
ses of sales was necessary to give man- 
agement direction and_ selectivity in 
guiding its sales effort. Wartime scarci- 
ties of manpower and materials, and the 
evolution of the distributor’s function 
from selling to procurement, caused 
temporary abandonment of sales analy- 
ses as a management tool. The fairness 
of the compensation plan, plus the 
loyalty and efforts of veterans sales- 
men, mitigated the ill effects of the 
manpower shortages, but with strong 
emphasis on procurement, selling prac- 
tices went by the board. 

As stated previously, Standard Ma- 
chinists Supply has returned to sales 
planning and promotion even though 
Under 
the salary compensation plan, Mr. Cas- 
per determines each salesman’s terri- 
tory by accounts, not geographically. A 
master chart of all customers showing 
purchases, potential and frequency of 
calls required is maintained. From this 


certain items are still scarce. 
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Close supervision of salesmen’s time and constant analysis of accounts is the 
job of H. J. Casper. 


chart, Mr. Casper prepares a customer 


list for each salesman each month. 
Customers are assigned to each sales- 
man on the basis of his ability to handle 
the accounts, the amount of business 
they yield, and the possibilities of in- 
creasing sales. The number and fre- 
quency of calls required to service each 
account during the month also is indi- 
cated on the list. The spacing of the 
calls is indicated by weeks (see illus- 
first 


third week, fourth week. Knowing the 


tration) week, second week. 


number of calls and the week in 


which each should be made, the sales- 
man has sufficient leeway to schedule 
calls according to convenience, 
Accounts are analyzed by manage- 
ment from the viewpoint of sales and 
with due allowances 


potential being 


made for reciprocal buying, spread 
among distributors, and similar quali- 
A check of items sold to 


This is the 


hackground material for assigning ac- 


fying factors. 


each customer is made also. 


counts to salesmen and against which 


salesmen’s performances are judged. 
Usually all accounts assigned to a sales- 
man are his indefinitely. Management. 
however, exercises its control of sales 
effort by reassigning an account when- 
This may be 


The 


volume of sales yielded by the account 


ever it seems advisable. 
due to any number of reasons. 


may be unsatisfactory; the customer’s 
and salesman’s personalities may not 
the 
need of more technical assistance than 


coincide; customer might be in 


the current salesman is capable of giv- 


ing; greater experience in selling may 
be needed to keep the account's volume 
up, or the salesman himself may feel 
that another salesman could get better 
results. Whatever the reason, monthly 
analysis prompts management to cor- 
This 
is fingertip control over the firm’s sales 
efforts. 


rective action before it is too late. 


Selective selling requires management 
to concentrate its maximum sales effort 
and service on profitable customers. In 
addition to keeping customers profit- 
able. as described above, Mr. Casper 
has the job of developing new and small 
accounts into larger ones. He is in a 
position to do this because of the con- 
trol he 


accounts and time. 


maintains over his salesmen’s 
The sales and ae 
count statistics and account data he 
compiles furnish with all the material 
he needs to determine how much serv- 
ice and attention each account merits. 
New accounts are developed by careful 
handling and efficient service and the 


results are watehed closely each month. 


Induces Proper Action 


If an account fails to develop a 
satisfactory volume of business, proper 
action can be taken. Information 


brought in by the salesman or obtained 
from other sources may indicate such 
time 
The 


reasons may vary but vigilance is main- 


an account may need additional 


to develop a satisfactory volume. 


tained and causes determined each 


month. Eventually such an account 
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may be omitted from the salesman’s call 
list but not until convincing proof has 
been established that continued visits 
only detract from the time and atten- 
tion given to profitable customers. 

To assist salesmen in locating their 
own weak points. Standard Machinists 
Supply furnishes each man with a copy 
Mr. Cas- 
per holds individual conferences with 
To- 
gether, Mr. Casper and the salesman 
discuss the possibilities of increasing 
lagging sales, customer by customer. 


of his monthly sales by lines. 


each salesman on this breakdown. 


Mr. Casper, thereby, gains an insight 
into the salesman’s thinking, his prob- 
lems, methods, shortcomings, as well 
as considerable customer information 
the salesman may have overlooked in 
submitting his reports. The salesman 
benefits from sympathetic treatment of 
his problems, experienced advice on 
methods and selling technique and in- 
structions on overcoming weaknesses. 
Such conferences also give Mr. Casper 
an overall picture of his own sales 
staff’. strengths and weaknesses. Ideas 
for sales meetings also evolve out of 
~uch conferences. 

Veteran salesmen are most apprecia- 
tive of a monthly breakdown by lines, 
according to Mr. Casper. Their analy- 
ses of their performances by lines are 
more positive in character than those 
of the younger men. The experienced 
men usually translate weak showings as 
oversights or unavoidable in the light 
of other sales efforts, and take positive 
steps to correct the condition the fol- 
lowing month without disregarding the 
other lines. As a result, experienced 
men hit an average good performance 
in all lines more often than do the 
younger ones. 

Younger salesmen are apt to take a 
negative view of weaknesses. Some of 
them are inclined to bring up a weak 
line at the expense of all others. They, 
thereby, find it hard to achieve balance. 
Experience and advice, however, help 
them to take a calmer and more realis- 
tie view of “off” lines, 

Although it would seem that a break- 
down of sales by lines would be of little 


Mr. 


Casper said that the opposite is true. 


interest. to salesmen on_ salary, 
The breakdown serves not only as a 
-timulus to more even performance in 
all major lines, but also as a yardstick 
hy which the company and the salesman 
can measure the salesman’s perform- 
It is the lack of a yardstick that 
indifference. 


ance, 


induces 
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iy. A.¥. Graseck - Secretary August 25 
«.S. @ileon Corporation 
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Dear Art: 


It fe seid thet every business is the lengthened 
shadow of one aan. 
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Mr. T.C. Christianson - Treasurer 


W.S. Wilson Corporation Auguet 2580, 2967 


Hugh H, Hirshoo 





helping our company ac chieve whatever seasure 
of success that it he. 
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The congratulatory letters from Hugh H. Hirshon, president of the W. S. 


Wilson Corp., are prized possessions of the celebrants of “Founders Day”. 


Reward For 





ervice 


"Founders Day" marks the thirtieth anniversary of W. S. Wilson Corp.; 
three officers cited for service to the company since its founding 


THREE OFFICERS of the W. S. Wilson 
Corp., New York, who started with 
the company when it was founded 30 
years ago were honored by Hugh H. 
Hirshon, president, last month. Mr. 
Hirshon presented each of the trio 
with a check and a letter praising them 
for their long service and expressing 
appreciation for the contribution each 
has made to the success of the firm. 

The three honored at the “Founders’ 
Day” observance were Edward V. 
Hirshon, sales manager and brother of 
the president; Arthur V. Graseck, secre- 
tary, and Theodore C. Christianson, 
treasurer. 

The date of the presentation, Aug. 
25, was selected because it also was the 
60th birthday anniversary of Mr. Ed- 
ward Hirshon. 
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“Founders Day” celebrants at W. S. Wilson Corp., included (left to right) 
Hugh H. Hirshon, Edward V. Hirshon, Theodore C. Christianson and Arthur 
V. Graseck. 
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To Sell Pulleys and Sheaves- 


YOU NEED THE ANSWERS 


Your customer at the end 
of his rope? Sell him some 
pulleys and sheaves and 
make his job easier. But first 
you'd better test your 
on these 25 
questions. Answers on Page 
164. 


"know-how" 


QUESTIONS: 


1. What is the difference between a 
pulley and a sheave? 


2. What is meant by “are of contact?” 


3. A pulley should be (a) 10 percent 
(b) 20 percent (c) 40 percent, wider 
than the belt it carries? . 
4. With a belt 10-in. wide, how wide 
would you recommend the pulley 
should be? 

5. What are the three stress factors 
that must be taken into account in 
recommending pulleys and sheaves? 

6. Hoist sheaves in which rope is to 
run should be grooved so (a) the rope 
fits as closely as possible or (b) the 
rope has free play in the groove. 

7. The center distance between sheaves 
should be slightly larger than the di- 
ameter of the larger pulley and smaller 
than the sum of the diameters of both 
pulleys. A good rule, or a bad one? 

8. Maximum speed for V-belts depends 
upon what two factors? 

9. What is likely to happen if sheaves 
are used in a power set-up that are too 
smal] in diameter? 


10. Joe Dope figured that “roughing 
up” the sides of the grooves in his 
V-belt sheaves would make his belt 
grip better. What do you think hap- 
pened? 

1l. A driving sheave is 16-in. in di- 
ameter; its driven sheave is 4-in. in 
diameter. How many times will the 
small sheave turn for every turn of the 
large sheave? 

12. A customer asks you what diame- 
ter a driven sheave should be in his 


set-up. He gives you: The dia. of the 
driving sheave as 10-in., its speed as 
270 rpm, and the speed at which the 
driven sheave will run as 180 rpm. How 


would you get the answer? — 


13. How do you line a pulley that is 
to run at right angles with another? 


14. If the speed of a revolving pulley 
is doubled, power consumption (a) will 
increase (b) will decrease (c) will not 
be affected. 

15. A customer wants a quarter-turn 
belt drive to run between two stories of 
his plant. How would you set the pul- 
leys? 

16. Joe Dope ran a couple of cast-iron 
pulleys at 
about 90 seconds. 


150 feet per second—for 
When he regained 
consciousness, what do you think they 
told him? 

17. A customer complains that his ma- 
chine stalls under heavy work. He has 
a pulley 3-ft. in dia. on the line shaft, 
and one 2-ft. in dia. on the machine. 
How can he drive stronger yet run his 
machine at its present speed? 
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18. The pulley diameter should never 
be less than (a) 24 times (b) 16 times 
(c) 36 times, the rope diameter. 


19. The amount of power transmitted 
by the belt increases in approximately 
direct proportion to sheave pitch di- 
ameter. True or false? 


20. Most pulleys have six arms. How 
many arms are usual in pulleys 5-ft. or 
larger? 

21. Cast-iron pulleys are superior to 
wood pulleys for the transmission of 
True or false? 


22. Can advantages 
wood pulleys have over cast-iron pul- 


power. 


you name _ two 


leys? 
23. What is the 


wood pulleys? 


chief drawback of 
24. Steel pulleys have a number of ad- 
vantages over cast-iron pulleys. Like 
what? 

25. The percentage of slip on steel 
pulleys is (a) less than (b) more than 
(c) equal to the percentage of slip on 
cast-iron pulleys? 
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1 ; Invoices are bunched and entered every few days on the assembly sheet. 


The Positive Approach To 


St. Louis distributor works out simple 
but effective means for routing sales 


effort into most productive channels 


‘1.C.Doakes & Co. John Q. Doe_| 
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Permanent record of sales by accounts and lines 
a are entered each month on the cards. 





Bromwich, president and sales manager of Tools & 

Supplies, Inc., St. Louis, also believes in keeping his 
finger right on the pulse of his business—sales by salesmen, 
by accounts and by lines. 

He does this with a series of simple records, designed by 
himself and G. C. Willman, vice-president and general 
manager. 

Illustrated and described in this article are five such sales 
records, as follows: 


| FIRM BELIEVER in incentive pay for salesmen, E. W. 


1 A spot check assembly sheet which affords a short-term 
* view of sales by salesmen, by accounts and by lines. 
This assembly sheet serves a dual purpose because, when 
the monthly totals are taken from it, the sheet is turned 
over to salesmen as a record of their monthly activities. 


? A card index system on which are kept sales by ac- 
* counts and lines and salesman. These cards show the 
monthly totals for each account. 


3 A recapitulation affording a check of sales by accounts, 
* throwing into the spotlight the sales of lines by accounts 
and the percentage that such sales constitute in relation to 
the total of all accounts assigned to an individual salesman. 
By means of this recap it is simple to determine, for in- 
stance, that a salesman is selling hacksaw blades to 52 
percent of his accounts while belting has been sold to 80 
percent of his accounts. In addition, this record also shows 
the number of calls it took to produce the results. 
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4. Sales of each line in relation to total number of accounts assigned to a salesman show up in this record. 


Nales Control 


4 A further recapitulation showing the individual sales- 
*man’s sales of lines in relation to total accounts. 
5 The fifth record shows the total number of working 

* days in the period covered, the number of calls made 
in that period, the average number of calls made, and the 
total number of accounts assigned to the salesman. 

Not illustrated are the daily call reports, the master call 
report sheet, the weekly and other periodical reports of 
profit-sharing to salesmen, or the annual sales volume report 
to salesmen, which is based on sales by accounts and lines. 

Both Mr. Bromwich and Mr. Willman emphasize that 
there is nothing elaborate about the system. They explain 
the process, as follows: 

There are two main sources from which the records are 
drawn: First the daily call report; second, and more im- 
portant, the invoices. As daily call reports come in from 
each salesman, a master sheet is made up. From this is 





man Indicate satisfaction with the latest sales reports. 


calculated average daily calls, number of calls per account, 
and the like. 

Copies of the invoices are basketed. Every three or four 
days, they are sorted out by account and all invoices are 
segregated in this fashion. The next step is to further 
segregate them by salesmen, that is, all of a given sales- 
man’s accounts are arranged in one pile. 

The next step with the invoices involves setting up an 
assembly sheet for each account in each salesman’s account 


list. (Tools & Supplies arranges salesmen’s territories by 









































a) accounts rather than by geographical subdivisions.) When 

SALESMAN NN WORKING | NO. OF |AVERAGE ad -_—" this is done, totals for, say, the first through the fourth day 
AN DAYS | CALLS PER DAY =| ACCOUNTS of a given month are entered for each account on the assem- 

bly sheet—by lines. Then, perhaps, the next entry will 

Sobues om de 57 34L 6 HS” cover the fifth through the tenth day of the month, etc. 
Retynts ” ” 107 uf wt When a month has been covered, the grand totals are trans- 
ferred to a card file which is set up by accounts under the 

Aifetr 97 97 IS £ 63 salesman’s name that services the accounts. On the cards. 
cial ee Sey ee Ee the sales of lines by months are shown. In addition, when 


Average calls per day is one of the pieces of infor- the half-year period is passed, semi-annual totals are shown 


, mation highlighted by this record. (Continued on page 178) 
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Placement of desks was based on a careful study of the dependency and relationship between departments. 


Layout Becomes A Science 


Hundreds of hours spent studying details and plans 


ITH THE RAPIDLY expanding indus- 
Wes development of the Chicago 

area, many distributors are find- 
ing it necessary to modernize their 
organizations. What can, and must be 
done aiong these lines has been demon- 
strated by the Screw Machine Supply 
Co., which was established in 1933 by 
Lewis W. Gilbert, president, to dis- 
tribute cutting tools and abrasives in 


By N. L. SOLIE 


Screw Machine Supply Co. 
Chicago 


Chicago and the northern part of In- 
diana. The central portion of Illinois 
south of Peoria is covered by the com- 
pany’s branch in Springfield, III. 

We have recently completed construc- 
tion of a one story building, 50 x 116-ft. 


for new Chicago building 


to house our organization and this is an 
account of what we did in formulating 
and carrying out our plans. About two 
years ago it became apparent that the 
company was existing—and expanding, 
in spite of our inefficient layout. Op- 
erating in six separate offices on the 
fourth floor, and four stock rooms in 
the basement of an eight story office 
building was far from efficient. Our 





Good light, an electric hoist and an outlet strip help 
speed Fred Van Sickle’s packing room work. 
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Main office desks are located to minimize the trips by 
workers to other desks and departments. 
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customers expected and were entitled 
to receive efficient service but they were 
not always getting it. Something had 
to be done. 

In looking about we saw that many 
of Screw Machine’s large industrial cus- 
tomers were evacuating their four and 
five story plants and were building 
scientifically designed one-story build- 
ings. It did not seem to us, at first 
glance, that this complex type of plan- 
ning could be utilized by a compara- 
tively small organization, consisting 
principally of stocks and people per- 
forming a service. We had no produc- 
tion lines or assembly lines—no presses, 
forges or lathes. The answer was ar- 
rived at by considering all of our work- 
ers and our various facilities, for plan- 

















A scale model was used by N. L. Solie to decide on layout. 
explaining locations to Clarence Berg, salesman. 


He's 


ning purposes, in terms of equipment 
and production lines. 

The first problem we tackled was the 
matter of location. The old building 
was in a very congested area, with slow 
traffic movement and inadequate park- 
ing facilities. 
locating some two thousand of our cus- 
Other maps were drawn, on 
which we indicated the homes of all of 
our employees. 
all of these maps it was apparent that 
our old location was ideal, except for 
the traffic factor. 
ated by moving just a few blocks west. 
Fortunately, we found a location that 
met this requirement. 

Our next step in preparatory plan- 
establish 


We had maps made up, 
tomers. 


After we had analyzed 


This could be allevi- 


ning was to a relationship 





A sound proof ceiling permits having a conference table, office space, packing 
room and stock in one room. 
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Lewis W. Gilbert, president and general man- 
ager, is pleased with the new layout. 


factor between every person and piece 
of equipment in the operating organiza- 
tion—in other words, the number of 
trips between any two points by any 
person during a full business day. To 
accomplish this we had blue prints of 
the old office floor plan made up and 
distributed to each employee with in- 
structions to keep a careful record of 
every move made away from his or her 
desk in the course of work, during that 
particular typical business day. When 
these diagrams were completed for each 
worker, the inefficiency and waste of 
time and effort was glaringly apparent. 
By counting the trips made by an office 
worker to some particular desk and 
recording the total on the worker’s 
(Continued on next page) 





A Western Union extension means 
queries are answered promptly. 


97 








LAYOUT BECOMES A SCIENCE (Continued) 


chart we soon had. for our planning 
purposes, a group of mathematical 
values for each department, as well as 
factors of dependency and relationship 
It was then pos- 
sible to move the workers around in 
order to bring those with the highest re- 


hetween departments. 


lationship factors in proximity to each 
other. The actual work of determining 
these factors was relatively simple as 
each person checked his own moves. 
The assimilation and interpretation of 
this information, however, was begun 
early in September but it took more 
than five months before we obtained a 
satisfactory solution. 

Then came the actual designing of the 
building. All of the factors were sub- 
mitted to the architect to execute into 
a preliminary floor plan. Meanwhile, 
three-dimensional models, to quarter- 
inch scale, were made of every piece of 
furniture and equipment in the or- 
ganization. These were placed on the 
preliminary drawing and moved about 
in accordance with the mathematical 
values and relationship factors that had 
been established in the preparatory 
To reach a satisfactory so- 
lution it was found necessary to make 
several sets of floor plans. Finally, after 
weeks of concentrated effort, a layout 
was developed that we believed to be 


planning. 


mathematically perfect. 


Employees Consulted 
This preliminary work was not 
exact science but one that dealt with 
human elements—errors, slip ups and 
oversights were to be expected. How 
The solution had long 
We placed the entire 
layout, consisting of floor plan and 


to avoid these? 


been planned. 


scale models, on display in the main 
office and encouraged all of our em- 
ployees to spend time studying it and 
asking questions. After a week they 
all were called into consultation, in 
groups of two or three from each de- 
partment, to discuss any suggested 
changes. Surprisingly, the changes that 
were made in this way did not conflict 
with the original formula, but reduced 
it to an even smaller factor. This was 
gratifying to those of us who had spent 
hundreds of hours on the preliminary 
planning. 

In general the layout of the building 
has the executive offices and reception 
area across the front; in the rear are 
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the wash room, a large ladies’ lounge. 
a storeroom and a truck vestibule. Truss 
roof construction made it possible for 
the rest of the building to consist of 
one large room without a single pillar. 

[t now appeared that all departments 
should be integrated into one operating 
unit with no walls between. This ap- 
peared impossible; how could you have 
thirty telephones, a dozen typewriters, 
four calculating machines, and a ship- 
ping clerk hammering away on wooden 
packing cases all in the same room 
and avoid a bedlam resulting in nerv- 
ous prostration? The progressive archi- 
tect came up with the answer; a com- 
positon flooring and “Sabinite”, a new 
type of acoustical plaster made by 
U. S. Gypsum, to be applied on ceilings 
to deaden sound. 


Room for Salesmen 


It was now possible to place the 16-ft. 
conference table equipped with tele- 
phones near the center of the north 
wall. This table is used by the nine 
salesmen and is their office. Each man 
has a basket marked with his name on 
the table into which all orders, mes- 
sages and correspondence are placed 
as they are received. Mr. Gilbert, who 
is both president and sales manager, 
has long made it a company practice 
that all salesmen must check in by 
phone both in the morning and after- 
noon and that they are responsible for 
any messages left in their baskets. 

Now for lighting. The authorities had 


recommended that we provide a mini- 


mum light intensity of 35 foot-candles 
for the office area and suggested that 
this amount of illumination would not 
be required in the stockroom or in 
the shipping room. But why penalize 
any of the workers just because they 
do not wear white collars? After a care- 
ful check up, we established a mini- 
mum of 50 foot-candles not only for 
the office area but for the entire build- 
ing. This was accomplished with fluo- 
rescent units mounted directly on the 
12-ft. high ceiling. With the exception 
of one continuous light running length- 
wise over the packing table, all of the 
other overhead lights in the main office 
and stockroom have been placed in 
rows running across the building seven 
feet apart. There is also a plug-in strip 
providing convenient electrical outlets 
along the wall 24-in. above the level of 
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the floor in the office, and 36-in. from 
the floor in back of the packing table 
in the shipping department. 

Another item of wiring which had to 
he anticipated before the floors and 
walls were finished was for the tele- 
The architect and three engi- 
neers from the telephone company were 
called in and the details of the office 
requirements carefully studied. Twelve 
consecutive trunk lines now lead into 
the switchboard located just inside the 
main entrance. Direct tie-lines were 
installed connecting the company with 
its three major sources of supply. A 
total of 33 phone outlets have been 
built into the floor; three for the long 
sales table, one for the shipping desk, 
two in the private offices, one next to 
the switchboard and the remaining 26 
for the desks in the main office. The 
four men on the city order desk have 
for their use three outlets, two of which 
are extensions from the switchboard 
and the other a trunk line for making 
outgoing calls without going through 
the switchboard. A Western Union 
teletypewriter has been installed on the 


phones. 


wall near the main switchboard to save 
time in sending and receiving wires. All 
telephone and electric outlets are ar- 
ranged in a pattern in the floor in 
such a way that no matter what changes 
might be made in desk arrangements 
they will always be readily accessibie. 


Air Conditioning Installed 


Ventilation was considered very im- 
portant and after careful study we de- 
cided that instead of depending on 
windows we would install a year round 
This consists 
today, after some unavoidable substitu- 


air conditioning system. 


tions, of an oil furnace with a fan in- 
take which draws the air into the build- 
ing, heats, filters and humidifies it, and 
then circulates it through twelve evenly 
spaced, ceiling inlets. 
drawn off through narrow wall vents 30- 


The air is then 


in. long placed at intervals around the 
main room and private offices a few 
inches above floor level. It is then 
forced through an underground 24-in. 
tile, where it is cooled, mixed with fresh 
air which is drawn in from outside, fil- 
tered and again started around on its 
circuit. The 1,000-gal. fuel tank is 
placed under the truck vestibule where 
it reduces the fire hazard to a minimum 
and greatly facilitates refilling. 
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William Teare 


ORDERS can 
degree of 


ROUPING OF SMALL 

bring distributors a 

relief from the pressure of in- 
creased operating costs, according to 
William Teare, president of Sterling 
Products Co., Chicago. Having reached 
this conclusion Mr. 
Teare has made a continuing study of 
his firm’s large accounts with a single 
goal in mind: increase the size of indi- 
vidual orders. 

The plan has been successful, too. 
One study has led to another and each 
one has served as a case history to 
support the following one. Thus the 
point that combining small orders is 
more efficient for the customer as well 
as the distributor has been brought 
home to purchasing agents. 

Each study of an account is thor- 
ough, according to Mr. Teare who illus- 
trated the point by tracing the steps 
taken in the case of one large Chicago 
manufacturing concern: 

“We went through their orders with 
a fine tooth comb, examining each one 
carefully. The first thing we noticed 
was that we were receiving from fifteen 
to twenty requisitions daily, many from 
the same departments. We then 
checked with the comptroller’s office 
and found that the manufacturer was 
writing up a departmental charge of 
$2.50 for each order issued. Also, a 
$3 charge was listed as the cost in the 
accounting office for the processing of 
the invoice and the issuing of a check 
to cover. But this was only part of 
the expense to the concern.” 

Mr. Teare followed the steps taken 
when a foreman requisitioned small 


some time ago, 


(rouping Small Orders 
Reduces Costs 


Distributor studies large accounts, convinces purchasing 


agents combining orders is to their advantage, too; 


campaign includes move away from broken lots 


tools and found there were five: 


1. The shop foreman put in a requi- 
sition slip. 

2. The requisition slip was sent to 
the storekeeper for approval. 

3. The requisition slip was audited. 
4. It then was sent to the individual 
in charge of material control for ap- 
proval. 

5. The purchasing agent finally re- 
ceived the requisition and telephoned 
or mailed inquiries to either one, two 
or three sources of supply requesting 
the price and delivery date. When 
this information had been received, 
the purchasing agent placed the or- 
der and if the shop foreman received 
his much neeled tool within the 
week, it was considered excellent 
service. 


To get away from all this, Mr. Teare 
suggested the following plan which has 
heen working very satisfactorily with a 
number of Sterling’s largest customers. 

Any items required by the shop fore- 
man are written up on requisitions and 
turned over to the storekeeper who 
holds them on his desk for two days, 
unless, for some special reason, the 
item is needed urgently for special main- 
tenance. Sterling Products’ salesmen 
call on the storekeeper on a definite 
schedule, pick up the requisitions and 
take them to their office. 

“We spend one day”, Mr. Teare 
said, “soing over these requisitions very 
carefuily, marking on the prices and 
delivery date and writing in all informa- 
tion in regard to substitutions when- 
ever there has been noted some urgency 
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on delivery date. We also mark down 
the names of other supply houses where 
the purchasing agent will be able to 
locate any items that we do not handle. 
The following day our salesman re- 
turns the requisitions to the storekeeper 
who turns them over to his stenographer 
to be written up, combining all items 
requisitioned by the same department. 
Each group of items has a department 
number at the upper right hand corner 
and at the bottom each item is identi- 
fied with the original departmental 
requisition number. 

“In this way, we can start laying 
out items for these orders, placing them 
in special bins so that when the order 
does come in most of the work has been 
completed already. Since large manu- 
facturing concerns have a great many 
buyers, all items purchased by one 
buyer are grouped on the same order. 

As an example, one purchasing agent 
buys all the cutting and threading tools, 
another may buy all production items 
and still another may be responsible for 
maintenance items. We also have been 
educating our customers to get away 
from the ordering of broken lots and to 
place orders, whenever possible, for full 
boxes. Today when we receive an 
order specifying 50 drills or 
other item that is packed twelve to a 
box, we make it our practice to ship 
18 drills and stamp the order “con- 
sidered complete”. Occasionally we 
are asked to ship the remaining two 
drills, but usually this is not the case.” 

To demonstrate his point, Mr. Teare 
drew out the invoices on one account 

(Continued on page 174) 
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WE DISTRIBUTE “UY 
"USQUEH MILL f 


PLY JOBS: 


Robert D. Paul, sales engineer for Ideal Industries, (left) 
and T. J. McCrehen of the M. D. Larkin Co., distributing 
firm in Springfield, Ohio go over the fine sales points 
of live centers. 





G. H. Danielson, sales manager for O’Neil-Irwin Mfg. Co., 
is kept busy in his company’s booth demonstrating 
die-less duplication to onlookers. 


Walter Crowder, Editor of MILL SUPPLIES stops 
to visit with Oliver S. Imes of Century Electric Co., 
on his tour through the Machine Tool Show. 





The use of rock bits in Canadian mines was discussed 
by Harry Crump, chief tool sales engineer for Carboloy 
Co., and Distributor C. K. McCaffrey of Williams & 
Wilson Ltd., Kirkland Lake, Canada. 


The 1947 


NDUSTRIAL distributors. anxious to learn of trends 
and developments which may aflect their sales to 
industry in the future, were among the thousands who 

attended the 1947 Machine Tool Show in Chicago last 
month. Attendance during the first three days totaled 
52.035 and it was expected the figure would be increased 
to more than 100.000 by the time the show closed. 





Charles E. Moore, president of the Moore Machinery 
Co., Los Angeles and San Francisco, watches while F. 
W. Smith, Norton Co., instructs Mrs. Charles E. Moore, 
Jr. in the operation of a grinding machine. 
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Two Chicago Wheel & Mfg. Co. men, Harry M. Mann, 
salesman, (left) and Arthur T. Dalton, secretary and 
sales manager (right) talk about grinding problems in 
Bogota, Columbia, with Erich Nathan, manager of 
Nawa, Ltd. 


Machine Tool Sh 


Sponsored by the National Machine Tool Builders 
Association, the show was the first of its kind since 1935 
when one was held in Cleveland. This year’s show had 
294 manufacturers displaying approximately 1,000 new 
machine tools. The exhibits were valued at $16,000,000 
and covered a 500,000-sq. ft. area in the Dodge Tucker 
Plant. The show's theme is shown at the right. 





W. G. Woonton, export superintendent for Ford Canada, 
operates a power screw driver under the direction of 
W. A. Nugent, (center) vice-president of Independent 
Pneumatic Tool Co., and J. A. Hill, manager of the 
electric tool division. 


OW 


Dudley Condit and Paul Schwan, representatives of 
Sterling Products Co., Chicago distributing firm were 
welcomed at the Armstrong Bros. Tool Co. booth by 
Sales Manager H. B. Austin and J. N. LaBelle, assistant 
sales manager. 
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D. T. Lyons, general sales manager of K. O. Lee Co., 
Aberdeen, S. Dakota (left) discusses the machine tool 
part in the rebuilding of Europe with M. Deschuyteneer, 
of A. C. E. C., Herstol, Belgium (an electric appliance 
manufacturer) and P. Marissiaux, a distributor of ma- 
chine tools in Liege, Belgium. 
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NEW PRODUCTS 


with sales possibilities 








Miniature Lamp 


DESIGNED TO PROVIDE a cool light of 
high intensity from a small source is a 


new miniature fluorescent lamp for 
small precision work. For use on stand- 
ard or special purpose machines, the 
lamp is also intended for bench work 
where close dimensions are required 
and where a small adjustable position 
lamp is essential. The design produces 
a light intensity of 550 ft. candles at 
a three-inch working distance and a 
color temperature of 3500 deg. Kelvin. 
A normal operating temperature of 
115-deg. F. allows close work without 
the objection of radiant heat and hot 
surfaces. Operation is limited to 115 
volts, 60 cycle A.C. Twin 4-watt bulbs 
of standard manufacture are rated at 
2500 hrs. normal life. —Stocker & Yale, 
Varblehead, Mass.-Mit Svuppties, 
October 1947. 


Chain Hoists 


HIGH GRADE DIFFERENTIAL chain hoists 
in a new line are said to meet present- 
day demands of severe punishment and 
high rate safety within a normal price 
range. Construction features include 
full weight accurately cast sheave 
wheels, high tensile malleable iron 
frames with reinforcing ribs, drop- 
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forged heat treated hooks, ANA special 
analysis hoist chains precision made 
to fit sheave pockets for smooth, free 
operation. The lower hook is mounted on 
hall thrust bearing for easy alignment 
of loaded chain to upper pocketed 
sheave and swiveling of load. Of few 
parts, the hoist is lighter in weight with- 
out sacrifice of strength. It is made in 14, 
1%, 1 and 114 ton capacities.—Chester 
Hoist Co., Lisbon, O—Mutt Supp ies, 
October 1947. 
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Solenoid Valves 


THE STAINLESS STEEL construction 
makes a new line of “V-5 Allied 
Solenoid Valves” highly resistant 
to corrosion and oxidation. Other con- 
struction features include soft synthetic 
inserts on stainless steel seats to pre- 
vent leakage; spring loading to insure 
positive closing in any position; coils 
impregnated to withstand moisture; 
and valve stems flared and welded to 
provide positive, unfailing joints. Spe- 
cial designs or modifications of the 
“V.5” valve are available for specific 
applications and have been manufac- 
tured for operating pressures up to 
300 psi, or with orifices up to 4-in. 
Allied Control Valve Division, Skinner 
Chuck Co., Norwalk, Conn.—Mutu Sur- 


pLies, October 1947. 
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Bordjaw Chuck 


SIMILAR IN MANY WAYS to a collet 
chuck, the new “Bordjaw Chuck” is a 
small-lathe precision chuck with several 
distinct advantages. It does not draw 
back when closed. The only movement 
is lateral. The chuck can be faced and 
can be bored after mounting on the 
lathe, hence it is always true with the 
lathe. The jaws can be bored on the 
lathe, thus insuring absolute concen- 
tricity and tue jaws can be re-bored at 
any time for any other larger size. Dif- 
ferent sets of jaws can be kept for jobs 
which are to be repeated later. Present 
chuck is made for lathes having 
threaded nose spindles 114-in.-8 thread. 
The closing ring is operated by a key 
so that an exceedingly firm grip can be 
had when desired. Universal Machine 
Co., Baird Associates, Cambridge, Mass. 
Mitt. Suppries. October 1947. 


Arc Welder 


A NUMBER OF unusual features are of- 
fered in the manufacturer’s complete 
new line of AC are welders, including 
the simplified “Dial-lectric” control, 
supplied in all models, which entirely 
eliminates the need for moving coils 
or cores, worm gears, sprockets and 
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- MAIN FEATURE. 





Miniature Lamp 
Chain Hoists 
Solenoid Valves 
Bordjaw Chuck 

Arc Welder 
Spanner Wrench 
Quick-Change Lathes 
Flexible Couplings 
Ball Bearings 
Offset Holder 
Soldering Iron 
Speed Lathe 

Press Feed 

V-Belt Rolls 
Sanders, Polishers 
Safety, Relief Valve 
Vise 

Grinding Burr 
Pocket Tester 

High Speed Drill 
Air Compressor 
Tilting Table Saw 
Stamping Machine 
Flexible Shaft Machine 








102] High Intensity 

102] Light weight but strong 
102] Corrosion-resistant 
102] Reduces set-ups 

102} No moving parts 

103] All-purpose adjustment 
103] Fingertip selection 

103] Increased capacity 
243 | Sealed-in grease 

247| Economy in re-grinds 
247 For fine solder jobs 
248 | Easy spindle removal 
248 | Quick adjusting 

253 Endless, fit any drive 
253| Air-cooled 

254] Isolated working parts 
256| Firm-grip steel fingers 
256| Truly concentric tool 
258 | High resistance 

258 | For wood, metals, etc. 
260} Small, light-weight 
260 | Time-saving, accurate 
265 | For post-assembly stamping 
265 | Locking shaft holder 





Stocker & Yale 

Chester Hoist Co. 
Skinner Chuck Co. 

Baird Associates 
Harnischfeger Corp. 
Owatonna Tool Co. 

Atlas Press Co. 

Climax Flex. Coupling Co. 
Fafnir Bearing Co. 

Super Tool Co. 

Hexacon Electric Co. 
Standard Electrical Tool Co. 
Benchmaster Mfg. Co. 
Chas. A. Schieren Co. 
Bradford Machine Tool Co. 
Farris Eng. Corp. 

Benj. Uydess & Sons 

M. A. Ford Mfg. Co.. 
Star Fuse Co. 

The Aro Equipment Corp. 
American Brake Shoe Co. 
Foster Mfg. Co. 

The Acromark Co. 
Wyzenbeek & Staff, Inc. 











chain or lever adjustments. It is said 
by the manufacturer that there is not a 
single moving part in the entire ma- 
chine. Without cranks or plug-in sta- 
tions, current selection is made by sim- 
ply turning a single dial which requires 
a three-quarter turn to cover the full 
welding range of the machine. from 
ininimum to maximum capacity.— 
Harnischfeger Corp., Milwaukee, Wis. 
Mint. Suppiies, October 1947. 


Spanner Wrench 


A NEW SINGLE SPANNER wrench will han- 
dle practically all bearing adjusting 
nuts, gland nuts, retaining nuts and 
other turret type nuts on Caterpillar 
tractors. The wrench comes equipped 
with two interchangeable hooks and is 
adjustable to cover the wide range of 


turret nut sizes used on the tractors. 
It is said to eliminate the need for an 
individual spanner wrench for each size 
nut and reduces weight, bulk and cost. 
Tool Co.. Minn.—Mu.. 
Suppiies, October 1947. 


Owatonna 





Quick-Change Lathes 


INSTANT FINGERTIP selection of fifty-four 


threads and feeds is available in new, 
low cost “Atlas 10-in.” quick-change 
lathes which are said to save set-up and 
operating time on every turning opera- 
tion. Forty-five threads and feeds are 
obtained hy merely shifting two levers 
on the gear box, and an additional nine 


MILL SUPPLIES ©. OCTOBER, 1947 


by changing the position of a sliding 
gear. Convenient tumbler gear lever 
reverses gears or disengages them from 
lead screw, Two bed lengths are avail- 
36-in. be- 


The machine operates 


able; capacity 24-in. and 
tween centers. 
from 1/3 or 4% hp, 1725 rpm motor. 
f{tlas Press Co.. Kalamazoo, Mich. 


Minit. Suppers, October 1947, 





Flexible Couplings 


A NEW PRINCIPLE has been incorporated 


in the design of the manufacturer’s 


“type C” flexible couplings, an exclu- 


sive tongue-and-groove feature which 
produces a greater area of contact he- 
tween jaws and inserts giving increased 
capacity, and provides for the maxi- 
mum of flexibility in shock absorption. 
The coupling jaws dove-tail or inter- 
lock with the neoprene insert, thereby 
(Continued on page 243) 
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As We See It... 





They Sol A Good Example 





FOLLOwING the lead of a famous radio commen- 
tator, the editors of MILL SUPPLIES, on our own 
hook, would like to present a couple of “orchids” 
this month. 


The first “orchid”? goes to a distributor —Rich- 
ard Alcott, vice-president. The Riechman-Crosby 
Co., Memphis Tenn. The other day we received 
the following letter from Mr. Alcott: 

“TI have intended writing you ever since re- 
ceiving the August issue of MILL SUPPLIES, in 
which you gave our worthy competitor, The J. E. 
Dilworth Company, such splendid recognition. 
The picture on the outside of the magazine is 
very fine, and the article entitled ‘Modern De- 
sign Promotes Efficiency, Permits Expansion’ is 
certainly most conclusive, and very well written. 

“We are always disappointed when we do not 
find something in MILL SUPPLIES about Mem- 
phis.” 

To our way of thinking that letter reflects a 
very fine spirit. We had given a lot of space in 
our August issue to the new building and plans 
of the J. E. Dilworth Co., also of Memphis. Some 
distributors in some areas might have felt resent- 
ment. But not Mr. Aleott who evidently gives 
more than lip service to the ideals of our free 
competitive economy. There is frequently a 
tendency to boost free enterprise and competition 
for everyone else but to feel it shouldn't apply at 
“home”. 

This feeling is especially prevalent in the atti- 
tude one frequently encounters when new firms are 
discussed. The opportunity to start a business of 
your own is a fundamental part of our American 
system. In the long run, attempts to squelch these 
instances of emerging initiative by the application 
of opprobrious names can only lead to ill feeling. 
So long as these new firms perform a useful and 
needed service to the industrial community, name 
calling and attempts to keep them from the “inner 
circle” are just wastes of time. After all, the 
majority of the old established firms of today were 
the upstarts of a decade or two ago. 


Ours is not a static or declining industry. ‘ 


Rather, it is one of rapid growth. Sales of the 
industry in 1939 were $873 million. Last year 
sales totaled approximately $2! billion and 
this year they will be even higher. It is not a 
matter of cutting the same size pie into more 
pieces. The pie itself is tremendously larger. 


The second “orchid” goes to a manufacturer 
—the officials of Behr-Manning, Troy, New York. 
This for their approach to the solution of the 
packaging and labeling problem that so bedevils 
distributors. .Two years of research and study 
went into this repackaging job that is being an- 
nounced this month. And it was not time spent in 
an ivory tower in Troy. They went to their dis- 
tributors and industrial users in the field to seek 
the answers and when solutions were worked out 
they were reviewed by distributors in a final check 
against “bugs”. 

In this whole matter of packaging and labeling. 
distributors are in a unique position. It is their 
costs of order handling, processing, pricing and 
warehousing that are increased by poor packag- 
ing and labeling. But the ultimate solution to the 
problem lies with their suppliers. 

In these days of rising costs, the savings which 
are made possible by effective packaging cannot 
be overlooked. The job cannot be left to Tom. 
Dick or Harry on the manufacturer’s staff. It 
is a merchandising job and should be handled 
hy merchandising specialists. It involves a study 
of the sales of distributors to determine the num- 
her of units most frequently sold, the adjustment 
of package size and construction to distributors’ 
space and product characteristics. the proper 
identification and labeling to facilitate order 
filling and, certainly not last. the adaptation of the 
package to the requirements of good display prac- 
tice. The problems emerge in the distributor’s 
place of business, and that is where the research 
should be conducted if successful answers are to be 
found. 

Thus, our pat on the back to Behr-Manning for 
their approach to the problem. It is our guess that 
the job they have done will help their distributors 
cut their handling costs on coated abrasives. And 
this does not minimize the importance of the con- 
tributions of other manufacturers who are moving 
in the same direction. 
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CARS GET BRUSH BATH IN 


ILLIE’S idea of a fast bath and mom’s concep- 

tion of a thorough one are both combined in 
this new, semi-automatic car washing machine de- 
signed and built by Minit-Man, Inc., Detroit, 
Michigan. 


The trick is done with brushes—not mirrors. 
Attached to a chain conveyor, the car moves through 
a section where seven Osborn Ringlock rotary 
fibre brushes, each 27 inches in diameter, do the 
major scrubbing job. Sides, hood, top, fenders, 
wheels and hub caps—all are sprayed and scrubbed 
simultaneously. Each brush is individually driven 
and may be adjusted for all widths of cars. 


On emerging from the bath, car is dried by air 
under pressure while finishing touches are applied 
to front grille and back end. Actual washing time— 
45 seconds. Total elapsed time (including vacuum- 
ing of car interior)—90 seconds. 





SECONDS 


This same speed and efficiency of brushing is 
employed daily by industry to save dollars and im- 
prove products. Weld cleaning, removing burrs, 
finishing, roughing, polishing—all are jobs that the 
right brush will do better, cheaper. 


THE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenue Cleveland, Ohio 











WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY 


Visit OUR MY LOL VEE BOOTH No. 
EXHIGITM SWARM 2407 


Oct. 18-24 
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THE SALES 


INDICATOR 


Supply Sales Trends 


THE SALES INDICATOR—Supply sales in August rose to 
350 on the index, a 15-point gain from the July figure, 
but still below average for the year. August had 26 work- 
ing days, one more than July. Size of the average order 
rose from July to $39.80. Orders per working day climbed 
to 116 from 97, the year's low registered last month. 


per salesman per day rose by one to 14. Recovery was 
general, in all but the North Central regions, from the sales 
decline in July. The North Atlantic states showed an upturn 
for the first time in four months, gains being registered 
in volume per salesman, size of the average order and 
orders per working day. 








Average sales per salesman fell slightly to $15,300. Orders 


SALES AREA STATES 


































































































Order per Volume Sizeof Order per 
Sales Salesman per Average Working 
Area Indicator perDay Salesman Order Day 
North Atlantic July 365 11 $13,500 $40.25 86 
Aug. 367 11 14,300 44.75 96 
Southern July 328 14 $18,750 $34.40 107 
Aug. 360 16 18,600 40.35 136 
North Central July 306 16 $14,800 $31.10 117 
Aus. 274 15 13,600 35.90 109 
Western July 460 —_— $15,750 — 
Aus. 383 = 12,800 - 
Pacific July 447 14 $14,409 $32.00 
Aus. 440 14 11,100 29.60 
[ | 
120 34 54 
50 
110 ” 
46 46 } 
100 
42 42 
90 | 
38 38 
1946 
30 30 
60 | 26 26 
4 | 
AM ON OD JF M AM J J A S ON _| 
ORDERS PER WORKING DAY S'ZE OF AVERAGE ORDER 
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“TOM THUMB’ 


threads nipples as short 
as 31/2" in the 2” size. 
No nipple chuck needed 








This portable threading machine is a "natural" for Distributors’ 
Salesmen. Practically every plant has need for this fast, 
accurate unit. 

One big sales point is the design and construction of the 
FRONT CHUCK. Its powerful, extended jaws make it easy 


to thread both ends of short nipples without using a nipple 
chuck. (See illustration above.) 


Other Important Sales Advantages 





The quick-opening, adjustable die-head handles the 
complete range from !/4" to 2". (Extra range !/," pipe.) 
Bolt range is !/" to I!/2". Equipped with the Universal 
Drive Shaft (as illustrated below) the machine has 
ample power to drive geared die-stocks from 2!/," to 
8" capacity. : 

The universal, bar operated, three-jaw FRONT CHUCK 


Examples of Speeds 


Total floor to floor time including 
chucking, threading, reaming, cham- 
fering, and cutting off on |" pipe is 
only 46 seconds; 2" pipe only 61 
seconds. All other sizes within range 
of machine are handled at propor- 
tionately fast speeds. 


For complete information on this top- 
notch sales producer, write for cata- 


log "LIST NO. 8-E". 





is quick-acting and positive gripping. The universal, wheel 
operated, three-jaw REAR CHUCK is quick-acting and 
positive centering. 


Spindle, shafts, and worm gear are all ball bearing 
mounted. Those features plus helical reduction gears 
and other features make a smooth, frictionless drive 
for fast, accurate threading. Many other advantages. 








The Oster No. 562 "TOM 
THUMB” equipped with oe 
cial, universal drive shaft has 
an ple power to drive geared 
die-stocks from 2!." to 8” 
Capacity. 





THE OSTER MANUFACTURING COMPANY, 2041 EAST 61st ST., CLEVELAND 3, OHIO, U. S. A. 
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Keeping Up with Business 


New Tool Backlog 
May Increase 


Machine tool builders expect new 
orders will soon outrun shipments of 
new tools and further increase the back- 
log in the industry, according to Tell 
Berna, general manager of the Na- 
tional Machine Tool Builders’ Associa- 
tion. Mr. Berna explains that demand 
is again quickening; total sales in June 
of this year were the highest since 
October, 1946. 

Reason for the improvement in de- 
mand, in Mr. Berna’s opinion, is the 
changed outlook in WAA disposals of 
machine tool surpluses. That agency 
does have large stocks of machines and 
tools on hand, but the majority of them 
are over-age or badly in need of repair. 
Meanwhile, machine tool builders have 
made substantial improvements in both 
the design and effectiveness of thei: 
war-models, adding further to the ob- 


solescence of W AA stocks. 


Wholesaler Inventories 
Put Credit Men On Guard 


The recent slowdown among whole- 
salers in making payment for goods re- 
ceived, coupled with the high inven- 
tories they hold currently, have begun 
to give credit men real concern. Turn- 
over on collections have moved from 
30 up to 45 and often to 60 days, a 
situation that is on the increase and 


has put credit men on their guard 
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against default on payments. 

It's generally accepted that some de- 
vice must be found for improving whole- 
salers’ and manufacturers’ working 
capital situation which has been run- 
ning on the tight side for some months. 
Higher inventories in the past, have 
meant increased borrowing at the banks, 
or the liberalization of credit terms by 
some similar means. Probably whole- 
salers again will resort to the banks; 
there seems to be no general rush to 
revise discount-terms upward, or make 
substantial cuts in inventory purchases. 
The market is there. and demand is 
again on the increase. 

Wholesaler collections have been dith- 
cult during the last half year, and 
though losses are expected. credit terms 
apparently have not been tightened up. 


Profits Earmarked 
For Machinery Wages 


The high cost of replacing worn-out 
machinery and equipment, and the ever- 
increasing employee wage Dill. have 
compelled American industries to eat 
mark a larger share of their earnings 
for these two purposes, at the expense 
of their dividend policy. That was true 
in 1946 and the practice has carried 
over into the first half of this year, ac- 
cording to a finding of the National 
\ssociation of Manufacturers. The 
NAM reports three out of every five 
dollars were turned back into the busi- 


ness by American industries last year. 
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New Businesses 
On The Decline 


New businesses incorporated through 
out the country in July declined almost 
25 percent from the corresponding 
month of last year, according to a re- 
cent Dun & Bradstreet survey. Total 
incorporations in July of this year num- 
bered 9,041, as compared with 11.987 
recorded in the same month last year. 

Seven states accounted for more than 
half of the new company formations. 
These included: New York, 1,947; Cali- 
fornia, 644; Texas, 500; New Jersey. 
171; Illinois. 460; Ohio, 384 and Flor- 
ida, 336. 


Freight Car Retirement 
Outruns Building 


The freight car situation has been 
aggravated to the point where freight 
car building facilities are no longer ade 
quate even to replace old, retired 
equipment. As a result, The Associa 
tion of American Railroads reports, the 
backlog of railroad and private carline 
orders for new freight cars on August 
Ist reached 118,117. 

The report said Class I road put 
26.174 new freight cars and 482 locome 
tives into service in the first) seven 
months of this year. However. they 
were compelled to lay up 32.191 cars 
in the same period, thus contributing 
further to the continuing shortage of 


cars. 
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MAK LUBRIPLATE 
OUTLIVE sariyy «AS REAL SALES ADVANTAGES 


LUBRIPLATE lubricants appeal to the trade and 
can easily be demonstrated to prove superior 
performance as covered by claims of the manu- 
facturer. Every machine and equipment user is 
a prospect. LUBRIPLATE produces profitable 
unit sales and assures continuous repeat 


orders. 
os * * 

LUBRIPLATE Lubricants actually LUBRIPLATE has many years of proven perform- 
condition bearing surfaces and ance in every industry. Due to its ability to 
stop progressive wear. They pre- ; ; 
vent rust and corrosion and resist reduce friction wear and power consumption, 
steam, hot water, many acids and plus its outstanding feature of protecting 
other adverse conditions. LUBRI- s ; ; 
PLATE is in a class by itself. Use machine parts against rust and corrosion 
it and make one bearing outlive salesmen reflect a real service in offering 
two. Write or phone for facts p 
and figures. LUBRIPLATE to their trade. 





or YouR 
MACHINERY 
i LUBRIPLATE is a prestige merchandise line that 
general oil type 


— tee, oiled bearings, wick very materially helps salesmen develop new 
nog yay pod bottle oilers. 
feeds, 3'9 


Ne, 8— Because of high film accounts and expand other lines. In other 


. “4 
life it reflects ov 
strength and long A, mea 


No. 2 — Ideal for 


sanding oon soo reduce) words, LUBRIPLATE is a real ''getter-inner.'' 
Me. 17 oe grducs for general oP Many industrial supply salesmen first got 
aan their feet in the door by offering LUBRIPLATE. 
Ne. 130-AA — Known notionwide os LUBRIPLATE has honest to goodness sales appeal. 


bricant for open gears, 
s, wire rope, etc. 
This is the LUBRI- 
hot hos achieved . 
in the general 
Her bearings oper- 

ood ~ 5000 RPM and 
to 300 degrees F. 


the superior lubri 
heavy duty bearing 


run of boll 
oting at speeds 
temperatures UP 


LUBRIPLATE is not complicated to sell. The 
line is very simple in scope but yet adequate 
to deal with every lubrication need. LUBRI- 
PLATE salesmen are backed up by adequate trade 
journal advertising also the proper kind of 
sales promotion material . . . and of great 
importance . . . the personal assistance of 
very able sales and service engineers. 


‘i 
FALE Rs FROM coast TO con® » : & +” oa * 


‘Sup t 
YOUR crassirieD TELEPHO™ 





(ADVERTISEMENT ) 
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Industrial Production 


THe Counrtry’s Business still holds 
steady at a high level. Manufacturing 
activity again has quickened after a 
turgid summer season that saw indus- 
trial production fall off six points in 
the July-August period. (Durables 
were down 9 points at one time). July 
and August, however, have never been 
zood months on which to base calcula- 
tions for the future. The threat of a 
coal strike upset production in July, 
‘see the 9-point drop on the index for 
confirmation) and vacations in both 
months interfered with normal output. 
It must be remembered that 30.000.000 
wage earners now receive vacations 
with pay. 

These losses in industrial activity dur- 
ing the hot season, moreover, were off- 
set by an unusual flurry of consumer 
buying and a sudden surge in the con- 
struction industry, particularly in resi- 
dential building. The Department of 
Commerce reports that new construc- 
tion put in place in July-August scored 
« more than seasonal gain of almost 9 
percent above June. The upturn in 
building was reflected in price rises in 
Jumber and machinery for construction, 
gains that took a good deal of the 
“spring sag” out of both. Accountable 
in part for the new increases was the 
vovernment’s stepping up of export 
quotas for the third quarter. 

The new activity in consumer buying 
ean be traced to a number of contribut- 
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July* June July 
1947 1917 1946 


Total Production.......... 178 184 172 
Total Manufactures ...... 185 191 177 
DRIER osssssssecsees 2 a 
New-durable .....00 - lod WB Io? 
Biimeials scccccsseccceee I MB 





* These figures are preliminary and subject to 
minor revision on the basis of additional data. 





ing factors. Inventory buying at retail 
and wholesale is again on the increase. 
suggesting that purchasing agents have 
had another look at demand and have 
decided their stocks can stand replen- 
ishment, particularly in unbalanced 
lines. Department store sales, a good 
indicator of day-to-day business activ- 
ity, are higher than ever in dollar-vol- 
ume, though in volume of goods moved 
they are only equal to or slightly lower 
than the totals reached in the same 
period last year. The approaching 
holiday season is expected to bring with 
it another upsurge of buying but what 
will follow after troubles more than one 
executive. 

Another factor in the high rate of 
consumer buying is the worker’s earn- 
ing capacity. For the 16th consecutive 
month worker earnings were at record 
highs. The Bureau of Labor Statistics 
reports that hourly earnings in the first 
half of the year increased slightly more 
than 5 percent, despite a slight reduc- 
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tion in the work-week. This increased 
earning capacity, however, has yet to 
reflect itself in the Production Index. 
which slopes consistently downward 
since its peak last February. 

As of the moment there seem few 
indications of any marked change in 
the business picture for this year. 
Economists who earlier predicted a 
slump for the latter half of 1947 now 
express confidence that the country will 
vet through to 1948 without a substan 
tial setback. Most of them are agreed. 
however, that factors of cost and price 
are still the nation’s number two prob- 
lem. the number one problem being 
“exports”. 

American exports are, in fact. the 
problem confronting the country. First 
break in volume took place in June. 
when exports fell 12) percent. They 
were down again in July another 7 
percent: a total 19 percent fall in a 
short two months. Distributors. of 
course, are not yet affected and may not 
be for some time inasmuch as machin 
ery and tools are one of the “musts” of 
foreign purchases. But unless the 
“Marshall Plan” or some similar eco 
nomic stopgap is soon set in motion. 
distributors and their customer-manu- 
facturers will lose a sizeable market 
for their products, a market that ac- 
counts for a greater volume of business 
than the consumer and construction in- 


dustries combined. 











MEMO t° FSR 


Re: next ad in Mill Supplies 


Tell mill supply men about the Quality and Complete— 
ness of the "National" Line of Fasteners - (Show 
photo of 


NEW PACKAGES . wi n read labels, that 
make it easier 11 these quality 
fasteners - 


(Show cuts ° olor scheme On 
jabels- ) 


Special In additio e standard jine of 
Mention: polts, nu etc., 
"National j philli R da Head screws 
and polts.: 
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Guests forgot the heat when manufacturer’s men showed the new tool. 


After the demonstration, Carl 
Dirkes and salesmen such as Henry 
Cope had an opportunity to talk 
with guests, including Jack Bor- 


dick of Ford Motor Co. about the 
new tool’s many applications. 


linic Attendance Can Be Good 


Detroit distributor introduces impact tool on “hottest day of year" but, 


despite the heat, 200 


ROOF that it pays to give careful 

attention to pre-meeting details was 

furnished in Detroit recently when 
some 200 plant operating and purchas- 
ing men turned out to attend a product 
clinic despite the fact that it was the 
“hottest day of the year”. The clinic 
was sponsored by a Detroit distributor. 
Dirkes Industries, Inc., in collabora- 
tion with Ingersoll-Rand to introduce 
the manufacturer’s new electric impact 
tool. The meeting was held in the 
Leland Hotel. which was chosen as the 
spot most centrally situated and easily 
accessible to the majority of those 
invited. 

Carl Dirkes, president, and his sales- 
men made all the arrangements on in- 
vitations, which were extended “in per- 
son”. Each salesman was allowed full 
discretion in his choices. The invita- 
tions were extended originally a month 
before the meeting was scheduled to be 
held, thus giving prospective guests am- 
ple time to make plans to attend. On 
each return call, the salesman again 
mentioned “the party” and two days 
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attend, thanks to salesmen following up on invitations 


before, the meeting. Dirkes’ salesmen 
spent a good part of their time on 
phones, giving a last reminder and get- 
ting the final word from the few cus- 
tomers who were “doubtful”. In every 
case. of course, they tried to obtain 
firm commitments, emphasizing the 
| 


need for gauging closely the probable 


attendance. This attention to detail 


Sm 


° L at 
|e a Live nee 
wro wor ZZ 

mf 


A light touch was added to the 
identification tags which also gave 
the distributor a record of those 
who attended. 
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paid off before the evening was over. 

Special care was taken, also, to in- 
sure that visitors would find their way 
into the meeting without trouble; at the 
head of the main staircase in the hotel 
a neatly-lettered, good-sized sign was 
placed on an easel directing guests to 
“Dirkes Industries, Fourth Floor.” 

Two girls were on hand to greet visi- 
tors and to obtain their names and com- 
pany afhliations, which were written on 
small cards. These “tags” were in two 
-ections (see illustration) ; one portion 
for the visitor to attach to his coat o1 
shirt for easy identification, the othe: 
retained by the Dirkes company as a 
record of attendance. 

The room was fitted out in a definite 
plan, with emphasis on “seeability”. It 
contained eight tables, well-spaced in 
the room. each seating eight to ten 
persons. At the near end of the room 
was a bar. Here and there on the 
walls, hung at a height to insure that 
they could be seen from almost any 
point in the room. were 5-ft. tall pic- 

(Continued on page 162) 
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HOW TO KNOCK TOUG 


Another top performance by a BWH product 


When heavy, highly abrasive magnetite 
ore had to be whisked from hopper to 
hopper for refining, a leading foundry 
found BWH Bull Dog Ore Handling 
Hose the answer to a lot of tough 
problems. 


This hose, while highly flexible, is also 
amazingly durable. Multiple plies of 
heavy duck are wound over a tough one- 
inch-thick rubber lining. Beneath the two 
outer plies is a high tensile spiral wire 


embedded in high-quality rubber. 


Spaced to give the hose maximum flex- 


PLANT: CAMBRIDGE, MASS., wu ns Be 


ibility, this wire also adds strength and 
prevents kinking. 

Finally, a high-grade, age-resistant 
rugged rubber cover encloses both tube 
and carcass. Fittings are of the outside 
sleeve type, which means no metal has a 
chance to come in contact with the abra- 
sive ore, and service of the hose is there- 
fore greatly prolonged. 

With this BWH Ore Handling Hose 
on the job, ore and waste sand were ef- 
ficiently separated in a low-cost, trouble- 
free operation. 
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Bull Dog Ore Handling Hose is just 
one of the many quality products manu- 
factured by BWH. Whenever you require 
this or other types of industrial rubber 
goods, look to BWH for dependable rug- 
. and to BWH distributors for 
dependable service. 


gedness .. 


Bring us your toughest problems . . . 
we're specialists in solving them. Consult 
your nearest BWH distributor, or write 
direct. 


a ote. Bostol 








Mill Supply Club 
Formed in Northwest 


The formation of a Mill Supply Club 
representative of all the industrial dis- 
tributors in the Pacific northwest, an- 
nounced in these columns last July, is 
already well underway, according to 
latest report. Under the name “North- 
west Mill Supply Club”, jobbers in 
the Portland. Ore. area have launched 
this organization and elected officers. 

The gentlemen elected, all from the 
Portland area, include F. F. Holcomb 
of Woodbury & Co., president; V. P. 
Jones of A. W. Davis Supply Co., vice- 
president and Harold Cake of J. E. 
& Co., secretary-treasurer. 
Directors of the new Club include: 
Harry Arntzen of Marshall-Wells Co.; 
William Haseltine of J. E. Haseltine & 
Co. and John Derville of General Tool. 

The prime purpose of the club is to 
dopt uniform policies in meeting prob- 


Haseltine 


lems confronting the trade. 


Standard Equipment 
Advances Horan 


Harry Horan, formerly one of the 
store and telephone salesmen at Stand- 
ard Equipment & Supply Corp., of 
Hammond, Ind., has been moved up to 
the company’s outside sales force. 





M. C. Michener has joined Cragin & 


Co., Seattle, as purchasing agent. 


Ramsay Replaces Father 
At W. M. Pattison 


Thomas R. Ramsay, son of Thomas 
W. Ramsay, will replace his father as 
manager of the Marine Department at 
the W. M. Pattison Supply Co., Cleve- 
Mr. 


firm 47 


distributors. 
the 
years, will remain as its vice-president. 


land mill supplies 


Ramsay the elder, with 

Young Mr. Ramsay has been with the 
Oglebay Norton Co. for the past eleven 
years, having started with them in the 
mine accounting department in 1936. 
He went into the treasury department 
in 1937 and by 1940 was dispatcher of 
lake freighters. The following year he 
became the firm’s general purchasing 
agent. 





New District Managers 
Named By Walker-Turner 


The appointment of three new district 
managers, together with the reassign- 
ment of two territories, has been an- 
nounced by the Walker-Turner Co 

Henry H. Hobelmann will take over 
the west coast area, in charge of sales to 
distributors in California, Washington, 
Oregon, Arizona, Nevada and Idaho. 
Formerly, Mr. Hobelmann was head of 
the New England territory. 

S. Lou N. Lawrence has been moved in 
to manage the New England territory. 
which includes Massachusetts, Maine. 
Rhode Island, Vermont and New Hamp- 
shire. Mr. Lawrence joins Walker 
after four years in the Navy. 
Malek placed in 


of the territory covering Penn 


Turner 
Tom 
charge 


has_ been 
sylvania, Delaware, parts of Maryland. 
Virginia and West Virginia. 

Billy M. Keahey takes over 
Malek’s 
the District of Columbia and the re- 
mainder of Maryland, Virginia and 
West Va. Mr. Keahey was in the Ma- 
rine Corps five years. 


Mr. 


former territory, comprising 


The Southern area is now under the 
management of John Massey, also from 
the Marine Territory under 


his supervision includes the states of 


Corps. 


Florida, Georgia, and the Carolinas. 








ed 


John Massey 
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Henry H. Hobelmann 





S. Lou N. Lawrence 
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Tom Malek Billy M. Keahey 
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DRIVE: 
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DRIVES ae DRILLS up to 
” diam. in steel 





DRIVES WOOD AUGERS up to 
1” diam. in hardwood 





DRIVES HOLE SAWS up to 
314” diam.. in sheet steel 


Here's The “All-Purpose” Drill 


With Big Sales Potential 


The pictures tell the story of why the 
Black & Decker '!/,” Standard Drill leads 
in sales to electric tool users. The spindle 
speed is just right for all sorts of general 
purpose work in metal, hardwood, plas- 
tics, etc. repair 
and construction jobs. Perfect operating 
balance, weighs only 93/, lbs. Minimum 
spindle offset and horizontal spade 
handle designed for work in close 
quarters. And the tool is expertly built of 
first-quality materials to give years - 


. on maintenance, 


service. Universal (A.C.-D.C.) motor; 
standard voltage, 110; also available for 
32, 220 or 250 volts. 

We're selling your prospects on these 
most popular drills in our advertising 
this month in The Saturday Evening 
Post and leading trade papers . . . and 
sending them to you for more informa 
tion. So, now is a good time to go after 
this big, profitable drill market. The 
Black & Decker Mfg. Co., 617 Penn 
sylvania Avenue, Towson 4, Maryland. 


a> 
LEADING DISTRIBUTORS Ir Gein: ™> EVERYWHERE SELL 


beh 


PORTABLE ELECTRIC 


Devker- 


TOOLS 


HOLE SAWS: Cut clean, round holes in any material a hack saw will cut; 


SELL 4%” to 4” diameters. 
BENCH STANDS: Quickly convert your Portable Drill to drill press use 
ACCESSOR IES for accurate and heavy-duty work. 
RIGHT ANGLE ATTACHMENT: For drilling and boring around corners, in 
WITH close clearances. 


EVERY DRILL 
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PEED SCREWS: A mechanical “ 


in close quarters. 
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push”’ for constant, steady feed pressure 
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YOU AND YOUR SALESMEN don’t have to be walking 
encyclopedias to make big. steady profits selling Gen- 
eral Electric lamps. But there are certain basic G-E 
Lamp facts every salesman should know — and they 
pay off in hard cash when vou put them to work to 
build your business. 


IT’S EASY TO LEARN all vou need to know to sell more 
G-k lamps of all hinds. Just call or write your nearby 
General Klectrie Lamp district office. Tell ’em the ty pe 
of lamp business you're after, and they'll send or bring 
you the lamp information vou need. 


REMEMBER, IT PAYS TO SELL the full line of G-E lamps. 


FACTS to help you make more 





@ Fluorescent Lamps 


Phe commercial and industrial lighting market today 
is filled with A-1 prospects for G-E fluorescent lamps 
-more popular everyday beeause of their efficiency 
and their cool. comfortable light. Here’s a valuable 
booklet that tells you some of the amazing facts behind 
General Electric’s development of this useful. new light 
source. Ask for Bulletin Y-681. 


3 Infrared Lamps 


Looking for a new kind of industrial lamp business? 
Then youll want to size up the opportunities for selling 
(,-1. intrared lamps to customers who use radiant ovens 
for drying. heating. curing and dehydrating. This in- 
teresting folder is full of valuable data on infrared. Use 
it to make the most of this new sales opportunity, Ask 
for Folder Y-689, 


Whatever lamps you need 
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because they’re preferred by more and more people for 
all purposes, Your customers know the G-k monogram 
on a lamp means top quality—and G-E Lamp advertis- 


ing never lets ’em forget it! 


THE FOUR BOOKLETS SHOWN BELOW are typical of 
the helpful information that’s always available to put 
G-F lamps high on your list of profit-makers. Put these 
facts in your working kit. The more vou know. the 
more you sell. And the more G-E lamps you sell. the 
more you profit! 


General Eleetric Company. Dept. MIS-L0. Nela Park, 
Cleveland 12, Ohio. 






on the full line of G-E lamps 





56) Mercury Lamps 


Do vou have industrial prospects whose plants include 
big. high-bay shops—such as foundries, steel mills. 
power plants? Then you'll want to be “in the know” on 
G-E mereury lamps. They provide a highly efficient. 
concentrated light source that’s just right for illuminat- 
ing large areas with a few fixtures. Send for Mercury 
Lamp Bulletin Y-729. [ts just off the press! 


..QrE makes ‘em all 
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€ Filament Lamps 


Take filament lamps for granted? You'll look at these 
“old standby’s” in a new light when you see the full 
line of General Electric filament lamps in the newly 
reprinted G-E Lamp Bulletin. This is the bible of the 
whole G-i Lamp line. Get your copy and use it often 
to help vou sell more of the lamps that are constantly 
improved by G-E Lamp research to Stay Brighter Longer. 





G-E LAMPS 


GENERAL €2 ELECTRIC 





Cleveland Tool & Supply Entertains Its Suppliers 


a a 


\ 
“ 





Prominent among the guests at the Cleveland Tool & 
Supply outing were Bob Patterson, Lamson & Sessions; 
Henry Puckhaber and Lee Pugsiley, Cleveland Twist 
Drill; Alex Jack, Brown & Sharpe; Bob Locker and 
behind him Harry Ruhf, both of Cleveland Tool & 
Supply; Henry Blodgett, Minnesota Mining & Mfg. Co. 





The sky clouded up, but that didn’t phase John Harper, 
Parker-Kalon; Don Bryant, Western Automatic Ma- 
chine Screw Co; John Igoe, Pittsburgh Steel Co. or 
Ralph Fox, Cleveland Tool & Supply Co. They played 





and George Lemmerman, Cleveland Tool & Supply. 





Smiles were the order of the day. Scott Milliman, Bill- 
ings & Spencer; Dick Boltey, Cleveland Twist Drill; 
Karl Keefer, Dick Bingham, S. W. Card and Harry Cole, 


it through. 


Cleveland Tool & Supply; Bob Grimes, Brown & Sharpe; Al himself, all 


Dick Carson, Carson-Newton; and Oliver Wittich and 
Pete Duricko, both of Cleveland Tool & Supply. 


SOMETHING new in the way of out- 
ings was the party given recently by the 
Cleveland Tool & Supply Co. for its 
suppliers at the Kirtland Country Club. 
Guests for the day included manufac- 
turers’ salesmen who call on Cleve- 
land Tool & Supply and work with its 
salesmen, along with several executive 
members of the manufacturing firms. 

The total attendance was 73. and 
Harry Ruhf. host of the dav and the 
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members of his committee. Ted Lowles. 
general sales manager, chairman; John 
Coventry, assistant treasurer and George 
Lemmerman, purchasing agent. saw to 
it that everyone had a good time. 

All facilities of the Club were given 
over to the party members, including 
the dining room. recreation room and 
even the golf course itself. Golf and 
door prices were awarded and the fes- 


tivities included Juncheon and dinner. 
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That stack of chips belies the expression on Al Thorn- 
ton’s face. The opposition includes: 
mond Saw Works; Harry Robertson, Bob Locker and 
of Cleveland Tool & Supply; Hank 
Pasternak, Western Automatic Machine Screw; and 
Bob Bergstrom and Ralph Johnson, of Norton Co. 


Bill Kerry, Dia- 


Well-Known Canvas Firm 
Changes Its Name 


With its incorporation under the laws 
of Illinois. Canvas Products Co. ha- 
changed its name in line with the in 
creased scope of its operations. It is 
now known as Canvas Fabricators Ini 
651 W. Fulton St.. Chicago 6, Ill. Prod 
ucts fabricated include tarpaulins and 
canvas products of all types. 




















Distributors... you can sell Therm 1) 


for all applications... 


LULL 
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V-Belts 








to the largest rock crushers... 


Power transmission engineers know the many 
advantages of V-Belt drives . . . compact, noise- 
less, positive, economical, ete. Experience has 
proven that additional advantages are derived 
—at no increase in cost—when Thermoid 


V-Belts are on the job. 


Great strength, long life and uniformity are all 
built into Thermoid F.HLP. (Fractional Horse- 
power)and Multiple V-Belts, because every belt 
—from raw materials to finished product—is 


manufactured under the most exacting controls. 


Distributors ! 


Thermoid backs its line with generous advertising coverage. 


Thermoid directs business toward Distributors by constant references 


to them as vital links in the chain of sales effort. 


Thermoid provides attractive merchandising displays for V-Belts. 


Correspondence is invited from Distributors in territories not adequately 


covered, The Industrial Dept., 


her 


Thermoid Company, Trenton, N. J. 


Thermoid Company °: Trenton, N. J., U.S.A. 
Automotive + Industrial + Ofl Fleld + Textile Products 





it’s Good Business To Do Business With Thermoid 
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The explosion and fire of the River-boat “Island Queen” in Pittsburgh, Pa. 
left her a shell of twisted steel—and smashed every window in the plant 
of Somers-Fitler & Todd Co, seen just behind her. Only jagged bits of glass 
were left to endanger passersby. 





J. Linn Wilson, salesman for Him- 
melein & Bailey division of The 
Shingle Leather Co., at Camden, 
N. J. receives the “20-Year Club 
Award” from L. H. Shingle, com- 
pany president, marking his second 





decade with them. The accent was on safety in the arc welding display of Boyer Campbell 
Co. at the annual meeting of the Michigan Safety Council in Detroit. 
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The entire scales organization of Manheim Belting & Mfg. Co., Manheim, 
Pa., attended the company’s recent sales conference in Lancaster. First 
row: B. E. Wurtmann, vice-president, Railway Sales; H. E. Ginder, super- 
intendent; N. B. Kelly, president; C. A. Best, vice-president and secre- 
tary; V. K. Alexander, sales manager. Second row: O. B. Packard, San 
Francisco; C. A. Pfisterer, Chicago branch manager; D. A. McKeever, 
Port Arthur, Texas; D. R. Peffer, Columbus, Ohio; A. S. Basten, Spring- 
field, Mass.; W. C. Carolan, Kansas City, Mo.; W. F. Horne, Seattle; 
J. G. Parsons, Pennsylvania. Third Row: F. H. Feldhaus, export manager; 
assumed his duties as special assistant S. B. Flint, N. Y.; W. H. Martin, Canada; D. R. Horen, Detroit; R. G. 
to G. L. Herrick, president of the com- Prouty, New England; D. H. Taylor, Los Angeles and A. B. Geerken, 
pany. Baltimore. 





Elwood M. Jones, Jr., former vice- 
president and general sales manager of 
the Rubberset Co. has been elected ex- 
ecutive vice-president and has already 
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WHILE WE DELAY— 


Russia Drives for the Atlantic 


west of the Iron Curtain it is later than 

you think. Unless the United States quickly 
mobilizes its own and other nations’ resources, 
World War II will be lost as World War I was 
lost — by no economic follow-through. 


|’ THE STRUGGLE to keep western Europe 


Millions of people in western Europe, living in 
cold homes or no homes at all, face another winter 
of near starvation. Some countries are absolutely 
without dollars to buy abroad the food and fuel 
they need for survival. Others slide toward that 
desperate state. 

In this welter of misery Russia grasps for do- 
minion over all Europe. Everywhere, as cold and 
hunger deepen and as men begin to doubt Amer- 
ica’s determination to help, Russia turns on the 
pressure. In France the Communists drive to over- 
throw the Government. In Italy they do likewise. 
In Greece Russia kills the United Nations investi- 
gating commission, In Trieste Tito elbows us out 
of the way. In Germany and Austria the Soviet 
commanders alternately stymie and flout the Allied 
governments. 


FACED WITH this bloodless attack, the leaders 
of western Europe and of the United States 
have not covered themselves with glory. 


Look, for example, at what the sixteen Euro- 
pean countries participating in the Paris meetings 
on the Marshall “plan” first proposed to the 
United States as a catalog of their needs. In the 
main it was simply an adding up-to $30 billion 

-of what the various countries thought they 
needed to keep going in the same old way at the 
same old stands. There was no real start on plans 
for the mutual aid by European states which is 
the essence of a successful recovery program... 
no real start on plans to knock down the barriers 
which divide European trade into hopelessly in- 
adequate little pockets...no real plans to clean 
up currencies which deteriorate so fast nobody 
wants to work for them. In fact no plans to make 
people want to work. 

Meanwhile, what have our leaders offered? Not 
much more than one fine commencement speech by 


General Marshall, outlining a good idea, and a couple 
of carloads of statistics, with more to come. 

Not even a beginning has been made on the 
most crucial part of any European aid program - 
that of explaining to the American people what 
their part must be and why. It is true that not all 
the reports of all the statistical committees have 
been completed. They never will be. But it is also 
true that the broad outlines of what the United 
States must do to save Europe are already clear. 
And it is not simply to provide more dollars, al- 
though $12 to $16 billion more—-the cost of 6 or 8 
weeks fighting in World War II— may be required. 

A far more basic requirement is leadership which 
will lift Europe out of the slough of despair and get 
recovery rolling. Without that leadership more 
billions for Europe will buy us nothing but more 
bitterness and remorse on both sides of the Atlantic. 


WHAT ARE the ingredients of that leadership? 
Here are a few: 


1. A bi-partisan program for European 
recovery. 


It should be so thoroughly understood and 
so overwhelmingly supported by both parties 
that playing politics with it will be like selling 
military secrets to the enemy. 

Truman and Vandenberg have failed mis- 
erably to develop and explain a complete pro- 
gram-——-one in which Europe and America can 
have full confidence. Nor have Taft and Dewey 
and other candidates for high office pledged 
that politics will stop at our shoreline. These 
men must speak out. To date Herbert Hoover 
alone has had the courage and vision to state 
a program. 


2. A mobilization of American food supplies. 


We must assure people at home and abroad 
that our crops, cut down by drought and 
heat, will be stretched to cover minimum 
European needs (with whatever help we can 
muster from other nations) without forcing 
still higher food prices here. 

Some food experts are comfortably con- 
fident that the stretching can be done. But 





meatless and wheatless days, higher extrac- 
tion of flour from wheat and similar volun- 
tary conservation moves would make it surer. 
And they would demonstrate that a free 
country can mobilize itself to meet a very 
serious crisis. 


3. An understanding that relief is one problem 
and recovery another. 


Both problems must be solved. Relief emer- 
gencies must be met, some of them at once. 
But they must not black out the longer task 
of recovery. Italy illustrates the point. Italy, 
particularly the south, is flat broke. Help is 
needed right now to keep people from dying 
in the streets. But we must eventually do 
more than keep the Italian people alive. We 
must help them get back to useful work so 
that they can stand on their own feet. 


4. A steady insistence on results— which means 
that Europe must find a way to make its people 
want to work. 


In the U.S.S.R. they have a way to get 
things done. It is to liquidate those who do 
not work. In the U.S.A. we have a way to 
get things done. It is to create incentives to 
make people want to work. Western Europe, 
notably France and Britain, has fallen be- 
tween two stools. It has socialized away the 
incentives, and it does not yet, thank heaven, 
enslave the laggards. We should make it crys- 
tal clear that we have no designs on the na- 
tional “sovereignty” of others. But we should 
make it equally clear that we insist that those 
countries which receive our aid work hard 
enough to get results. To this end continued 
aid should be on an installment plan, each 
installment conditional on getting results. 
Otherwise more billions can easily disappear 
down the drain. 


5. Insistence on all-out self-aid by European 
countries. 


That is the constructive core of the Mar- 
shall idea—to help Europe to help itself. In 
his brilliant “Report on Germany” and how 
to get it “off the backs of the American tax- 
payer,” Lewis H. Brown, Johns-Manville 
Chairman, shows how the export of only 10 
million tons of coal a year from Britain to 
western Europe would speed industrial re- 
covery of the Ruhr immeasurably. There are 
countless other cases where effort in one 
European country—or a group of countries 


—will break a big industrial bottleneck in 
another. We should insist that everything pos. 
sible be done to see they are broken. 


6. An agreement with Britain and France giy. 
ing us authority in western Germany equal to 
our responsibility. 


Britain is shifting to us most of the financial 
burden she has been carrying in the German 
occupation. Less directly we shall also be car- 
rying much of the French occupation load too, 
We must have authority in the economic field 
commensurate with our responsibilities. Other- 
wise the management of western Germany 
can poison Anglo-American and Anglo-French 
relations in addition to wasting resources 
we could use to promote general European 
recovery. 


It is truly said in the scriptures that the Lord 
loveth a cheerful giver. But it is not recorded any- 
where that anyone, including the recipient, loves 
a soft-headed giver. Hence as a capstone any pro- 
gram of aid for Europe should have machinery 
assuring that only what is needed is sent; that 
what is sent does the job for which it is sent; and 
that arrangements are made for the recipients to 
pay back whatever they can. 


THE AMERICAN PEOPLE should be told 
clearly by their leaders that there is no assur- 
ance that the best possible program of eco 
nomic aid for Europe will do the job. The time 
is very late. 


In France and Italy, as our help falters, the Com- 
munists right now are provoking strikes which will 
make the people’s suffering more acute. They hope, 
of course, to overthrow the governments in both 
those countries and to seize control. If Communist 
dictatorships are clamped on France and Italy this 
fall, Russia and her satellites will have advanced 
to the Atlantic. The Iron Curtain will have moved 
500 miles west — toward us. 

Americans should be clearly told, therefore, that 
not to undertake an immediate program for the 
recovery of Europe is to bring closer the greatest 
possible national disaster—- World War III. 
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WHAT YOUR CUSTOMERS GET 


easy -lo-operate hoist that lifts faster, does 


\ simple. 





more work per day, speeds the handling of 


material, cuts their cost. 


WHAT YOU GET—The following out- 


standing sales advantages: it is the only 
hoist equipped with a positive load brake 
and exclusive air-cooling design. Rugged 
power. Comes in capacities from 14 to 
12 tons. 

And to give yourself extra hoist divi- 
dends, sell the Yale Spur-Geared Hand 
Chain Hoist, Midget King Electric Hoist 
and the portable Pul-Lift, “indispensable 
th ti tool of industry.” Keep yourself informed 
YALE HOI 
SALES wee SERVICE 
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Your Distribute 


about the “hoists that are in demand.” 
oo Address: The Yale & Towne Mfg. Co., 


~ ia 1530 Tacony Street, Philadelphia 21, Pa. 
















MATERIAL HANDLING MACHINERY 


CUTS PRODUCTION COSTS...SAVES TIME...SAVES EFFORT...PROMOTES SAFETY 
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Nalesmanship as a Profession 


N order to give my audience an ade- 

quate understanding of my = ap- 

proach to the whole subject of sell- 
ing, perhaps it would be wise to begin 
with an Author’s Preface. 

1 was brought up in a home where 
the atmosphere that surrounded me 
was almost wholly that of the Profes- 
sions as they were then known; namely. 
Ministry, Law, Medicine and Educa- 
tion. My Father was a Minister of the 
Gospel; my Mother’s Father was Pas- 
tor of the old Free High Church in 
Edinburgh. Seotland; my Uncles were 
mostly either Lawyers or Ministers; 
two older brothers were Lawyers. 

When I finished College I had a few 
debts to pay and I turned to teaching 
as the profession at which I could 
most quickly earn a living and a little 
something to spare. After two years 
of teaching and after having established 
in my own mind that I could always 
earn a living in that profession, I 
yielded to the urge of adventure—an 
unreasoned but compelling desire to 
strike out into the unknown World of 
Business. 

Having selected The Goodyear Tire 
& Rubber Company as the concern for 
which I wanted to work. it was quite 
typical of my innocence that T wrote 
to the President of the Company and 
asked for an interview. It was typical 
of Mr. F. A. Seiberling. the then Presi- 
dent of the Company, that he answered 
promptly and invited me to come and 
see him. 

An amusing incident in the inter- 
view that ensued is worth recounting 
because of its bearing on today’s sub- 
ject. After some general talk. Mr. Seib- 
erling asked me if IT had had an Engi- 
neering education. When I replied in 
the negative he said. “That means you 
wouldn’t do for the factory.” Then he 
followed with the natural cuestion.“ Can 
vou sell?” T said. “No. T am quite sure 
T couldn't sell.” whereupon he exploded. 
“What in the world can you do?” 
which was a somewhat embarrassing 
cuestion, because I was just as much 
in the dark about that as he was. 

Despite that somewhat inausnicious 
beginning. I did finally get a job at 
“College man’s flat rate”—$50 a month. 

The point of this incident is that T 
instinctively shied away from the 
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By R. S. 


WILSON 


thought of becoming a salesman. There 
was inherent within me a feeling that 
selling was not a strictly honorable 
trade; that.a salesman could not be a 
successful salesman without sacrificing 
something either of his self respect or 
his integrity, or both. 

Certainly there was no sound basis 
for this feeling. I attribute it mostly 
to my lack of acquaintance with the 
world of business, to the atmosphere 
of the professions in which I was 
brought up. But I don’t think I was 
alone in thus regarding selling at that 
time. In fact. I think I reflected a not 
uncommon attitude in those days. 


What the Public Thinks about 
Selling 


As a matter of fact. while selling 
has increased very considerably in 
dignity in the past thirty-five years. 
it is still popularly regarded as far be- 
low the recognized Professions in the 
matter of honor, desirability. remuner- 
ation, respect and the other things that 
go to make up this vague thing we call 
“Success” in life. 

To determine accurately how the 
public rates Selling. the Market Re- 
search Co. of America was commis- 
sioned to make a check in four places 

Indianapolis, Indiana. Wichita Falls. 
Texas: American Ford. Utah: and 
Dunbarton, New Hampshire. The pur- 
pose of the study was to compare the 
male public’s concept of a Salesman 
with their concept of men in other oc- 
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cupations. Proper care was taken to 
distribute the interviews in a_repre- 
sentative manner across the various 
kinds of occupations and income levels. 

The respondent was handed a card 
which listed seven occupations as fol- 
lows: Physician, Salesman Selling to 
Tire Dealers, Bookkeeper, Lawyer, Life 
Insurance Salesman, Worker in Auto- 
mobile Factory, Department Store 
Clerk. After the respondent had been 
given an opporunity to review these oc- 
cupations in his mind, the interviewer 
read in turn each of thirteen questions 

the respondent being given time to 
select the “Most” and “Least” answers 
from the card in his hand. 

The analysis of the answers would 
make a very interesting paper in itself, 
but I shall not take the time on this 
occasion to do anything more than sum- 
marize the results of the interviews. 

In answer to the question. “Which 
of these occupations has the highest 
standing in the community?” the three 
selling classifications, namely, “Sales- 
man Selling to Tire Dealer,” “Life In- 
surance Salesman” and “Department 
Store Clerk”, got 3% of the votes. 
The two Professions, “Physician” and 
“Lawyer,” got 94%. 

In answer to the question, “Which 
of these occupations works the hard- 
est?” the Life Insurance Salesman and 
Salesman Selling to Tire Dealers com- 
hined got only 5% of the votes. 

In answer to the question, “Which is 
likely to lead the most moral life?” the 
Life Insurance Salesman and_ the 
Salesman Selling to Tire Dealers got a 
combination of 4% of the votes. 

One of the questions showed a sig- 
nificant break in favor of one class of 
salesman. 

In answer to the question. “Which of 
these occupations offers the most op- 
portunity for advancement?” the Life 
Insurance Salesman got 21% of the 
votes—second only to the Lawyer. who 
got 23% of the votes. The other classes 
of Salesmen didn’t rate so well, how- 
ever. 

But when it came to the pay-off ques- 
tion, “Which of these lines of work. 
assuming you have a son. would you 
rather have him enter?” a most sig- 
nificant fact was that the Professions 
simply walked away with the contest. 
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Lawyers combined 
vot 8306 of the votes. 
Selling to Tire Dealers and the Life 


Physicians and 
The Salesman 
Insurance Salesman got 8°% of the 
-just equal to the 
total of votes cast for the Bookkeeper 
and the Worker in an 


votes - combined 
Automobile Fac- 
tory. 

This same list of questions was asked 
of approximately 500 
Ohio State University College of Com- 
Here, even 
had chosen to study Business, the an- 


Freshmen in 


merce. among men who 
swer to the pay-off question was about 
the same. 

The answers to the question, “What 
would you like to have your son do?” 
gave the three forms of selling only 
7% of the votes; the two Professions 
getting 89°% of the votes. 

A careful study of this well-done re- 
search assignment brings one to the 
over-all conclusion that Selling as an 
occupation is still far below the Pro- 
fessions in public esteem. It is even 
regarded by some as unnecessary—and 
by too many as “just another job.” 


A New Look at Selling 


There is need for a new look at 
Selling. Too long has Selling been 


looked down upon. Too long has Selling 
been traduced by its own members. 
Consider the commonly used phrase 
“The Selling Game” as if selling were 
a sport instead of a Profession; and 
“Put over a deal” with its connotation 
of getting the best of the other fellow. 
reached 


Here in America man ‘has 


probably the highest point in his up- 


ward struggle towards _ civilization. 
American business—what we call 


“American Free Enterprise” is largely 
responsible for the high standards of 
living in this country of ours. And the 
Professional Salesman 
and will 


Salesman—the 

is now—always has been 
be more so—the scout, the leader, the 
interpreter, the intrepid trail-blazer of 
American business. 

Most of the books on Selling begin 
by pointing out that everyone from the 
cradle to the grave is in some way or 
other a salesman: the baby sharply 
calling attention to his needs by ery- 
ing; the young swain selling his pro- 
posal of marriage to his best girl; the 
preacher selling religion to his con- 
gregation. 

That sort of generalization is the 
exact opposite of what we need. What 


we need is definition —classification— 
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“SALESMANSIIIP AS A PROFESSION” is one of the most thought- 
provoking and constructive articles that has come to our attention in a 
long, long time. It is an article that not only discusses salesmanship in 
its broadest sense but, at the same time, provides salesmen with an 
opportunity to evaluate their own abilities. 

The article was delivered by its author, R. S. Wilson, as this year’s 
Charles Coolidge Parlin Memorial Lecture. 
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Publishing Co. lt 
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a set of standards. 

In effect, one might as well say every- 
body is a Doctor—pointing out that 
when a child pricks its finger, it sucks 
the finger to disinfect it; the preacher 
gives a prescription to cure our mental 
sickness; the automobile mechanic doc- 
tors a sick motor, ete. 

No, what we need is not generaliza- 
tion. What we need most of all is a 
set of standards for setting apart the 
Professional Salesman from the ped- 
dler, the hit-and-run 
salesman, just as there was need in the 
Middle Ages for setting up standards 
of Medicine, setting apart the Profes- 
leech, the 


drummer, the 


sional Physician from the 
Barber, the Witch Doctor. 

The Professional Salesman is emerg- 
ing from the mists of the Industrial 
Age. He is still a vague figure; he 
needs to be given form and substance. 
The Profession needs to be systemati- 
cally outlined so that young men may 
seek it out carry 
it on to new heights of perfection. 

The need for 
lined by the fact 
University or College today that has a 
fact. | know of 
one prominent School of Business Ad- 
that 
one Semester course in Selling! 

Let us then take a new look at Sell- 
ing. Let us try to define and de-limit 
some of the broad terms—let us de- 
fine, at least for the purposes of this 


measure up to it 
delineation is under- 
that I can find no 


Major in selling. In 


ministration does not even have 


paper, the word “Salesman.” Let us 
define, at least for the purposes of this 
Then 


having gotten fairly in mind, what we 


paper, the word “Professional.” 


mean by “Professional Salesman,” 


let us examine the pressing need 
for the Professional Salesman today: 


how that need may be gradually filled. 
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and finally, what contribution the Pro- 
fessional Salesman of the future may 
well-being of 


make to the general 


America. 
What is a Salesman? 


We will not 


deeply 


take the 
into the 


time to go 
history of selling, 
sketch in 
some historical background if we are 


but it is necessary to 
reach an adequate definition of a Sales- 
man, 

We will skip over the ancient and 
mediaeval history of selling, interest- 
ing though it is, and come down to 
selling in America. The earliest class of 
salesmen we find in America was the 
Yankee Traders. Coming from the more 
New States, they 


represented an area which could enjoy 


industrial England 
economic prosperity only if it could 
sell in a distant market what it made 
at home. Peddlers loaded their carts 
with tinware and other locally made 
goods supplemented by English impor- 
tations and went to the “West”—ped- 


dling from farm to farm the stocks 
which they had brought from New 


England. These early salesmen made 
a real contribution to the development 
of civilized life. They made life more 
comfortable for the settlers; they 
brought news from the outside World. 

While some manufacturers sent out 
peddlers, others were slow to grasp 
that idea. Rather they sat in their es- 
tablishments in the wholesale centers 
and waited for the trade to come to 
them. It was customary for the country 
merchant to visit the market once or 
twice a year and to buy his stock, but as 
wholesalers be 


competition between 


(Continued on next page) 
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SALESMANSHIP AS A PROFESSION (Continued) 


came more severe, the practice of send- 
ing a greeter to the hotels where the 
country merchants were housed, came 
into practice. 

Soon this practice was stepped up 
by having these greeters visit the on- 
coming trains and there secure the first 
contact with the country merchant. 
The name “Drummer” which was at- 
tached to the traveling salesman for 
many years came from this practice, 
since these men were said to be drum- 
ming up trade for their respective 
houses. A new York newspaper said 
in 1856, “The habit of drumming for 
customers is now almost universal; yet 
it is often disagreeable, sometimes 
quite disgusting and always to be dep- 
recated.” 

The next logical step came soon. It 
took the form of an enterprising drum- 
mer who was too restless to wait at the 
station for the merchants to come in. 
He took a train to a station outside the 
city, there boarding the train carrying 
his customers. Little by little these 
men went further from home and soon 
they were calling on the merchants in 
their stores. The traveling salesman 
was an established part of the trend of 
the day. 

For many years after the traveling 
salesman ‘became an accepted fact, 
there was an amazing lack of ethical 
concepts. Sharp practice was common. 
Buying and selling were a battle of 
wits, 

There was little recognition of the 
opportunity, if not the obligation, to 
help in resale. The principle of caveat 
emptor was paramount with this class 
of traveling salesman, and hence I shall 
refer to them as Caveat Emptor Sales- 
men. 

Gradually certain ethical standards 
began to emerge. Certain manufac- 
turers began to put their name on 
their product and back the quality with 
an honest guarantee. Retail merchants 
began to introduce the’ plainly written 
price tag and the one-price policy. 
Some salesmen began to regard the 
ultimate satisfaction of the customer 
as more important than the immediate 
sale. 

Getting down to the definition of a 
Salesman, we might cynically define 
the Salesman of the early days as 

“One who persuades you to buy 
something you do not want for 
more than it is worth.” 


124 


(As for the modern Salesman, there 
are as many definitions as there are 
Sales Managers. Of all these hundreds 
of definitions for Salesmanship, the one 
I like best is the one attributed to John 
Wanamaker: 

“Salesmanship is the art of so suc- 
cessfully demonsirating the merits 
of the goods and the service of a 
house that a permanent customer 
is made.” 

But the difficulty of getting an ade- 
quate definition of a Salesman is 
caused by so many different classifica- 
tions, such as Retail Salesmen, Whole- 
sale Salesmen, Inside Salesmen, 
Traveling Salesmen, Telephone Sales- 
men, etc., ad infinitum. 

In order to narrow the problem of a 
definition, | have adopted the classifica- 
tion used by the U.S. Department of 
Labor. They divide Salesmen into 
three general classifications: 

Sales Clerk—usually stationed be- 
hind a countex, where his chief task is 
to receive cash payment for the articles 
selected by the customer, wrap the ar- 
ticle and give it, together with any 
change, to the customer. 

Sales Person—applied to jobs that 
involve no solicitation of the customer 
but that usually do require, to a greater 
or lesser degree, a special knowledge 
of the merchandise sold. The sales per- 
son is generally stationed on the sell- 
ing floor, where he displays, explains 
and sells merchandise to interested in- 
dividuals. 

Salesman—applied to jobs that in- 
volve a personal solicitation of the cus- 
tomer by the selling agent, frequently 
outside of the store. In general, sales- 
men sell a high-priced article and must 
he able to persuade indifferent pros- 
pects of its desirability. 

There are various kinds of Salesmen 
and they derive from the early Ameri- 
can history of selling. 

1. The peddler. He carries his own 
wares or a thick catalog which he 
thumbs through page by page. 

2. The drummer. He is the glad- 
hander, the commercial ambassador. 
He is the man who says, “I hate de- 
tail” which really means. “I hate the 
hard work of thinking.” 

3. The caveat emptor. He is the once- 
over boy, the hit-and-run salesman; 
changes jobs about as often as he 
changes his suit, interested in only his 
own immediate profit. 
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b. The Professional Salesman—now 
beginning to emerge. He seeks out 
the one who has a need and brings him 
in contact with the one who can sup- 
ply that need best. to the lasting mutual 
advantage of all three. 


What is a Professional? 


The earliest use of the word “Pro- 
fession” recorded by the Oxford Eng- 
lish Dictionary dates from 1541. There 
is no corresponding term in = any 
language of the ancient World. 

In Greece the lawyer was not spe- 
cially trained, but usually the litigant’s 
friend, 

In the Roman Empire, the physician 
was generally a slave attached to a 
rich man’s household. 

The Universities of medizeval Eu- 
rope were training schools for work 
of a kind that we now classify as 
professional. 

The Professions, like the Universi- 
ties, were at first co-extensive with the 
Church. All University 
students were ecclesiastic (at least in 


mediaeval 


name); some specialized in medicine, 
some in law, others in an ecclesiastical 
career or teaching. 

So long as the Church maintained its 
predominance, the various professions 
for which the Universities trained 
members did not become clearly dis- 
tinct, since all professional men were 
ecclesiastics. As the culture of the 
middle ages ‘slowly shed its religious 
character, the professions formerly 
within the Church emerged from it. As 
they did so, they became organized. 
Thus, the Royal College of Physicians 
of London was founded in 1518. 

By the 18th Century, law, medicine 
and divinity—the learned Professions 

had attained an independent status 
and organization. 

The 1940 census lists twenty-two 
classes of what they call Professional 
Workers. Many of these classifications, 
however, are really sub-divisions of 
other classifications. Grouping them 
'roadly. there are just nine: Clergy- 
men, Physicians, Lawyers, Educators, 
Engineers, Writers, Actors, Artists and 
Musicians. 

There are a number of very interest- 
ing definitions of a Profession, but 
Webster’s Dictionary gives as good a 
one as I have found: 


(Continued on page 128) 
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MODEL 7190 





@ It's a portable electric grease gun with rubber 
tires, easily rolled on rough floors, and in 
cramped spaces. 







@ Ideal for any industry, large or small. 





@ Delivers fast, positive lubrication, even to hard- 
to-reach bearings, at pressures up to 5000 Ibs. 


@ 25-lb. capacity. Handles any lubricant that 
seeks its own level in the container. 


@ Powered by a ‘3 H.P. 60 cycle A.C. motor. 


@ Has 12-ft. electric cord that enables oiler to 
easily lubricate a group of machines at one stop. 











@ Comes completely equipped with ‘6-ft. high 
pressure hose and control valve with hydraulic ‘ 
coupler. No plant is too large or too small to enjoy the cost 
@ Saves time and money by speeding-up the cutting benefits of this new Alemite Electric Powergun. 
handling ond application of lubricants. Already, it has opened up new avenues of sales for hun- 
dreds of equipment salesmen. 
STEWART 
W + | . oe P ; 
Available Now. You can promise immediate delivery 
. A i EM I i E —and best of all you can offer a modern lubrication 
method that will reduce costs and help pay for the unit. 
Modern Lubrication Methods For additional information, write to Alemite, 1886 
That Cut Production Costs Diversey Parkway, Chicago 14, Illinois. 
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Stop, look and listen! Yes... and cash 
now on two of the fastest moving produf 
ever offered by Coffing. Here’s a new, 
to use Hoist-Jack and an amazingly versal, 
“MIGHTY-MIDGET” Puller. They are bd. 
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sales in dozens of markets. 

Check the features of each. Open y 
eyes to the better, faster way they han 
scores of jacking or pulling jobs. Sell th 
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“twins” and you sell savings in time, in 4 Th 
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ciency and in muscle power. Both 
compact, flexible and portable — yet rug 


tite today 


enough to stand up and take it on tough jo 
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ETY-PULL 
AIN HOIS 


Double value for you in these new Coff 
“twins” —extra sales and profits. Plan To! 
to cash in on both! 
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ROMOTION POWERED 
FOR ACTION! 


(offing is going to celebrate these 
ins” with the biggest and best pro- 
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lion campaign in company history 
and that means plenty of SALES 
LP for you. Advertising in leading 
‘Bblications will put the spotlight on 
of the features that give these prod- 
s sales power in many markets, 
wstrated folders describe each in 
ail, The promotion is there; the 
rk-up is good; we're set to go! 
@ite today for full information, 
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OTHER COFFING PRODUCTS 


E COMPLETE COFFING LINE includes 


HIY-PULL HOISTS © QUIK-LIFT ELECTRIC HOISTS * SPUR-GEARED 
KINHOISTS © SAFETY LOAD BINDERS + - 1-BEAM TROLLEYS 
e UTILITY MAINTENANCE TOOLS “ab 


© COFFING HOIST COMPANY 
=m DANVILLE, ILLINOIS 
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SALESMANSHUIP AS A PROFESSION (Continued) 


“Profession—a calling in which one 
professes to have acquired some special 
knowledge used by way either of in- 
structing, guiding or advising others or 
of serving them in some art.” 

President James Bryant Conant of 
Harvard University offers this illumi- 
nating criterion for judging the Profes- 
sional: 

“The difference between a trade and 
a profession is that the trader frankly 
carries on his business primarily for 
the sake of pecuniary gain while the 
members of a profession profess an art. 
their skill in which they place at the 
public service for a remuneration, ade- 
quate or inadequate, but which is truly 
an end in itself. The Professional man 
finds his highest rewards in his sense 
of mastery of his subject. in the absorb- 
ing interest of the pursuit of knowledge 
for its own sake, and in the contribu- 
tions which, by reason of his attain- 
ments, he can make to the promotion of 
the general welfare.” 

In this discussion of what is a Pro- 
fessional, I wish to emphasize the 
difference between “a member of a 
profession” and the true Professional. 
Merely being a member of a profession 
does not in itself guarantee that a man 
will remain a Professional. You and I 
can think of Physicians who have never 
advanced their knowledge beyond what 
they learned in Medical School. You 
and I can.think of Lawyers who are 
not so sharp today as they were the day 
they passed their Bar examinations. 

The true distinguishing mark of a 
Professional is the constant aspiring 
towards perfection. 

In talking to the people within our 
own organization from time to time I 
have defined a Professional as one who 
studies and practices. studies and prac- 
tices constantly until he approaches 
perfection in his chosen calling. 

And so we come to the delineation of 
a Professional Salesman. Here we can- 
not be confined to the strict limitation 
of a definition. We must rather accept 
the broader outlines of a word sketch. 

The Professional Salesman is a man 
who. first of all, has made Selling his 
his life work. In this 
he is unique. because most men who 
have the title of “Salesman” did not 
choose to be just 
happen to be salesmen. Selling is not 


chosen calling 


salesmen—they 
a calling with them, It’s just a job. 
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The 
man to whom true service is of para- 
mount importance. To quote Henry S. 
Dennison: 


Professional Salesman is the 


“A Professional combines science 


znd common sense into an art accom- 
panied with a motive of service greater 
than that motive of service to self and 
also having a loyalty to a code of 
ethies.” 

The Professional Salesman is a man 
who is constantly studying to improve 
his proficiency. I am thinking of a sur- 
geon whom I know well who personifies 
to me the Professional attitude. I met 
him at lunch one day not long ago and 
he told me he was leaving by plane that 
for Dallas. Why? He had 
read in one of the Medical Journals of 


afternoon 


a surgeon in Dallas who had performed 
a delicate cheek bone operation in a 
manner that was new to him. He imme- 
diately called the Dallas surgeon on the 
telephone—found he was to perform 
such an operation the next day. so he 
dropped everything and left by plane 
to watch the operation and learn a new 
technique. This friend of mine was 56 
years old when this incident occurred 
and to the end of his career he will go 
on studying and practicing to improve 
his proficiency. He is a true Profes- 
sional. 

The Professional Salesman is a man 
who recognizes there is no substitute 
for hard work. Charles Kettering puts 
it this way: “I think this ‘know-how’ 
we talk about is eternal practice, prac- 
Dr. Paul Ivey says, “If 
you want success in any profession you 
have to pay the price for it; that means 
work.” 


tice, practice.” 


The Professional Salesman is a man 
who above all else maintains his own 
independence. 
In the final analysis. this matter of in- 


self-respect. integrity, 
tegrity is the sine qua non of the true 


Professional. I know of no man to 
whom I would give the title “Profes- 
sional” in any line who would sacrifice 
his own. self-respect either through 
coercion or for the hope of gain. 

In this connection I recently made 
an interesting study. It occurred to me 
that the man best qualified to describe 
a Professional Salesman would be the 
Purchasing Agent himself. So I com- 
missioned the R. L. Polk Company to 
send a simple postcard questionnaire to 
500 leading Purchasing Agents. The 


postcard asked this one question: 
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“Think specifically of the best sales- 
man representing any Company who 
calls on you and tell us briefly why 
you consider him the best.” 

That the Purchasing Agents were 
interested in the subject was evident 
from the fact that over 30% replied— 
a very satisfactory return. I purposely 
made the question broad so that the 
Purchasing Agents could use their own 
words. 

It wasn’t hard to classify the answers 
in broad categories, and here is the 
significant thing: Over 50% of the 
reasons given as to why the best sales- 
man was “Best” centered on the man 
himself. Not knowledge of the product 

not personal service—not entertain- 
ment—but the man. 

Such adjectives abounded as “De- 
“Sincere,” “Honest.” 
“Considerate.” “Intelli- 
gent.” “Loves-his-job.” To anyone who 


pendable.” 
“Friendly,” 


has lived selling for any period of 
time, these answers are no surprise. 
But as I leaf through these revealing 
replies, I wonder again at all the fol- 
de-rol that used to be taught on Sales- 
manship. Remember the catch phrases 
about “Creating the buying attitude.” 
“Controlling the prospect’s mind.” and 
“Forcing action?” 

Finally, the Professional Salesman is 
a man who puts true value on his serv- 
ices. While monetary reward is entirely 
secondary to service in his considera- 
tion, his own inherent self-respect, his 
insistence on his own personal inde- 
pendence requires of him that he build 
up first a reserve and then an estate 
that will keep him free from the co- 
ercions of necessity. 


Qualification of the Professional 
Salesman 


Professional Salesmen can be divided 
broadly into two classifications—those 
who sell to users and those who sell to 
re-sellers. Each of these two classifica- 
tions has a separate set of qualifica- 
tions. 

I shall list but not attempt to elab- 
orate the qualifications of each classifi- 
cation. These qualifications are well 
known and has been written 
about them. My main comments will be 
on the attitude requisite in each classi- 
fication and I wish to emphasize that 


much 


(Continued on page 130) 
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IMONDS 


S 
Biooat 3 
means business 


We believe in the mill supply distributor—in his serv- call al | 
ice to industry—and in particular his indispensability : GRASIVE COMPANY 
in the grinding wheel sales set-up. Our distributors’ SIMONDS 

salesmen are our salesmen also. It is, therefore, our ts amen 
obligation to equip them to do a top-rate selling job. 

That is why Simonds Abrasive distributors are sup- 

plied regularly with these informative selling aids— poe, 
material which we believe to be absolutely unique t 
in the field of manufacturer-distributor relationship. = 

If you would like to see proof plenty we'll gladly : 

send you a set of this material. | ree ae | 





SIMMONDS ABRASIVE COMPANY, TACONY & FRALEY STREETS, PHILADELPHIA 37, PA. 
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Consistent Advertising 








is Building Sales of 
“Thermo-Grip” ads are 


iy 
IDEAL“ THERMO-GRIP* =..2<:0: 


SOLDERING SETS leading business papers, 


reaching thousands of 
plumbers, refrigeration 
engineers and service 
contractors, mainte- 
nance men, and indus- 
trial buyers. This adver- 
INSTANT tising is backed by 
HEAT direct mail coverage. 


SOLDERING 


























This intensive advertising, plus 
direct mail follow-up and the 
personal calls of Ideal field repre- 
sentatives, is all directed toward 
building business through whole- 
saler channels. Tie in with this 
accelerated sales effort. Ask for 
details of the Ideal promotion 
program and wholesaler policy. 


IDEAL INDUSTRIES, Ince. 
Successor to 


ideal Commutator Dresser Co. 
1000 PARK AVE., SYCAMORE, ILL. 


ough 
AMERICA’S LEADING WHOLESALERS 
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Salesmanship 


As A Profession 
(Continued from page 128) 





it is attitude more than formal training 
that distinguishes the Professional 
Salesman from the peddler, the drum- 
mer, the caveat emptor. 


Salesman Who Sells to the 
User 


Here the requisites are: 

1. Knowledge of product. 

2. Knowledge of how it should be 
used. 

3. Knowledge of needs of the user. 

4. Knowledge of the market. 

5. Knowledge of competition—strong 
and weak points. 

6. Knowledge of the Company he 
represents — financial, historical, 
etc. 

7. Knowledge of the concern or per- 
son to whom he is selling—finan- 
cial, capacity for growth, etc. 

These things are fundamental—just as 
knowledge of physiology and anatomy 
is fundamental to the physician. 

Practically all sellers to users are 
specialists—hence their knowledge i- 
specialized—and should be. 

But the Professional Salesman in this 
classification must be activated by a 
true spirit of service and a militant 
spirit of service. He must be imbued 
with a burning zeal for his product or 
his service. To use the phrase that ap- 
peared so often on the postcard replies 
from the Purchasing Agents, “He loves 
his work.” 

Of this type, the Professional Life 
Insurance Salesman is a good example. 
His spirit is the spirit of true service. 
He wants to help his customer create an 
insurance estate; he wants to avoid the 
possibility of over-burdening a client. 
particularly a younger man, with too 
great an insurance load; but, on the 
other hand, his belief in the essentiality 
of life insurance for every man is so 
militant that he will not allow his client 
to close his mind to his duty to his 
family or brush aside his responsibility. 
A service salesman above all else, but 
no namby-pamby, he. The difficulty of 
his job is illustrated by a pithy and 
amusing comment I ran across in the 
Market Research Company’s investiga- 
tion—remarked one respondent, “Most 
people of insurable age avoid the in- 
surance salesman.” 















Here’s the deal... 


The attractive display shown above 
has just one purpose: to help you 
make money—not a fortune—but 
the kind of steady, month-after- 
month volume that makes good 
reading on your books any time. 
The display card measures 16 by 
11 inches, is printed in two colors 
and die cut as shown, with two of 
the actual dressers mounted on it— 
ideal for either or both counter and 
window displays. 

We'd like you to have this dis- 
play, and put it in a good spot, 
where it will help build sales. The 
use of grinding wheel dressers is in- 
creasing by leaps and bounds: Tell 
your customers you carry them. 
And with Desmond—the only com- 


Free Otfer! 


vith Desmond 
the Conly) complete line of wheel dressers 


PROPERLY DRESSED WHEELS GRIND FASTER, 










with a (small) dria attached 


° pn, 








LAST LONGER 





y 












ins and pe s the string) 


plete line—you have an unusually 
good competitive position. Des- y 

d tool saivel con | Half a dozen No. 3 Diamo-Carbo Dressers }) 
mon ools are aggressively, 7 ~  /) A dozen No. 0 Desmond-Huntington Dressers || 
stantly advertised, sold exclusively |/ 100 sets No. 0 Desmond-Huntington Cutters , 
through Industrial Distributors... [| With a resale value of . $42.63 


/ To get the Desmond counter display’ 
{ card, you simply order if, 


i 

At a cost to you of 26.66 lA 

opl ’ve sold Desmon - — 
people who've s smond prod- | Your profit is sis? || 


ucts for years and know there’s | 
good steady profit with this “bread 
and butter” line. 


(or about 38% ) 


YA -A 


and you get the dresser display free, 


lA 


ann MAIL THIS CONVENIENT COUPON ¢ NOw IS THE TIME ‘To Do we 


[ O. K. It’s a deal. Send Display FREE 1 
| and accept my order for | 
(6) No. 3 Desmond Diamo-Carbo Dressers COMPANY au 
| (12) No. 0 Desmond-Huntington Dressers | 
| | 
| | 


NAME 


(100) No. 0 Desmond-Huntington Cutters 


One each of the above dressers will be mounted 
on the dresser display. 


STREET — 


THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 
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HELPFUL SALES HINTS maa 
ON CASTERS 





is 


Y 


Where 70 look for Caster 
Bu, Si Mi, CSS It doesn’t take a Sherlock Holmes or Dick Tracy 


to figure out where caster business can be had. Casters are used on so 
many things that practically every company you call on is a g00d 
prospect! 

Whether they’re to be used on office chairs . . . office equipment . . . 


factory trucks . . . portable machines. . . or a score of other applica- 


tions, it would be hard to find a commercial or industrial concern that | 


is not a logical customer for casters. 





CASTER! 


supply in your locality . . 


average sales expenses down. 


THE BASSICK COM- 





Division of Stewart-Warner 


Corporation. Canadian 
18” diameter, double wheels, weighs 675 Ibs. Engineered 


FOR LEADERSHIP IN CASTERS Belleville, Ontario. 
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Be sure to talk Bassick | 
THE WORLD’S LARGEST casters on every call... build | 


yourself up as the source of | 


you’ll build a profitable busi- | 


ness that will help keep your | 


PANY, Bridgeport 2, Conn. | 


by Bassick to help ground-maneuver the XB-36 ... world’s Division: Stewart-Warner- | 
largest bomber. 
THE NAME BASSICK stanos Alemite Corporation, Ltd., 








An outstanding example in my _per- 
sonal experience of the Professional 
Salesman is a salesman of conveyor belt 
for underground coal mines. He was 
originally a coal mining engineer. He 
saw the waste of man hours and hence 
of money in the old. inefficient mine 
car and mine pony. Then he saw the 
results of later day installations of 
modern rubber belt conveyors in coal 
mines where accurate track was kept 
of costs. He concluded that the mine 
owner who stuck to the old ways was 
inevitably going to be forced out of 
business by high costs. Day in, day 
out—week in, week out, he dons rubber 
boots, miner’s helmet, miner’s lamp 
and crawls through the coal mines in 
the Kentucky fields, Virginia fields, 
Illinois fields and all over the United 
States where coal is mined. I don’t 
think he has ever written up an order. 
But he has sold more mine conveyor 
belt than any man of my knowledge. 
His greatest satisfaction is going back 
to the mines which have followed his 
advice and figuring how well his instal- 
lations have paid out. 

Great tribute must be paid to the 
Professional Salesman of this type for 
what he has done to raise the standard 
of living, to reduce the costs of produc- 
tion, to increase employment. At the 
same time, in all honesty acknowledge- 
ment must be made that many sales- 
men of the unprofessional type made 
many mistakes in this process of rais- 
ing the American standard of living 
mistakes that were costly and painful 
to the buyer. But the over-all record is 
a record of contribution that entitles 
this calling to rank as a Profession and 
these men to rank as Professionals. 


The Salesman Who Sells to 
the Reseller 


Here the requisites are: 

1. Knowledge of product. 
2. Knowledge of how it is used. 
. Knowledge of the market. 


- nw hb 


. Knowledge of competition—-strong 
and weak points. 

. Knowledge of the Company he rep- 
resenis—financial, historical, ete. 
Knowledge of the concern to whom 
he is selling——financial, possibili- 


nw 


6. 


~ 


ties of growth, etc. 
. Knowledge of the fundamentals of 
retailing— 

(a) Market analysis 

(b) Location 

(c) Building design and identifica- 

tion 
(d) Interior layout and display 











Now Available from Stock 
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H packed by 25 years of Stainless 
Steel “know how”, each Cooper valve or fitting is 
“Certified” to do its job efficiently ... for Cooper 6. § Saye 
registers the analysis of each heat, and stamps each 
casting with its heat number. When desired, a - 
certificate of the analysis and heat number is issued a GLOBE VALVE 
which applies to all Stainless Steel parts which come 
in contact with the liquid being handled. Each valve FIG. 1 8 
or fitting rigidly meets the specifications of the job. . ‘te Yo" to 3 
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COOPER Stainless Steel Valves and Fittings are sold . ~os 
through the largest Stainless Steel distributors in the 
country. Check with your local distributor. 


Just off the Press! 


The behind-the-scenes story of 

Cooper and 25 years of pioneering in 

Stainless Steel Castings . . . taking 

you on a tour of Cooper's facilities me 5 
and detailing the production methods ee: ° 
employed in Stainless Steel Castings. ; — = 
We will be glad to forward a copy ii eet c "en FIG. 13 = 
upon request. age ty, Ya" to 1-% Saye 


The COOPER ALLOY FOUNDRY CO. 


HILLSIDE, 









woe 


Specialists in Corrosion Resisting Stainless Steel 
G . ...Fora Quarter of a Century... 
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(e) Personnel—hiring and _train- 
ing 
(f) Advertising 
(g) Budget making and expense 
control 
(h) Accounting. 
Here again, these knowledges are 
fundamental. Just like knowledge of 
common law—how to make out deeds. 
floshing new addition to a famous line write wills—is fundamental to a 
CHICAGO WHEEL & MFG. CO. $f) lawyer. 


Headavarters for 
MOUNTED WHEEL ond SMALL GRINDING WHEELS 


* 
s 


But among salesmen who sell to re- 
sellers, the professional attitude is far 
less common and not so well advanced 
as in the case of the salesman who sells 
to the user. It is in this class of sales- 
man that we often find what I have de- 
fined as the peddler and the drummer— 
the peddler who leafs through the cata- 
log and looks over the “want list”; the 
drummer with his glad-hand and the 
latest story. 

Actually. however, the salesman who 
sells to the reseller has a more difficult 
job and requires greater ability than 
he who sells only to the user. 


SSSA IIS IPAS MINNIS 






Z 
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In this class of salesmen, the pro- 
fessional attitude—and remember, it is 
attitude that is most important of all— 
is the attitude of the great teacher. 

This type of salesman does not make 
the final sale himself—he succeeds only 
as the goods move off the shelves of 
those to whom he sells. Therefore, his 
success, his satisfaction, must come 
from the training of others. He is like 
a football coach or the manager of a 
professional baseball team—he gets his 
results not directly but by his ability 
to train others, 

It is said the human body replaces 
itself every seven years. Similarly, in 
the average salesman’s territory there 
is a normal but constant turnover of 
dealers. 

So the Professional Salesman to re- 
sellers must do as the wise, foreseeing ay 
coach does—he must grow his own. > 

The dominance of the Yankees and a 
Cardinals in baseball is attributed to a 
the fact that they first saw the need i 
of growing their own—established the 
Farm Clubs in the Minor Leagues. 
Thus when they needed a new player, a 
they could always reach down into one ay 
of their Farm Clubs and bring up the bal 
right boy. a 

So the Professional Salesman to re- 
sellers is constantly on the lookout for 


new, young material, material that he 
DISTRIBUTORS can train in his own way, mold in his ay 
This advertisement is appearing in leading indus- 


own fashion. He gets and holds their ‘ 
trial publications. Write for Catalog and Engi- confidence. He builds not for today, 


e 
neering Survey Forms helpful in solving your but for next year—he rejoices in the eS 
customers’ grinding problems. romance of the success of his pupils. Ny 


oo 
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AMERICAN SAW & MFG. CO. 


SPRINGFIELD, MASSACHUSETTS 
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FACTORY TESTED 
AT le TIMES 
RAIED CAPACITY! 





HEIN-WERNER HYDRAULIC JACKS 


Absolute dependability is a known factor in every Hein-Werner 
Industrial Jack—guaranteed by strict factory testing at 11/, times 
rated capacity. The test is proof of the rugged strength that is 
built into H-W Jacks . . . in the exclusive Heinite Piston that 
withstands ten times the wear of conventional cups or packings 

. - in the solid steel base . . . in the pressure tested malleable 
iron top nut and handle socket. 

Your customers will find Hein-Werner 
Jacks great for any moving, bending, 
pressing, pushing or lifting operations. 
Made in models of 114, 3, 5, 8, 12, 20, 
30, 50 and 100 tons capacity. Write for 
complete details. 


Wome 


Fkog 









HEIN-WERNER CORPORATION ¢ WAUKESHA, WIS. 
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In my experience in selling over the 
past thirty-five years nothing has given 
me more satisfaction than watching the 
growth mentally, spiritually and finan- 
cially of men whom I have in some 
way aided to start business from 
humble. hard-working beginnings. To 
see them reach full stature of business 
manhood is one of the best rewards in 
business life. 


The Need for Professional 
Salesmen 


Up to this point I have defined the 
noun “Salesman.” the adjective “Pro- 


‘ fessional” and put the two together to 


delineate what I mean when I say 
“Professional Salesman.” And I have 
sketched briefly with no attempt at 
scholarly thoroughness the two chief 
classes of salesmen—(a) those who sell 
to the user and (6) those who sell to 
the reseller, 

All of this has been preliminary to 
my main purpose, which is to deal with 
the Nation’s need for Professional 
Salesmen. 

There are today 55,400,000 Ameri- 
cans gainfully employed. 

These may be divided roughly into 
four chief groups—manufacturing, dis- 
tributing, farming and_ professions. 
Numerically, the division is about as 
follows*—again making the classifica- 
tion very rough, and the figures ap- 
proximate: 

Manufacturing (in- 

cluding Mining) 19,400,000 35% 
Distributing ...... 18.800,000 34% 
Farming (Inc. For- 

estry and Fishing) 7,200,000 13% 
Professional and 

semi-Professional 

workers ........ 3,800,000) 
ey 6,200,000 { 
(Note how small is the number in the 
Professions and think how great is 
their leadership influence. I shall come 
back to that later.) 

In the early days of America this 
country was a country of individuals. 
First came farmers, next traders and 
then artisans—mostly individual crafts- 
men, working principally in  famil: 
groups. Then of course the professions 
limited principally to Ministers, Law 


18% 


yers, and Physicians. 
The earliest census of our country 
that I can find that shows the same 


* Estimates prepared by Sales Re- 
search Department, Goodyear Tire & 
Rubber Company, Inc. 
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This behind-the-scenes view shows you the heat- 
treating or vulcanizing process that helps put 
rubber to work for you. 


It’s one of the many important steps taken to 
produce Ajax Conveyor Belting—a tough, flexible 
belt designed to help solve many of your materials 
handling problems. 


You see, this belting is constructed to withstand 
shock loads of all types of materials. Yet it’s so 
unusually flexible that it naturally forms a trough 
that holds and carries heavy tonnages of material. 


Little wonder, then, that Ajax Conveyor Belt- 
ing will enable you to speed up your materials 
handling operations... to cut down your 
production costs! 


That’s one of the reasons why this belting 
is so popular in the vast industrial field where 


. HEWITT RUBBER 


ve DIVISION 
ye HEWITT-ROBINS INCORPORATED 
INDUSTRIAL HOSE * BELTING * PACKING 


it can be used under many varied conditions. It’s 
“‘Job Engineered” for Zeneral conveying service . . . 
quality-built to lowfr your belt operating and re- 
placement costs. 


Matter of fact,A4ou can use Ajax wherever a long- 
wearing, depexdable belting is needed. 


d out how Ajax Conveyor Belting will 

help impfove your operations? For details phone 
itt distributor listed in the classified section 

r phone directory. Or write Hewitt Rubber 
Yision, 240 Kensington Ave., Buffalo 5, N. Y. 


You can depend on your 
industrial supply specialist 


He’s always ready to serve you. And he knows 
your job... your operations... your problems. Call 
on him at any time for advice. He'll recommend 
the exact Hewitt product especially designed to 
help improve the oliilanes of your operations. 


Ajax Conveyor Belting 
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BOLTED ASSEMBLIES STAY 


permanently TIGHT 


BEALL helical SPRING WASHERS have “live action” 
and constantly exert tightening pressure over a long 
range. They compensate for ALL causes of looseness 
— including vibration, bolt stretch, rust, wear and 


breakdown of finish. 


IN STOCK in all Standard Sizes; Carbon Steel, Stain- 


less Steel, Everdur, Duronze and other metals. 


NATIONALLY ADVERTISED TO INDUSTRY 


BEALL TOOL DIVISION (Hubbard & Co.) 


130 Shamrock St., EAST ALTON, ILL. 
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groupings as I have listed above is of 
the year 1870, which shows this kind 
of numerical distribution: 
Manufacturing (Inc. 

Mining) .......... 2,800,000 22% 
Distributing ......... 1,600,000 12% 
Farming (Inc.  For- 

estry and Fishing).. 6,900,000 54% 
Professions and Serv- 

SOAR gece cu suacn tt 1,600,000 12% 

Note that whereas manufacturing ac- 
counted for 35% of those gainfully 
employed in 1947, it only accounted for 
22% in 1870. If you go back to 1820, 
manufacturing probably could account 
for no more than 10% and that manu- 
facturing was, as I outlined above, 
largely by individual craftsmen. 

Then there was no such thing as Big 
Business and Big Labor. The problems 
of human relationships were the nor- 
mal problems of the relationships he- 
tween individuals. Speech was free; 
thought was free; religion was free; 
enterprise was free. Pressure groups 
and blocs were unknown. 

But most important of all, the prob- 
lem of human relations was simpler 
than at any time in human history, 
because (a) for the first time in 
human history each individual stood 
on the basis of equal footing and (b) 
Society was so uncomplicated that deal- 
ings were for the most part dealings 
between principals, between individ- 
uals. The man who wanted to buy a 
pair of shoes talked with the man who 
made the shoes. The man who wanted 
to buy a loaf of bread, received the loaf 
of bread from the hands of the man who 
made it. The man who wanted to buy a 
boat sat down with the boatbuilder and 
laid out his plans and specifications 
personally—perhaps even helped in the 
building of it. 

Time and progress inevitably bring 
change—change at least in the outward 
form of things. 

In America our enterprise fashioned 
the machine—the steam engine, the 
electric motor, the internal combustion 
engine—and all the host of tools these 
magic forms of power made possible. 

The machine inevitably created fac- 
tories and production lines. Only thus 
could the consumer be given the bene- 
fits of the low cost of production that 
the machine made possible. 

And so Big Business was created— 
an inevitable consequence of the in- 
ventiveness and the demand for better- 
ment which are inherent and constant 
in the free man. 

Big Business through its economies 
brought the highest standard of crea- 
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JACK UPS 


RIGGERS 
Need Jacks To— 


® Move heavy 


© Handle cars in wrecks 
and emergencies 

® Pull gears and pinions 

® Replace derailed cars 


FARMERS 

Need Jacks To— 

@ Repair tractors and 
trucks 

@ Move and repair 
buildings 

@ Pull fence poles 


LOGGERS 

Need Jacks To— 

®@ Repair cars and 
locomotives 

© Repair trucks 

@ Pull poles and stumps 


OE tie 


DUFF NORTON JACKS 
We ete (0 st / 


















DUFF-MORTOM 


THE DUFF-NORTON MANUFACTURING CO. 
PITTSBURGH 30, PENNSYLVANIA 
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A great many plants enjoy high-speed 
production by using Victor Belting for conveying—just as 
many other plants demand Victor Belting for elevating and 
power transmission. In fact, most any plant you visit will 
ask you for Victor Belting because it’s well known and 
preferred for efficiency. 


Handling Victor Belting means more business because 
the line is complete—known among dealers as ‘‘America’s 
most complete textile belting line.’’ You can't miss belting 
business with a line of this sort back of you. 


Add repeat sales to new sales when you add up the 
advantages of taking on Victor. Dependability as well as 
efficiency is recognized by plant superintendents and plant 
owners as synonymous with the word Victor. One belting 
sale leads to another, plant after plant, with this line of 
balata belting, solid woven cotton belting, and canvas 
stitched belting in a full range of widths and plies. 

For more business, sell Victor. Write today for details 
about this full customer-preferred line. 


THESE INDUSTRIES USE VICTOR + SELL THEM MORE VICTOR BELTING 


BRICK & CLAY * GRAIN & FEED * BOTTLING * CANNING 
BAKING * STONE PRODUCTS + PACKAGING + MINING 
DAIRY PRODUCTS + CONFECTIONERY 


@ 3221 
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ture comfort ever known to the free 
people of the United States. The low- 
ness of our production costs and the 
highness of our wages were and are 
the marvel of the World. 

But Big Business by its very bigness 
brought new problems to America— 
problems of human relations. As a fac- 
tory grew in size, the owner of the 
factory—he who started and built the 
business—could no longer maintain 
personal contact with the workers on 
the one hand and with his customers on 
the other hand. 

Thus came into being the two most 
important classes of men in industry 
today—the Foreman and the Salesman. 

As each business founder discovered 
that he could no longer maintain per- 
sonal contact with his workers and his 
customers, he delegated these duties to 
his most trusted associates, usually 
men who had grown up so close to him 
that they reflected accurately his per- 
sonality and his policies. 

The business grew, more foremen 
and more salesmen were added until 
there were so many that some of them 
had never even met the founder. 

Then the founder passed on and the 
individually owned business became a 
publicly owned Corporation, the man- 
agement of which was always in the 
process of gradual change, just as any 
organism is constantly in the process 
of gradual change. 

Dropping consideration of the pro- 
duction side of business. because we 
are not concerned with it here, we find 
that we have come to the place where 
contact between the Company and its 
customers is almost solely in the hands 
of the salesmen. To the customer, the 
salesman is the Company—and since 
business is solely a matter of human 
relationships, the customer’s regard for 
the business is measured to a large 
extent by his regard for the salesman. 

But we must pursue this point further 
and now I am getting to the essence of 
my thesis. 

The customer's regard for the sales- 
man depends upon— 

(a) What kind of man the Salesman 

is 

(b). The Salesman’s regard for the 

Company 
(c) The Company’s regard for the 
Salesman 

\t the one extreme of the spectrum 
is the messenger-boy type of salesman 
who runs errands hack and forth be- 
tween the customer and the Company. 
The other extreme is the Professional 
Salesman who literally is the Company 












= Ww 


bal 


En 4SSto! 
(Pa be tho. 2. 295,315), cuctin 
(Pate eo 
elding bom travelling UP 


n Inserted Se 


lity. Note that saw 





=A Also made 19 


Fi was in the plant of a large electrical manufacturing company 
where many tests had been made with segmental-type circular 
saws of various makes. Results showed that the saw recom- 
mended by the Disstoneer* outproduced all others by a wide 
margin. An engineer of the company writes: 


‘In one of our recent tests on cutting 1“ x 12’ steel plate of 
welding quality—using a 30” diameter, 120-tooth, segmental- 
type saw—the time was 2 minutes and 55 seconds. With a 
Disston Inserted-Section High Speed Steel Metal-Cutting Saw, 
the same pitch and diameter, we reduced the time to 45 seconds.” 


This saw, which is illustrated here, is made in all standard sizes, 
with inserts ranging from a single tooth to three. Inserts are held 


securely in place, elim- 
inating up and down 
and lateral movement ‘ch 
and can be quickly We 
and easily replaced. 


\ 





PRODUCTION - 
ordinary jobs as well. 


*DISSTONEER—a man who combines the experience of Disston 
eoramuanae ee? leadership and sound engineering knowledge, to find 
the right tool for you—to cut wood, to cut metal and 
other materials—and TO CUT YOUR COST OF 
not only on special work but on 


“1 -rooth 








be interested in 








high speed cutting. 


Reinforced type, for heavy- 
duty high speed cutting. 





Regular type, for normal 





Supplied in Two Types 


HARDENED 
THROUGHOUT for 
high speed cutting of 
non-ferrous metals, plas- 
tics and many other 
materials. Made with 
Regular and Reinforced 
teeth in all standard 
dimensions. Also recom- 
mended for friction cute 
ting of ferrous metals at 
speeds of not less than 
12,000 f.p.m. 





Regular type, for normal 
low speed cutting. 








Buttress Tooth Pattern, 
for speeds of 3000 f.p.m. 
and over. Recommended 
for aluminum and 
magnesium. 





HENRY DISSTON & SONS, INC., 1023 Tacony, Philadelphia 35, Pa., U.S.A. 


Your metal-cutting operation may be different. If it is a band saw job, you'll 


DISSTON METAL CUTTING BAND SAWS 


HARD EDGE FLEXIBLE 
BACK, blades which are 
hardened on tooth cdge 
only, for operating at low 
speeds, Teeth are milled 
(not punched) and accu- 
rately set by machine. Made 
with Regular and Buttress 
type teeth. Supplied cut to 
machine length, and joined 
ready for use...also in 
100-foot coils; sizes 4%" to 
\%" wide are packed in the 
handy Disston Safety Reel. 


MILL SUPPLIES © OCTOBER, 1947 








IMPORTANT 
CUSTOMERS 


This advertisement with ad- 
aptations will be seen by your 
customers in the October 15th 
issue of Modern Industry, 
in the October issues of Mill 
and Factory and Purchasing 
and in the November 24th 


issue of Newsweek. 


| HENRY DISSTON & SONS, INC. 


1023 Tacony, Philadelphia 35, Pa., U.S.A. 


Branches: Boston, Chicago, Detroit, Memphis, 
New Orleans, Seattle, Portland, Ore., San Fran- 
cisco, Vancouver, B.C. Canadian Factory: 
Toronto. Australian Factory: Sydney, N.S.W. 
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ROUT TOOL COSTS eucez 
case's 3-PLY THREAT 








Their known ability to meet the occasional 
“crisis jobs’’ is the best possible proof that they 
will whip tool costs on day-by-day routine ma- 
chining—Celfor Tools. 

Here is triple threat with a vengeance: a 
complete line of three great tools—Celfor Twist 
Drills; Celfor Reamers and Celfor Carbide 
Cutting Tools; each possessing those three in- 
gredients vital to victory— 


e Clark's priceless 44-year experience 


e Clark’s engineering tradition of leadership 
in developing better tools 


e Clark's enviable reputation for painstak- 
ing workmanship 


Send for the Celfor Catalog with its great Engineering 
Data Section—28 pages of concentrated usefulness. 


CELFOR TOOLS 


Division of CLARK EQUIPMENT COMPANY 
BUCHANAN. MICHIGAN 
OTHER PLANTS ~ BATTLE CREEK, JACKSON, BERRIEN SPRINGS, MICHIGAN 





Products of CLARK ¢ TRANSMISSIONS ¢ ELECTRIC STEEL CASTINGS 
AXLES FOR TRUCKS AND BUSES © AXLE HOUSINGS « BLIND RIVETS 
INDUSTRIAL TRUCKS AND TRACTORS ¢ HIGH-SPEED DRILLS AND REAMERS 
METAL SPOKE WHEELS ¢ GEARS AND FORGINGS « RAILWAY TRUCKS 











Prices on CLARK products will not be advanced in excess of increased costs. 
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so far as his customers are concerned— 
with whom his customers talk and con- 
sult just as their Fathers and Grand. 
fathers talked and consulted with the 
owner of the Company. 

Does someone charge me with being 
a little idealistic with this description? 
If so, I shall name him scores of Pro- 
fessional Salesmen of my own acquain- 
tance who hold just such relationship 
with their customers and with their 
Company. 

I shall admit that there are relatively 
few such salesmen. My plea is for more 
of them. We can all agree that there is 
great need for more of them—thous- 
ands of them—if Big Business is to 
remain human in the eyes of its cus- 
tomers—if the human relationship be- 
tween buyer and seller, on which, mind 
you, all business depends, is to remain 
normal. 

Elbert Hubbard spoke a great truth 
when he said, “We do business with our 
friends,” and you don’t make friends 
or remain friends with someone you 
have contact with only through a mes- 
senger boy. 

Turn the coin over—look at the other 
side of it. Regard the harm done by 
the amateur salesman—the messenger 
boy salesman. Messages transmitted 
by word of mouth are usually garbled. 
Garbled messages lead to misunder- 
standings. Misunderstandings lead to 
friction. Friction means loss of power 
—the whole machine is slowed up—the 
customer is slowed up—the Company is 
slowed up—the whole cause of free 
enterprise is slowed up. 

And today we are seeing the rise of 
the so-called consumer movement. 
What is it? Why is it? It is the getting 
together of those who have normal 
human relationships to oppose those 
with whom they do not have normal 
human relationships. It arises solely 
because Business is losing personal con- 
tact with the customer. And this should 
not be and need not be. 

Business has brought great blessings 
to our country, but Business must im- 
prove its human relations—which in- 
clude, but go far beyond, what is 
known as Public Relations—if it is to 
make its maximum contribution to 
Society with a minimum restriction of 
the freedom of the individual. 

The Professional Salesman, repre- 
senting as he does, the human link 
between the Company and the cus- 
tomer, stands as a factor of tremendous 
importance in the matter of human 
relations. 


















USG HELPS YOU SELECT GAUGES 


From the World’s Largest Family of Instruments 
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SUPERGAUGE ! ULTRAGAUGE j 
% An instrument of test gauge accu- | A superior quality gauge of top-most ac- , 
*. racy, designed for many yearsof | curacy and durability, designed espe- _¢ 
ve service in heavy-duty indus- : cially for chemical and oil refinery a 
‘. trialinstallations.Withstands | applications. Furnished in 442”, 
%. excessive vibration and , 6”, 8%", 12” and 16” dial sizes , 
‘ pulsation and provides . .. from vacuum up to ¢° 
7 a safe positive check ‘ 100,000 pounds per square 
s on process control. ' inch pressures. a 
i : 
‘ a 
ALL-PURPOSE PRESSURE GAUGE * “ ryocnpareraleonens 
re sissTe etal Important features include: adjustable 
ey economically priced pressure gauge ub pointer, broad easy-to-read lu- 
he Sh manufactured to commercial accuracy. , minous dial, removable screw check. 
hes It has a phosphor bronze bourdon Low side gauge has 1” and 1 Ib. 
4 tube and a corrosion-resistant move- graduation and is protected to 200 
é ment. It’s smart in appearance and =f Ibs. overpressure. Also available 
f dependable in performance. , with external calibrator and re- 
i tarded movement. 
ie U.S. INSTRUMENTS Tell The Truth a ie ol ee aaa 
MATS SAK eNSe Neste SasORR SAS f et : a 
CHEMICAL GAUGE ~~: 6 out of 10 Manufacturers HYBRAUUC GAUGE 


A gauge built to give continuing 


; * wc linen ' , ; Buy US Gauges and accurate measurement of 


Designed for service in chem- hydraulic pressures. The ex- 





ical and processing plants for tra heavy-duty movement is 
use on heavy viscous fluids designed to withstand the 
that tend to a with severe shocks and rugged 
precious metal diaphragmsand % ‘ service required of gauges 
assemblies for highly corro- Pa when installed on hy- 
sive chemical application. draulic presses an 
Diaphragm is easily re- Diesel engines. 


moved for cleaning. 


BOILER GAUGE ; WELDING GAUGE 


For use on hot water heat- | This well designed gauge 
ing systems. Indicates on ' incorporates the safety blow- 


out features in the low as 
well as the high pressures. It is 
pressure in system, Rugged con- especially designed to withstand 
struction with easy-to-read dial. rugged handling. It is a tough 
Available in round or square case. ' gauge for a tough job. 


one dial: water temperature, 
head of water above gauge and 
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Get your copy of our 
New Folder describing 
many USG Products. 





Cy and. Mad. Ves E cuon Today! 


UNITED STATES GAUGE 


DIVISION OF AMERICAN MACHINE AND METALS, INC. 
SELLERSVILLE 26, PA. 


Without obligation or cost please send me a copy 
of your new helpful folder. 


Ms Tithe 
Company 
Address 
Cuty Slate 
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AMERICAN Weldless 
Chains are made by 
automatic processes 
thot insure strength. 
Most wire type weld- 
less chains are made 
by forming a secure 
knot in a length of wire. 
Flat link chain (Ameri- 
can, Safety, Sash, etc.) 
is made by stamping 
blanks from strip stock, 
folding and inserting 
them to form a continu- 
ous chain. 





Shown here are some of the more popular AMERICAN 
weldless chains. AMERICAN CHAIN also offers a com- 
plete line of electric welded and fire welded chain— 
chain fittings and assemblies—repair links—cotter 
pins—hooks. Your customers depend upon you for 
good chain products. Sell AMERICAN—the complete 
chain line. 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
co Pittsburgh, Portland, Son Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 


AMERICAN CHAIN & CABLE 
aon i“ In Business for Your Safety 
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The Professional Salesman as 
a Leader 


Departing for the moment from the 
direct subject of this paper, let me say 
I believe that America’s greatest need 
today is for leaders. 

And here I am not talking about 
famous men—men who hold the spot- 
light of publicity. I am talking about 
the Community Leaders—the men and 
women who mold public opinion. These 
unheralded and unsung leaders are ad- 
mirably depicted in Dr. Lundberg’s 
Parlin Lecture of 1945.* He describes 
a careful and detail analysis of the 
groupings and motivating nuclei of a 
New England Village of 1500 people. 
His charts show the whole population 
divided roughly into eight constellations 
of varying size and importance, each 
centering around one main or out- 
standing person. The ideals. the con- 
victions, the morals, the living stand- 
ards and aspirations of the village de- 
rive their height from these eight peo- 
ple. To a large extent, the town thinks 
as they think. If they are high-minded 
people, the town is a good town. If 
they are selfish, greedy, short-sighted, 
the town is a bad town. 


The Professional Salesman as 
a Leader 


The former are the leaders the Na- 
tion cries out for today. It is leaders of 
this sort more than any other that will 
bring America back to the paths of sim- 
plicity and hard work and thrift and 
Christianity, the four basic characteris- 
tics on which the greatness of our 
country was built. 

These leaders are usually people who 
know where they are going—that’s 
what makes a leader—someone who has 
a definite objective. 

All truly Professional men and 
women are leaders of this type. 

The Professional Salesman of today 
is already such a Jeader and in the fu- 
ture will become more and more im- 
portant in this respect. This is true 
because leaders are those who exert in- 
fluence on others. The amount of in- 
fluence depends on contacts—the num- 
ber of contacts and the nature of them. 

The Preacher’s influence is great be- 
cause he comes in contact with many 
people and those contacts are on a 
high plane. 

The Physician’s influence is great be- 
cause he likewise comes in contact with 
many people and by the very nature of 
his Profession, he holds the confidence 
of those who seek him. 
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WORK GLOVES 
FOR PLUS PROTECTION 


PROTECTION —HOOD Work Gloves protect 
vital hands against salt-water, slime, abrasion, 
acids, alkalies, chemicals, corrosives, solvents, 
stains and other irritants. 


DEXTERITY — Because of special curvature to fit 
natural hand-contours, dexterity is assured. 


LONG LIFE — Superior vulcanization makes them still-usable when others are worn out. 


Gauntlet Model is reinforced at thumb-crotch for extra wear. 


COMFORT —All HOOD Work Gloves are lined with fleecy cotton flannel for added 
comfort. Keep hands safe, clean and dry. 


TWO TYPES — HOOD WORK GLOVES are available in two : “Gauntlet” and 
“Knitwrist”. ify “Knitwrist” for hand-protection, “Gauntlet” for hand and lower 
my —e—!, Order HOOD WORK GLOVES now. Since 1934, America’s SAFETY- 

ove. 





HOOD RUBBER CO., WATERTOWN, MASS. 
A Division of the B. F. Goodrich Company 
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Shank Drills 
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tos for Hand Taps 


for Straight 
6 


Specialists in 
THE USE OF FLUX 


(u) for using up 
drills with 
oe. B .- We have amassed a great amount of Tech- 
shanks nical Data during our more than 50 years 

of experience in the proper use and manu- 

facture of FLUX. We maintain 130 stand- 
ard formulas which meet any application, 
whether for repair, maintenance, or produc- 
tion. Send for our Check Charts which give 





@ Taper Tools made 
men experienced 
in their manufacture 











customer’ . 
the melting points of all soders. ALLEN 
| is a good selling line . . . get details. 


L. B. ALLEN CO., Inc 


THE COLLIS COMPANY 


CLINTON, IOWA 


6731 BRYN MAWR AYE. 
CHICAGO 31, ILL. 
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The Professional Salesman’s influ- 
ence is great because his calling re. 
quires him to seek out many people. He 
must win and hold their trust and con- 
fidence in his business dealings. 

Like the Preacher and the Physician, 
his success in his profession depends 
not only on his skill but on his in- 
tegrity. 

Granted that the Professional Sales- 
man has skill and integrity and a wide 
circle of contacts, is it not obvious and 
inevitable that the Professional Sales- 
man is a leader of the type I am talk- 
ing about—the unostentatious, grass- 
roots, work-a-day type of leader—who 
will set the standards of the America 
of today? 

There are only 140,000 Preachers, 
Priests and Rabbis in the United States 
today. 

There are only 165,000 Physicians. 
But there are 633,000 salesmen as I 
have defined the word “Salesman.” 

Unfortunately only a small percent- 
age of these are today Professional 
Salesmen, but that number is increas- 
ing daily. As that number increases. 
think of the tremendous force for lead- 
ership they will become in this land 
of ours. 


Why Are There Not More 
Professional Salesmen Today? 


For three reasons, I believe. 

First, because the truly Professional 
attitude is comparatively rare amongst 
us human beings, even in the rec- 
ognized professions. Second, because 
the need for the professional attitude in 
selling has not yet been defined and 
clearly recognized by business. As I 
pointed out earlier. the salesman origi- 
nally was considered of a rather low 
order. He was classed with the peddler. 
the drummer, the hawker. Many early 
salesmen perverted their natural tal- 
ents—hence phrases like, “He was such 
a salesman he could talk the shirt right 
off your back,” or “He could talk a 
bird out of a tree.” All these phrases 
associated with the word “Salesman” 
implied benefit to the Salesman, but 
detriment to the buyer. 

In some organizations the salesman 
was and in some cases still is consid- 
ered a necessary evil—a charge against 
the business—instead of the indispen- 
sable partner of production and finance. 

Third, because standards have not 
been set up. Courses of study have not 
been outlined. Recognized State-con- 
trolled examinations have not been or- 
ganized. In short, the protective walls 
have not been thrown around the Pro- 
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No matter how you look at it... design, 
construction, durability, efficiency...the 
new Cyclone Model M Heavy Duty Hoist 
outclasses all other hoists by a wide 
margin. For the Model M is fundamen- 


tally different...and better...a true 
producticn line tool. Today's stronger 
alloys of steel and Alcoa aluminum, 
compact design, precision ball bearings 
at all rotating points and sealed-in life- 
time lubrication combine to make the 
Cyclone Model M lighter, stronger, 
more efficient and easier operating. 
Thousands are already in service on 
a multitude of factory jobs daily dem- 
onstrating their superior performance. 
Ask your distributor to show it to you. 


967% EFFICIENCY 


conserves worker energy and 
increases productivity 


427% FEWER PARTS 


simplifies maintenance 


637% LESS WEIGHT 


yet definitely a heavy duty hoist 


Plus SEALED-IN 
LIFETIME LUBRICATION 


prolongs life...reduces wear 


Plus HERC-ALLOY 


America’s First and Safest 
Steel Load Chain 







CHISHOLM-MOORE 


HOIST CORPORATION 





THE 1-TON 
CYCLONE MODEL M 


...@ heavy duty hoist... 
weighs only 35 pounds 
and has a minimum 
headroom of only 13%” 
Its new type load brake 
with smooth, positive con- 
trol aids in spotting and 
assembly work. Famous 
CM “Herc-Alloy” double 
duty alloy steel load 
chain is standard equip- 
ment on all models. 








(Affiliated with Columbus-McKinnon Chain Corporation) 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 
SALES OFFICES: New York + Chicago «+ Cleveland « San Francisco + Los Angeles 


"See us in Cleveland at Booth 526... Materials Handling Exposition January 12-16" 
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8 
—— In ordering your supply of 


screw fastenings, always bear 
in mind the quality of your cus- 
tomers’ products. By stocking and 
selling Chicago Standard Screw 
Products, you supply your custom- 
ers with all the advantages of the 
highest quality fastenings. 
“Chicago” products are preci- 
sion-made irom the best materials, 
carefully tested and checked 
throughout production. To assure 
customer satisfaction through con- 
sistent, uniform perfection in fast- 
enings, order by quality . . . Order 
Chicago Standard Screw Products. 


These ine Products are sold only 
thru Authorized Distributors 


a 


1872 \ / 1947 


THe CHicaco Screw Co. 


CHICAGO “Safety Plus” line 


includes 


Socket Head Cap Screws . 
Socket Set Screws 
Stripper Bolts 


Square Head Dog Point Set 
ews 


Pipe Plugs 
Keys for “Safety Plus” 


Products 
© 


Complete line include: 


Hexagon Head Cap Screws 

Square Head Cup Point Set 
Screws 

Headless Set Screws 

Fillister Head Cap Screws 

Flat Head Cap Screws 

Taper Pins 

Milled Studs 

Semi-Finished Hexagon 
Nuts 

Semi-Finished Hexagon 
Castellated Nuts 


ESTABLISHED 1872 


1026 So. HOMAN AVENUE 
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fession of Selling that have been 
thrown around the Professions of Medi- 
cine, Law and the Ministry. 

But all of this is gradually changing. 
A new Profession is emerging. A new 
Salesman is developing—the Profes. 
sional Salesman. 

And it’s none too soon—for business, 
for free enterprise, for America. 

Big Business is here to stay because 
of its efficiency and economy and with 
Big Business, probably Big Labor is 
here to stay. 

Big Business and Big Labor by their 
very bigness bring with them a certain 
degree of sacrifice of freedom of the 
individual. And again let me empha- 
size that the greatness of our American 
Republic stems from the freedom of the 
individual — freedom from coercion; 
freedom from class or bloc compul- 
sion; freedom from dominance of 
Church, State or powerful Overloads. 

That freedom of the individual still 
finds its untrammeled expression in the 
farmer, the independent retailer and in 
the professions. 

The building of a strong Profession 
of Salesmanship will contribute to the 
maintenance of the freedom of the in- 
dividual in three ways. First. by adding 
another large and influential group to 
the professions, we will add substan- 
tially to the number of community lead- 
ers that I spoke of earlier—leaders 
whose influence is so _ graphically 
described in Dr. Lundberg’s Parlin 
Lecture in 1945. Second, by vastly im- 
proving the human relations between 
business and tiie customers of business. 
Third, by helping to maintain a strong, 
independent retail distribution system— 
its strength resting not on the crutch 
of legislation, but on the virile two legs 
of low cost and high value. 


How Can Professional Selling 
Be Brought About? 


I have two suggestions: 

First let business set up standards 
for the salesmen they employ and 
retain—standards for hiring, standards 
for training, standards for retaining. 

Some important beginnings are al- 
ready being made in this respect. Swift 
& Company, for example, which em- 
ploys more than 2500 salesmen, has in- 
vested in excess of $1,000,000 in a 
training program—a program that is 
not just a once-over, but is continuous. 
It begins with a very careful and scien- 
tific selection, proceeds to a course of 
specialized training that is recurrent as 
long as the man stays with the Company 
















































O. L. HALE 


President 
W. S. NOTT COMPANY 





Wide-awake distributors like W. S. Nott are finding. 
Cone-Drive speed reducers an extremely saleable and profit- 
building power transmission equipment line. 


Cone-Drive reducers ARE different. They save so much 
space, they weigh so much less, they are so compact—and yet 
they transmit more load, more smoothly, over a longer trouble- 
free life. 


For, in Cone-Drive speed reducers exclusively, can you find 
double-enveloping gearing in which there are three (or more) 
times as many teeth in contact continuously as in ordinary reducers 
that cost just as much or more per horsepower transmitted. 


It will pay you to investigate the Cone-Drive line—a complete 
range of standard stock reducers and gears, including the revolu- 
tionary new “fan-cooled’’ series of reducers. 


Write or wire today for complete information. 


CONE-DRIVE DIVISION tir c-stcrscncts noes, Dott 12, 0.9.4 
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branch pipe 


WeldOlet Fitting 
(butt-welding outlet) 


run pipe 


BIG PROFITS FOR YOU 


from a big field of applications 








branch pipe 





WeldOlet Fitting 
(threaded outlet) 





run pipe 


WELDOLET FITTINGS 


for any type of branch type connection 





branch pipe 








WeldOlet Fitting 
(socket-welding outlet) 


run pipe 





Bonney WeldOlet Fittings make more sales and greater profits for you 
because they make the job easier for your customer. 


There’s no trouble when Bonney WeldOlet Fittings are used for any 
type of branch pipe connections. After easy installation there’s full pipe | 
strength at every joint and flow efficiency is improved due to the funnel 
shaped inlet of the fittings. 





You can meet customer demands for butt-welded, socket-welded or 
threaded branch pipe connections with Bonney WeldOlet Fittings. Each 
type is designed to provide a safe, strong, easy-to-use method of making 
branch pipe outlets. 


Write today for the new Bonney WeldOlet Fittings catalog. 


Forged Fittings Division 
BONNEY FORGE & TOOL WORKS + 645 N. Meadow St., Allentown, Pa. | 


WELDOLETS. ie 


WELDING OUTLET-THREADED OUTLET-SOCKET OUTLET 


j/ 


Gor Welded Branch Pipe Outlets 
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and includes a kindly but firm policy 
of elimination of those not properly 
fitted to their duties. 
Other companies are 
along the same lines. 
Certainly now is the time to start 
fresh. Sales forces were reduced over 
50% during the war. Thousands of 
young men are now entering selling. 
They are young. They are fresh. They 
are eager. Most of them can be made 
into Professional Salesmen if they are 
given the right ideals—the right train- 
ing—and, 


progressing 


if the con- 
cerns by which they are employed re- 
gard them and treat them as: Profes- 
sionals, 


most important, 


Second, let one or more Universities 
set up a Major in Selling in their 
College of Commerce with, at the con- 
clusion. a degree of Bachelor of Pro- 
fessional Selling —BPS—just as a Law 
School gives a degree of Bachelor of 
Laws—LLB; or an Accountant gets a 
CPA. 

I will not take the time here to elab- 
orate the courses I think should be 
given in such a Major, but I have some 
definite ideas that I would be glad to 
discuss with the Dean of any School. 

There needs to be a new look at 
Selling. 

It needs to be sub-divided and classi- 
fied. 

There are Sales Clerks, Sales Persons 
and Salesmen. 

In the classification of Salesmen there 
are Peddlers, Drummers, Caveat Emp- 
tors (High-pressure boys) and a few 
Professionals. 

The Professional Salesman uses in 
selling all those standards that charac- 
terize the other professions—notably 
the preparation for his calling by in- 
tense study; the pursuit of service above 
and beyond the pursuit of reward; and 
the continual striving for improvement, 
for approach to in his 
chosen calling. 


perfection 


The country needs more Professional 
Salesmen—thousands of them—to in- 
terpret Business to its customers (i.e., 
to stand, as it were, in loco parentis, in 
the place of the founder) ; to help main- 
tain independent retail distribution; to 
add importantly to group leadership. 

Finally, the reward to the Profes- 
sional Salesman is the highest reward, 
the true accoldate of a successful life; 
that men may say of him, “He lived up 
to the standard of success so beautifully 
expressed by the Prophet Micah, 
‘What doth the Lord require of thee but 
to do justly and to love mercy and to 
walk humbly with thy God.’” 











The 
great 
time. 
tate 
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The new sleeves give sheet products 
greater protection and, at the same 
time, permit edge printing to facili- 
tate order-filling, etc. 


Behr-Manning Introduces 
"Service Packaging Plan" 


After two and a half years of study 
and research into the buying and sell- 
ing habits of industrial distributors and 
consumers, officials of Behr-Manning 
Corp. this month introduced their new 
“service packaging plan”. They de- 
scribe the repackaging of their prod- 
ucts as “a planned, ‘tailored’ method of 
packaging coated abrasives in such 
proper quantities, weights and invoice 
values and in such readily identified 
containers or wrappers as to best serve 
functional needs and habits of industrial 
consumer and distributor alike”. 

To insure that the packaging plan 
would reflect the needs of the distribu- 
tors, a staff of factory, shipping, wrap- 
ping and packaging personnel was or- 
ganized. After studying invoices by 
product, trade class and end use, they 
interviewed distributors and industrial 
users. 

One of the first things brought to 
light was the fact that standard sheet 
goods were packed in ream and quire 
quantities, but that most users ordered 
by the hundred, or part thereof. Un- 
der the new plan, standard sheet goods 
will be packaged in decimal quantities. 

Another improvement is in the pack- 
aging of the quire itself. It had been 
the custom to wrap a paper band 
around each 24-sheet quire. or in some 
cases a thin paper all-over wrapping. 
Twenty such packages were then bound 
together to form the ream bundle, one 
to five reams, depending on bulk, be- 
ing baled between wooden end boards 
and wire-bound. This system often re- 
sulted in the paper-wrapped or banded 





Bonney’s national advertising 
is aimed at building sales 
eS a and profits for jobbers and 
Oo NN ae ¥ic distributors of Bonney Tools. 
WH, Penmaes Cash in on this recognition by 
Biss showing and talking Bonney 

Tools, 


ONNEY 





FORGE AND TOOL WORKS 
ALLENTOWN + PENNSYLVANIA 
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HIS is among life’s most embarrassing moments for a 
salesman. Imagine! A customer correcting him on the 
name of a product he sells! 


Luckily this doesn’t happen very often. But it’s one of the hazards 


of selling for those who don’t keep up-to-date on the lines they 


carry. Men who buy are pretty sharp and they keep themselves 
well informed by reading the advertising in the trade press. 


If you sell the Lamson line we'll be happy to help you keep abreast 
of the latest developments in fasteners. For instance, why not ask 
your sales manager to send for reprints of our national advertise- 
ments and direct mail material for use in those "Saturday morning” 
sales meetings? Or, arrangements can be made to have a Lamson sales 
engineer attend to answer technical questions that may come up. 


Lamson’s national advertising program and special consultant ser- 
vice are designed to help you sell Lamson products. You are 
invited to use them regularly. 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th Street, Cleveland 2, Ohio 
Piants at Cleveland and Kent, Ohio * Birmingham * Chicago 


_ er 


LAMSON SESSIONS 


- sab = 
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quire packages being broken open acci- 
dentally. spilling and mixing their con- 
tents. The packaging also caused the 
corners of sheets to curl and dog-ear 
under extreme dry or humid conditions, 
To correct this condition, Behr-Man- 
ning officials adopted chip-board sleeves 
in which are packed 25, 50 or 100 sheets 
each, depending upon bulk. Ten such 
sleeves are packed in corrugated con- 
tainers. In addition to correcting the 
curling, dog-earring and shuffling of 
sheet goods, the sleeves also permit an- 
other innovation: end printing of prod- 
uct, grit number, size and quantity in 
identifying colors. This step prevents 
errors and confusion in stocking, order- 
filling and inventory taking. 

Identification of shipping packages 
also was studied, and officials decided 
to take action here, too. Seven basic 
label colors will be used to identify 
the company’s major product groups. 
Within the colors, the type of adhesive 
is distinguished by use of a solid tint 
block or all-over pattern which may be 
of triangles or diagonal stripes. 

Package quantities have been revised 
to permit economies in the buying and 
selling of standard unit packages. With 
few exceptions, Behr-Manning officials 
said, standard package quantities and 
minimum package quantities have been 
raised or lowered to suit the demon- 
strated desires of the distributor and in- 
dustrial consumer. 

Several other changes have been 
made; the placing of belt nests in mini- 
mum package cartons instead of band- 
ing them; the standardizing of pack- 
age quantities for paper and cloth 
belts; using more legible product labels. 





ms 


Disc products of Behr-Manning will 
now come in new standard and mini- 
mum packages. 
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SET for the life of the line 
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0236—200 Ibs. S. W. P. 
UNION BONNET BRONZE GATE VALVE 


Engineered in every detuil to provide maximum service under the tough- 
est operating conditions. Hard nickel alloy seats and wedges resist 
corrosion. Union Bonnet (with heavy octagonal nut) assures great 
strength, 100% tightness under pressure, yet permits quick, easy dis- 
mantling for cleaning and inspection. To eliminate high maintenance 





costs, shutdowns or other operating problems, install Fairbanks Union ae: ry 
Bonnet Bronze Gate Valves. Recommended for steam (200 Ibs.), water, < “ym 
oil or gas. Sizes 42” through 2”. The Fairbanks Company, 393 Lafayette 0232 
St., New York 3, N. Y.; 520 Atlantic Ave., Boston 10, Mass.; 15 Ferry St., UNION BONNET BRONZE GATE VALVE 
Pittsburgh 22, Pa.; 748 M & M Bidg., Houston 2, Texas. Non-Rising Stem. 

All parts interchangeable with Rising 
Stem Type. Sizes “2” through 2”. 








American industry flows through fairbanks valves 
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LEATHER BELTING 


SCHIEREN FLAT BELTING — spe- 
cially tanned to transmit 
more power — last longer. 
Available in all sizes to meet 
all regular and special re- 
quirements of service. 


NEREN LEATHER V-BELTING Si 
Scania’ in 100 foot rolls in 
A, B, C, and D sections. Full 
grain side walls for extra 
grip. You can make any de- 
sired length at a moments 
notice. Also made in smaller 
sizes for fractional horse- 
power drives. 





LEATHER PACKINGS 


ne. 


hieren kings are accu- 
ae ae from specially 
tanned packing leather. For 
Hydraulic, Pneumatic, High 
Pressure and Low Pressure 
and high temperature service. 





LEATHER SPECIALTIES 


e by Schieren to fit your 
roe ual requirements, 
from leather that suits the 
purpose best. All types, 
straps, pickers, aprons, discs, 
clutches, etc. 





For complete details on 
these products write to 


CHAS. A. SCHIEREN CO. 
33 Ferry St., New York 7,N. Y. 
60 Front Street, W., Toronto, Ont. 
Offices in Chicago, Dallas, Den- 
, Newark, New York, 
et Oia tribe rgh, Salt Lake City 
Tanners and Manufacturers Since 1868 











Bob Russell 


Miles Stray 


Stuart Russell 


| J. Russell & Co. Honors Miles Stray 


Miles Stray can add another day to 
remember, August 27, 1947, to the cal- 


| endar of pleasant things that have hap- 


pened to him in Holyoke, Massachu- 
setts, That was the night J. Russell & 
Co. said “so long” to their favorite son 
at a party given in his honor. 

The tribute was more than “unusual.” 
It's seldom a company goes all-out 
to say its goodbyes to a key man who 
leaves them to go into a business that 
competes with their own. (Miles leaves 
Russell to become president of C. A. 
Templeton Co. of Waterbury, Conn.) 
Yet here were Bob and Stuart Russell, 
along with 29 other members of the 
Russell staff and another 40 of Miles’ 
old friends, gathered together to say, 
in so many words: “Wherever you are, 
Miles, whatever you're doing, we're 
with you... and for you.” 

Three members of the C. A. Temple- 
ton staff were there, guests of the com- 
pany, along with 38 representatives of 
manufacturing and publishing estab- 
lishments. Bob Russell did the welcom- 
ing honors. 

Bob paid particular attention to the 
“three highway robbers” from Tem- 
pleton, and asked them to stand up so 
that everyone present could see how 


| they grew them over Connecticut way. 
| Then Bob turned to the many letters 


that had come to Miles from friends 
all over the country. letters that had 
been bound in a leather cover inscribed: 
“Miles I. Stray—August 27th, 1947,” as 
a permanent record. Eighteen of the 
letters had been selected for reading 
and as Bob ended his little talk. vari- 
ous members of the Russell staff 
jumped up and called out: “Professor 
1.Q., I have a letter.” and proceeded to 
read a few paragraphs from each of 
the eighteen. 

Highlight of the affair was Bill Bak- 
er’s imitation of “Miles At Work,” a 
more or less accurate sketch of the life 
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of Miles I. Stray—from cradle to Presi- 
dent. Divided into four parts, the story 
related: (a) How Miles was born and 
kept body and soul together, through 
childhood, by raiding the neighborhood 
apple-trees, (b) Miles’ bout with the 
Navy in World War I, from which the 
Navy emerged “second best”, (c) the 
Courtship of Miles (Standish) Stray 
and, finally, (d) his twelve years in 
the lime-pits at J. Russell & Co. 

The sketch had everybody dressed 
in a big grin. For the benefit of Miles’ 
friends and well-wishers across the 
country who couldn’t sneak out that 


» night, we quote here, by special per- 


mission of the copyright owner, the 
deathless opening lines of the script: 

“Tonight we are in Ossining, New 
York. The year is 1897. Horsecars 
are the principal means of locomotion 
and J. Russell & Co. have been in 
business 49 years. At this very 
moment an event is taking place that 
will have a profound influence on 
Russell’s before those industrial dis- 
tributors reach their hundredth year 
in business. 

“It is the morning of July 28, in this 
year 1897, and dawn is breaking in 
the East. (Music, pastoral theme, 
played on tambourine and kazoo). A 
dense fog covers everything and the 
flickering gas lamps barely illuminate 
the street corners. The streets are de- 
serted, particularly in the residential 
area, and as you come along this silent 
street with me, you'll notice that all 
the houses are dark, all but one, and 
that one is ablaze with lights from 
cellar to attic. For this is the home 
of Mr. and Mrs. Ralph Renshaw Stray, 
and in that house, while the city sleeps, 
a new baby has been born. “Thus did 
Miles Stray slide into the world when 
no one was looking. Born in a dense 
fog, he has been travelling in a fog 


” 


ever since. ... 
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C LE*FO RGE “seeen0 DRILLS 
Give You the MOST for Your MONEY 


Hundreds of tests have proven that CLE-FORGE High Speed Drills 
produce holes faster and at lower cost. This is the basis on which drills 
should be selected, for the original cost of a drill does not determine 
its value. You will find that CLE-FORGE High Speed Drills give you 
more holes per dollar... and thus actually cost less. 


“CLEVELAND” 
DISTRIBUTORS EVERYWHERE 
ARE READY TO SERVE YOU 


an pet 
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WITH TWO BRONZE SEATS 
GROUND TO A TRUE BALL JOINT 


That's why Darts have been leaders in unions for over 50 
years. Their sound construction stands up indefinitely. 

Their non-corroding bronze-to-bronze seats are precision- 
ground to form a drop-tight connection. They close and open easily without 
jamming or excessive wrenching . . . and they're least expensive in the long 
run. Body and nut are of high-test, air-refined malleable iron—practically 
indestructible. 


You sell quality and satisfaction when 
you sell Darts. Write for the Dart Jobber 
Policy. 


a 


‘only 






Wlly 


E. M. DART MFG. CO. 


PROVIDENCE 5, RHODE ISLAND 
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(And that was only the beginning. 
If you’d like a copy of the “Life of 
Miles Stray”, Mitt Suppuies will 
gladly forward it to you—at the nomi- 
nal fee of, say, $7.50?). 

Mystery of the evening was who sup- 
plied the research for the “Saga of 
Stray.” There were intimate things in 
that biography, things only a relative 
would know, a close relative. Miles 
suspected the Mrs. too, for he swore 
he’d “go home and wring her neck.” 
But to date Miles’ lady is still two 
jumps ahead of him. 

Then there was the orchestra—a 
17-piece band consisting of piano and 
accordion. Anyway, they made enough 
noise to sound like a 17-piece band. 
Adolph Martin lent the torrid two an 
assist on the vocals, and later in the 
evening Adolph himself got some “back- 
ground effects” from a quartet of 
manufacturing guests. Adolph was an 
artist. The quartet was loud, enthusi- 
astic and willing. At one point Stew 
Russell backed up the quartet by re- 
citing eleven verses of “Roll Me Over.” 
an endless little ditty in the general 
mood of “Mademoiselle From You- 
Know-Where.” Stew was all set to 
render the other umpteen verses but 
by that time the quartet had got back 
its wind. 

Everyone swore Adolph could really 
sing. Stew had talent, too, and the 
quartet had few—pardon—slight pos- 
sibilities. 

The party “put the cat out” with the 
presentation to Miles of a bag of 500 
silver dollars. Stew Russell made the 
presentation, and Miles’ acknowledg- 
ment was typical of the fellow. It was 
the kind ef tribute that drags at the 
heartstrings, but Miles just grinned 
and grinned—and blew his nose a cou- 
ple of times. 

It will be a long time before Miles 
Stray forgets August 27, 1947 and Hol- 
yoke, Massachusetts. It will be a longer 
time before Holyoke, Massachusetts 
forgets Miles Stray. 


Hartfield-Healy 
Increases Sales Unit 


Two new salesmen have been added 
recently to the staff of outside men at 
the Hartfield-Healy Supply Co., Inc., 
Buffalo, N. Y., according to Edwin 
Healy, president and sales manager. 
This gives the firm ten outside men. 

Fred Macholz and Don Maytham 
were added to the staff lately. Preston 
Hoskin also joined the staff recently as 
a replacement. 
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For All Popular Applications —In Any Atmosphere 


There’s a CENTURY Motor That Provides 
































entury builds a complete 

line of electric motors, 
fractional and integral horsepower, in all 
popular sizes to meet the requirements of in- 
dustrial production, commercial needs and 
appliances. 

The many types provide satisfactory per- 
formance for practically any electric power 
requirement. To meet any kind of surrounding 
hazard, Century motors are built with open, 
splash proof, totally enclosed fan cooled or 
explosion proof frames. 


Typical examples of the variety of applica- 
tions are shown in the three photographs. 

Illustration number 1 shows a Century 75 
horsepower general purpose drip proof motor 
driving a coal pulverizer in a large industrial 
plant. The drip proof construction protects 
against falling objects or dripping liquids. 

Number 2 shows a 1 horsepower Century 
open rated general purpose motor driving a 
milling machine in a tool room where extreme 
accuracy must be maintained. Protection isn’t 
needed here because the motor is mounted on 
top of the machine—and in clean surroundings. 

Number 3 shows a 1!/, horsepower Century 
totally enclosed motor driving a blower on a 
gas heated oven for paint drying. 

Whatever your requirements may be, there is 
a Century motor to accurately meet the needs 
of your job—and provide top performance. 

Specify Century for all your electric power 
requirements. 


CENTURY ELECTRIC CO. 
1806 Pine St., St. Louis 3, Mo. 


Offices and Stock Points in Principal Cities 
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Proven 
Protitable 


The VEW Spartan 


OOL BITS 


Are An Accepted Sensation 





In a few weeks’ time these Tool Bits have 
brought many distributors repeat orders from 
satisfied customers who have received sensa- 
tional results when using them. 


KUTALL 


Regular 


Kutall Tool Bits, made from special alloy high 
speed steel, have the strength and toughness 
for machining bronze, copper, aluminum, brass, 
cast steel, cast iron, etc. These bits are fur- 
nished unground. 


, 
Sparground 


Extra Special 


These Spartan-ground tool bits have greater 
wear resistance than any other high speed type 
available. 


Sparground Tool Bits are made from a special 
high grade alloy steel that makes them espe- 
cially adaptable for machining extremely tough 
and very hard materials, such as heat-treated 
steels, die and stainless steels, etc. 


These Tool Bits will give you profits. 


We suggest you write us today. 
Sold only through Distributors 


SPARTAN SAW WORKS, ING. Springfield, Mass. 
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Oct. 6-10—35th National Safety Congress 
and Exposition, Stevens, Congress and 
Palmer House Hotels, Chicago. 

Oct. 8-12—Made in Georgia Exposition, 
Municipal Auditorium, Atlanta. 

Oct. 12-17—Brewing Equipment & Materi- 
als Exposition, Public Auditorium, 
Cleveland. 

Oct. 13-16—American Hardware Manu- 
facturers’ Association, semi-annual con- 
vention, Atlantic City. 

Oct. 15-18—National Hardware Show, 
Grand Central Palace, New York. 

Oct. 18-24—National Metal Exposition and 
Congress, International Amphitheatre, 
Chicago. 

Oct. 18-24—American Welding Society, an- 
nual meeting, Hotel Sherman, Chicago. 
Oct. 23-25—Dircet Mail Advertising Asso- 
ciation, convention & exhibit, Hotel Car- 

ver, Cleveland. 

Oct. 30-Nov. 1—American Society of Tool 
Engineers, Statler Hotel, Boston. 

Oct. 31—Mill Supply Joint Regional Meet- 
ing (American Supply & Machinery 
Manufacturers’ Assn., National Supply & 
Machinery Distributors’ Assn., and the 
Southern Supply & Machinery Distribu- 
tors’ Assn.,) Netherland Plaza Hotel, 
Cincinnati, Ohio. 

Nov. 3-7—Section International Lighting 
Exposition & Conference, Stevens Hotel. 
Chicago. 

Nov. 4-5—Seventh Annual Manufacturers’ 
Products Exhibit, sponsored by Purchas- 
ing Agents’ Assn. of Baltimore, at The 
Lord Baltimore Hotel, Md. 

Nov. 17—Central States Mill Supply Asso- 
ciation annual meeting, Palmer House, 
Chicago. 

Nov. 19—Mill Supply Joint Regional Meet- 
ing (American Supply & Machinery Man- 
ufacturer’s Assn., National Supply & 
Machinery Distributors’ Assn., and 
Southern Supply & Machinery Distribu- 
tors’ Assn., at Robert Treat Hotel, New- 
ark, N. J. 

Nov. 29-Dec. 7—National Farm Show, 
Coliseum, Chicago. 

Dec. 1-6—Chemical Industries Exposition, 
Grand Central Palace, New York. 


1948 


Jan.*8—Mill Supply Joint Regional Meet- 
ing (American Supply & Machinery 


















FOR EVERY USE 


from one source 
® McK-Alloy Chein* 


QUALITY COUNTS IN SELLING CHAIN ... and you can be sure you 
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sell quality when you handle McKay Engineered Chain. From basic raw 
material through every operation—each step is carried out by competent 
craftsmen using the most modern manufacturing methods. No wonder 
chain users ask for McKay Chain by name. 


COMPLETE SELECTION PAYS DIVIDENDS. More satisfied customers 
and greater sales volume are yours when you handle the McKay line. 
That’s because you impartially recommend the right chain for every 
application from McKay’s complete selection of agricultural, industrial, 
automotive and marine chain and chain accessories. 


McKAY CHAINS ARE LOADED WITH PROFITABLE OPPOR- 
TUNITIES. Quality, service and price are right . . . which means you 
fill every need. That's why it’s important to stock a full range of chain 
types and sizes. Then both you and your customers gain the benefits 
offered by the complete selection of McKay Engineered Chain. 


COMMERCIAL CHAINS 


WELDING ELECTRODES 
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® Hi-test Chain* 
® Steel Loading Chein* 
® Proof Coil Chain* 
® XX Dredge Chain* 
® Crown Dredge Chain* 
© Steam Shovel 
Hoisting Chains* 
© Twist Link 
Machine Chain 
® Victor Pattern 
Coil Chain 
® Ohio Pattern Cow Ties 










© Trace Chains* 

© Repair Links 

© Feed Chains 

© Heel Chains 

® Tire Chains 

© Pump Chains 

® Log Chains* 

© Well Chain 

® Chain Hooks 

© Stage Trace Chains 
© Stretcher Chains 


TIRE CHAINS 


® Sash Chain 

® Conveyor Chain 
© BBB Coil Chain* 
© Harness Chains 
® Tie-Out Chains 
® Machine Chain 
© Halter Chains 

© Wagon Chains 
© Breast Chains 

® Sling Chains* 

® Anchor Chain* 


*These chains are always proof-tested 
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The check list shows part of the profitable market and sales pos- 
sibilities for BUDA Ball Bearing Journal Jacks. These heavy-duty 
models, in 15, 25, 35 and 50 ton capacities, pack tremendous 
lifting power in a compact package . . . all models include the 
“Postop” safety feature, prevents ram from being raised beyond 
safe limit—an important sales feature. 

This is just one example of the many models offered in the 
profitable line of BUDA Lifting Jacks. Write for literature describ- 
ing the complete line of BUDA Hydraulic and Mechanical Jacks. 











BUDA Baill 
Bearing Journal 
Jacks, available 
in capacities 
of 15, 25, 35 
and 50 tons. 


BUDA Standard 
Speed Jacks, for 
extra heavy-duty 
lifting jobs. 
Capacities of 15, 
25, 35, 50 and 
75 tons. 


BUDA Model 
2215-SB Auto- 
matic Lowering 
“All Purpose” 
Jack. Capacity 
15 tons. Hinged 
base, 5-fcot 
chain. 













BUDA 





“CHORE BOY” 
15413 Commercial Avenue ... built in ¥ 
HARVEY (Chicago Suburb) ILLINOIS and 1 ton capacities. 
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Manufacturers’ Assn., National Supply 
& Machinery Distributors’ Assn., South. 
ern Supply & Machinery Distributors’ 
Assn.) at Edgewater Gulf Hotel, Biloxi, 
Miss. 

Jan. 14—Mill Supply Joint Regional Meet. 
ing (American Supply & Machinery 
Manufacturers’ Assn., National Supply & 
Machinery Distributors’ Assn., Southern 
Supply & Machinery Distributors’ Assn.) 
at Copley-Plaza Hotel, Boston, Mass. 

Mar. 15—American Society of Tool Engi- 
neers annual meeting, Public Hall, Cleve- 
land, Ohio. 

March 23—Mill Supply Joint Regional 
Meeting (American Supply & Machinery 
Manufacturers’ Assn., National Supply & 
Machinery Distributors’ Assn., Southern 
Supply & Machinery Distributors’ Assn.) 
at the Palmer House, Chicago. 


Fairbanks Co. Announces 
Firm Prices On Lines 


The Fairbanks Co. of New York. 
N. Y., manufacturers of valves and 
trucks and various kinds of industrial 
materials handling equipment. _ re- 
cently announced the adoption of a firm 








price policy on its hand and platform 
trucks, dollies, casters and wheels, and 
its bronze and iron body valves, in- 
cluding Sphero valves and asbestos 
packed cocks. 

The company calls its distributors’ 
attention to the fact that list prices 
and discounts applying to Fairbanks 
Catalog No. 50 on material handling 
equipment, in effect since March 10, 
1947, are firm on all orders on hand. 
All future orders for standard or spe- 
cial equipment will be billed at prices 
in effect at the time the order is ac- 
cepted by the company or prices pre- 
vailing at time of shipment, whichever 
is the lower. 

The letter announcing firm prices 
on the company’s valves and cocks en- 
closed net and resale base discount 
sheets No. 4, effective August 25, 1947, 
and contained revised list prices ap- 
plying to all Fairbanks bronze and iron 
body valves, including Sphero valves 
and asbestos packed cocks, supersed- 
ing all previous issues as well as the 
list prices appearing in Catalog No. 
42. All shipments made on and after 
August 25, 1947 were to be billed at 
the list prices and discounts indicated 
in these schedules, or prices prevailing 
at time of shipment, whichever is 
lower. 
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Some Ropes Foot you 
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U-W 6*/6 FILLER WIRE 1S /OEAL 
FOR ORAG CABLES ON ORAG 
LINE EXCAVATORS BECAUSE 
IT 1S SUFFICIENTLY FLEXIBLE 

ANO ABRASION RESISTANT 





WE RECOMMEND U-W 6x37 
BBE EONSTRUCTION FOR 


o95a0" sf 
ofr?” 08 


! Ce 
| AZ TS PURPOSE 








For longest and best service, always specify 
U-W LAYRITE (Preformed) IMPROVED PLOW STEEL 






We invite you to let UPSON-WALTON engineer your tough rope jobs.a™ 





Copyright 1947—The Upson-Walton Company 


THE UPSON-WALTON COMPANY 


Manufacturers of Wire Rope, Wire Rope Fittings, Tackle Blocks, Brattice Cloth 


Wain Offices and Factory: Cleveland 13, Ohio 


114 Broad Street 737 W. Van Buren Street 241 Oliver Building 
New York 4 Chicago 7 Pittsburgh 22 
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DARNELL CORP. LTD. 
LONG BEACH 4. CALIFORNIA 





60 WALKER ST. NEW YORK 13.N Y 
36 N CLINTON. CHICAGO 6 iLi 
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Clinic Attendance 
Can Be Good 


(Continued from page 112) 





tures of various Dirkes-made products. 
Easy-view stands, high enough to be 
seen without strain, had been set up at 
advantageous spots around the room, 
upon which were the actual demonstra- 
tion machines, together with exhibits of 
belting, pulleys, tubing and similar ma- 
terials distributed by Dirkes. 
Throughout the evening, Dirkes per- 
sonnel circulated through the room. 
Each had a small hand-printed card tied 
to his coat identifying him as an 
“Unofficial Guide”, and giving his name. 
Catalogs of all the Dirkes products were 
displayed at a table on one side of the 
room and on each of the large tables 
were folders on the impact tool itself. 
The meeting began at 5 o’clock, an 
hour predetermined as being the best 
time to get the agenda underway. 


Brief Demonstration 


Shortly after 6 o’clock, the Inger- 
soll-Rand people began their demon- 
stration of the new tool. The Dirkes 
company and the manufacturer had 
decided, in advance, that this portion 
of the meeting would gain in effective- 
ness if kept within a half-hour. It ran 
just inside that limit, the whole pro- 
gram well-paced to hold interest and 
emphasize all of the best points and 
uses of the new tool. 

The meeting over, visitors were in- 
vited to inspect the tools on display 
and to ask questions. There were 
plenty of questions, and the manufac- 
turer’s men were kept busy for another 
half-hour. Then large double doors 
at one end of the room were opened 
and the guests were invited to a buffet 
supper in the adjoining room. Serv- 
ing went on through the evening for 
late-comers, the meeting drawing to a 
close at about 10 o’clock. 

There was a constant flow of people 
in and out of the room, new visitors ar- 
riving as others departed. Altogether, 
there was a representative sampling of 
purchasing agents, tool engineers and 
superintendents of companies in the 
Detroit area. Cards showed that a 
number in attendance had come from a 
distance, some even from Detroit's 
northeastern neighbor, Flint, some 70 
miles away. 
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Pick it up! Grip it! Heft it! There’s something really 
different about this new RATCHET! Lightweight, bulk- 
free, super-strong—it’s another member of this famous Line, 
completely redesigned to give you—Mechanics’ Hand Tools 
that Make Money. 


Note that slim OVAL handle and reduced head size . . . 
every bit as compact as it looks. But, don’t let that graceful 
slimness fool you . . . this Tool is stronger than ever! LESS 
material, scientifically reshaped, gives MORE strength. And, 
it will go places no other ratchet ever fit before. The new 
oval grip, too, fits the hand naturally—more securely, less 
tiring. 

Strengthened, lightened, streamlined for action—the entire 
New Britain Line has been re-engineered for unrivalled 
utility!’ Where the going is tough in the tightest spots, your 
mill and factory customers can count on this Greater Strength 
—Better Fit. Ask to see the redesigned New Britain Line 
that will make money for you. The New Britain Machine 
Co., New Britain, Conn. 





Excess material, top and bottom in old 
round shape, did little or no work. Remov- 
ing this surplus greatly reduces weight and 
bulk. Very slight reinforcement added to 
each side of new oval shape — in direction 
of push and pull—develops amazing new 
strength at less weight. 
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' CASHIN ON 






THE ALL STAR LINE 


By selling the STAR line, 
you’re putting to work a 
complete line of blades that 
sell. With the STAR line you 
have the right blade for every 
job a hack saw or a band saw 
can do... and that means 
more sales. With STAR 
blades—from one end of the 
STAR line to the other—you have blades 
that have proved themselves . . . proved 
themselves faster, cleaner — longer wearing — in 
metal or non-metallic cutting. Performance like 
that means more sales... means customers come back for more STAR. 
So, whether it’s first sales, or repeat sales, you make more sales — 
more money — with STAR’S complete line of star-performing blades. 


Sold only through recognized distributors 


OS May] 


CLEMSON BROS., Inc., Middletown, N.Y. 








Makers of hand and power hack saw blades 


frames, metal cvttirg bond sow blodes and 


the Clemsen 0-17 lawn machine 
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Know the 
Answers 


to quiz on page 93 





ANSWERS: 


1. A sheave is usually grooved; a pul- 
ley is usually flat. 

2. The proportion of the total circum. 
ference of the pulley in contact with 
the belt. 

3. (b) 20 percent. or < wider than the 
belt. 

4. 12-in. wide. Ten plus two (4% of 10) 
equals twelve. 

5. Conditions of founding, details of 
construction and conditions of service, 
6. (b) a close fit. It prevents the rope 
from becoming oval or elliptical under 
heavy stress. 

7. A good one, though longer and 
shorter distances are often practicable. 
8. (a) class of service (b) diameters 
of the sheaves. 

9. Excessive bending of the belt will 
shorten its life and may result in con- 
siderable internal friction. 

10. The belt was chewed to bits. The 
sides of the finished 


smoothly to avoid excessive belt wear. 


grooves are 


1]. Four times. 

12. Multiply the dia. of the driving 
sheave (10-in.) by its speed (270 rpm) 
and divide by the speed of the driven 
sheave (180 rpm). Dia. of the driven 
pulley will be 15-in. 

13. The belt will run properly pro- 
vided the point at which the belt is de- 
livered from each pulley is in the mid- 
dle plane of the other pulley. 

14. (a) will increase. It will double. 
The transmission of power will be di- 
rectly as the speed. 

15. Drop a plumb line from the center 
of the face of the upper pulley, bore a 
hole in the floor so the line can pass 
through, and locate the lower pulley 
where the plumb line will cut it cen- 
trally. The line should just touch the 
edge of the lower pulley. If it doesn’t, 
move the upper pulley along its shaft 
until it does. 

16. Never, never, never run cast-iron 
pulleys at speeds above 100 ft. per sec- 
ond. In general, it is wise to recom- 
mend speeds closer to 85 ft. per sec- 
ond. 
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NOW ... FINER 
BECAUSE THEY RE 






> YOY 
FORGED FITTINGS ARE TOUGHER FORGED FITTINGS ARE STRONGER 8 © & 


Forged fittings stand up bet- Brass forgings are over 80% 
ter under hard knocks, me- stronger than brass castings — 
chanical shock, and vibration that’s why forged fittings will 
because forging concentrates withstand higher pressures. 


fiber-like flow line structure of 
metal at points of stress. 





FORGED FITTINGS ARE CLOSER GRAINED 
The extremely close-grained struc- 

ture of forgings assures against blow IMPERIAL 

holes or other concealed defects and TUBE FITTINGS 


against seepage of even for connectin 
ig copper, steel, 
hard-to-hold materials. aluminum and other metai tubing. 














\\U/ 
S 
DRYSEAL PIPE THREADS @) 
Full length SAE Dryseal Pipe Threads 4 
are being incorporated on pipe thread , 
ends. These threads make tight joints 
without pipe dope; are longer on sizes 
4" and over. 
FORGED §ITTINGS ARE MORE UNIFORM aan get <g, 
Dimensions of forgings are held within ex- = 4 
tremely close limits—far closer limits th fe , . ‘ % 
po 2 hea pc nding 7 } [ MPERIAL leads again with new, finer tube fittings %. 
makes fittings easier to install. - connecting copper, steel, aluminum and other ip; 
$ thin-wall metal tubing. These new fittings have iz 
bs forged instead of cast bodies on tees and elbows and ¢ 
ty Elbow and tee bodies on Compression, ¢ SAE Dryseal Pipe Threads on all pipe connections. 4 
Flared, Hi-Duty, Flex and Inverted Flared ‘ The superiority of forged brass fittings has long ¥ 
Tube Fittings are being converted to forg- 3 been recognized. Now, for the first time these better ve 
ings. Straight fittings made from brass rod. 5 fittings are made available for general industrial ap- ‘a 
plications. Today, more than ever before, when you 
sell Imperial you sell the finest in fittings. 
Write for Bulletin No. 349 on Forged Fittings j THE IMPERIAL BRASS MANUFACTURING COMPANY 


511 S. Racine Avenue Chicago 7, Illinois 


PIONEERS IN TUBE FITTINGS 
AND TUBE WORKING TOOLS 
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internal wrenching 


self-locking nut by 


ALLEN 
meas 


Comparison of 
ALLENUT, used 
with Allen Sock- 
et Head Cap 
Screw, and con- 
ventional bolt 
and nut. Note 
how internal 
wrenching prin- 
ciple contributes 
to designing that 
saves space and 
material. Clear- 
ance for open 
end or box type 
wrenches not 
required. 


L 


This new internal- wrenching nut was developed as a companion product 
to your ALLEN Line of Hex-Socket Screws, — profitable accessory to 
Socket Head Cap Screws. The ALLENUT HOLDS with a weld-like grip,— 
self-locking in non-hardened metals. Knurled flutes are drawn down into 
counterbored hole as screw is tightened in the nut. Yet easily removed 
without damage to nut or containing parts by backing off on screw and 
tapping screw on head. 

Using ALLENUTS with Allen Socket Head Cap Screws, the positive 
internal wrenching action of Allen Hex Keys drives fast, firm set-ups in 
the harder metals. 12-point (double-hex) Allenut socket gives 30° of 
wrenching swing — as compared with a normal 60° — to speed up as- 
sembly in cramped quarters. 

The ALLENUT sets up flush to achieve streamlined surfaces. It facilitates 
more compact designs with resulting economies in space, weight and 
material. Adds immensely to the finished appearance of any job... 
Precision- made of special-alloy steel to Allen standards; threads tapped 
to a Class 3 fit. 


Exclusively an Allen Distributor item. Ask for 
samples, specification - and price- sheet if you haven't 
looked into the sales-potential of the ALLENUT. 


THE ALLEN MANUFACTURING COMPANY 


HARTFORD, *& ALLEN te «CONNECTICUT, U.S.A. 


NEW YORK - DETROIT - CHICAGO - LOS ANGELES 
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17. By jncreasing the size of both pul- 
leys in the same proportion, thus in- 
creasing his belt speed. 

18. (c) 36 times the rope dia. 

19. True. 

20. Eight arms. 

21. False. Wood pulleys are superior. 
22. They are much lighter, and they 
will transmit from 35 to 50 percent 
more power for the same belt tension. 

23. They deteriorate when exposed to 
excessive moisture. 

24. (a) steel pulleys are lighter (b) 
they can take higher speeds (c) they 
are almost completely free from in- 
ternal stresses (d) they mean less 
weight on the lineshaft (e) their light- 
ness reduces frictional losses. 

25. (a) Less—2.35 to 2.70 percent less 
by actual tests. 











Departmentalizing 
for Allied Lines 


(Continued from page 89) 





about products not installed properly. 
The same protection for the contrac- 
tor is extended into the industrial supply 
field where some plumbing and heating 
products are sold as industrial supplies, 
such as valves, pipe, fittings, gages, 
unit heaters, etc. Plants with crews to 
do repairs, maintenance and installa- 
tions are sold directly as industrial 
supply customers. Plants who let out 
installation contracts are sold through 
contractors who do the actual installa- 
tion or other work. Salesmen selling 
industrial supplies are indoctrinated 
with the policy and are required to 
determine the status of the purchaser 
carefully before making sales. 
Departmentalization at the Atlas Sup- 
ply Co. was confined to sales and mer- 
chandising. Office, paperwork, ship- 
ping, receiving and most warehousing 
are conducted as a combined operation. 
The industrial supply department is 
under the direction of Hal B. Nifong, 
vice-president, who superintends sales, 
training, service and purchasing. Re- 
modeling of the present quarters of 
Atlas Supply will provide the industrial 
supply department with a counter, sales 
showroom and warehouse space for 
those items which are classified strictly 
as industrial supplies. Stocks common 
to both departments are carried in a 
common stock room. This fits in more 
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HATEVER length V-belt you 
may require, it’s always on 
hand when you use Veelos, the 
link V-belt on reels. From just four 
reels you can replace up to 316 
standard sizes. Need less? Any 
length belt can be uncoupled from 
a single reel, quickly coupled end- 
less on the drive. 

Veelos on reels banishes costly 
belt inventories. Stocking matched 
sets for each drive is eliminated. 
You profitably use every bit you 






VEELOS 


THE LINK 


V-BELT 





copy sent on request. 





any Length 
any Drive 


Adjustable to 
Adaptable to 





KNOWN AS VEELINK OUTSIDE THE UNITED STATES 
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New Veelos Catalog shows you how to get the 
right length V-belt right off the reel. You'll see it uncoupled, 
made endless, installed (pages 8 and 9). All 14 Veelos advan- 
tages ore described in detail. Complete engineering data is 
provided. Also, a dozen pages—packed with photographs— 
show Veelos at work in a wide variety of industries. Your free 





buy. There is no belt waste. Time- 
consuming paper work is greatly 
reduced. Reels of Veelos hold 100 
feet...save stockroom space. 
Veelos is available in all standard 
widths, fits all standard grooves. 

The Veelos distributor proposi- 
cn is profitable for you and your 
cus.omers. Write for details now. 


MANHEIM MANUFACTURING 


& BELTING COMPANY 
MANHEIM, PENNSYLVANIA 





Tested, Proved and Adopted by American Industry 











the FORD 


WHIPPET 


_2* 2 “ELECTRIC HOIST 














We take great pleasure in announcing 

this new postwar electric hoist—the 

Ford WHIPPET—faster, safer, more powerful, 
more dependable. Factory-tested and 
field-proved, the WHIPPET offers you more 
exclusive selling points than any comparable 
electric hoist on the market today. Capacities 
range from 250 to 2000 pounds. Write us 

at York, Pa., for your copy of descriptive 
folder DH-1325. 


York, Pa., Chicago, Denver, Los Angeles, Philadelphia, Portland, Sen Francisco, Bridgeport, Conn. 


FORD CHAIN BLOCK DIVISION 
AMERICAN CHAIN & CABLE 








In Business for Your Safety 
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efficiently with the single receiving and 
shipping departments which handle 
products for both departments. 

The difference between the two types 
of customers, Mr. Davis pointed out. 
was a strong factor in the establish. 
ment of two separate service counters, 
The plumbing and heating contractor, 
Mr. Davis explained, usually knows 
what he wants and does not like to 
wait to secure it. Moreover, he most 
probably wants it immediately. On the 
other hand, the industrial supply cus- 
tomer usually likes to look around. As 
a user of the items he buys, he is very 
particular and wants the best possible 
tool to do the job he has in mind. In- 
stead of cluttering up one counter with 
both types of customers demanding 
different kinds of service and informa- 
tion, as at present, Mr. Davis believes 
that more customers can be served bet- 
ter with two separate counters and 
sales rooms. ; 

The industrial supply sales staff is 
being increased gradually. With the 
installation of a new industrial supply 
counter and sales room, several inside 
men will be employed. 





All Out for 
Employees 


(Continued from page 83) 





age of officers and key men is in the 
middle forties. 

With such men operating the com- 
pany, the friendly attitude with which 
employees are treated is understand- 
able. The key men, having at one time 
filled the positions now held by their 
subordinates, are fully aware of the 
problems and difficulties encountered. 


Rules and Regulations 


The company. with 350 employees. 
operates on a five-day week, being closed 
Saturdays. The working hours are from 
8 a.m. to 5:30 p.m. with a 42-minute 
lunch period. The odd lunch time is 
accounted for by the fact that the com- 
pany works a 44-hour week which 
means that each working day is 8 hours 
and 48 minutes. However, no time 
clocks are employed and the 42-minute 
lunch period is not watched too closely. 

Most of the warehousemen take their 
lunch to work with them and approx- 
imately half of the female employees 
do the same. Space for eating lunch is 
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e Precision in jaw adjustment to within 
.001” concentricity. 

© Quick, positive lock with the safety 
and rigidity of a solid jaw. 


e Utmost simplicity with few sturdy 
parts. 
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e Maintained accuracy because there 
is little or no wear in operation of 
“Accralock” units. 


An exclusive feature of 


CUSHMAN 
POWER, CHUCKS 


Write for Catalog PO 62 f 
THE CUSHMAN CHUCK COMPANY, HARTFORD 2, CONNECTICUT 
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REGISTERTCO US PAT OFFICE 


NICOL 4 


THE ORIGINAL and BEST 


Th's outstanding Marquette A. C.-D. C. Nickel Rod is a copper- 
n'ckel alloy with a special heavy coating which gives excellent 
welding characteristics of fine gra‘n, tight and strong welds. Safe 
to use there are no injurious fluoride fumes to harm eyes, 
nose or throat. 





MACHINEABLE CAST IRON WELDS 


Makes perfect bond to parent metal and leaves a soft, close 
qgra’ned Machineable weld on all types of metal without pre-heating. 
Thoroughly Machineable you can easily drill or mill it. 
There is a complete absence of poros'ty, slag inclusion or hard 
spots and it matches parent metal perfectly. 


NO PRE-HEATING 


Saves hours of work on machineable cast iron welding jobs. 
May also be used for welding cast iron to steel, copper to steel 
and monel metal. 


WORTH ITS WEIGHT IN GOLD 


Marquette Nicol-Rod No. 44 has been used for years in shops 
and foundries for salvaging expensive castings which otherwise 
would be rejected because of blow holes, and sand pockets. It is 
truly a money saver in maintenance and production for repairing 
castings inexpensively. 


SELL ALL MARQUETTE ELECTRODES 


Take advantage of Marguette’s Know How and sell Marquette’s 
complete line of famous electrodes. Go Forward with Marquette! 








MARQUETTE IS 100°. DISTRIBUTOR MINDED 





YY 
EQUIPMENT 


A.C.ARC WELDERS ELECTRODES 
\ ACETYLENE GENERATORS ACCESSORIES 
OXY-ACETYLENE WELDING & CUTTING EQUIP. 


- steaco 


MARQUETTE MFG. CO., Inc., Minneapolis 14 
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provided for the girls in a rest room 
which is equipped with a radio. 

For those employees who do not carry 
their lunch, there are several small 
restaurants in the neighborhood, despite 
the fact that the company is located 
out of the center of the city. 

An example of the company’s willing. 
ness to change rules to meet current 
conditions was one forbidding girls and 
women to smoke at their desks. Drop- 
ping the rule not only was welcomed by 
the distaff side but actually increased 
efficiency in the office—now inveterate 
smokers no longer have to go to the 
rest rooms to smoke. 

As in many large companies, installa- 
tion of “coke”, candy and cigarette 
machines was found advisable. How- 
ever, at Woodward, Wight the machines 
serve a dual purpose. They provide a 
means of obtaining refreshments dur- 
ing working hours without a great loss 
of time and also produce income. Ap- 
proximately one thousand dollars a 
year is collected from the machines and 
is placed in a special fund to finance 
employees’ dances. 














or) rN 2 | 
Harold Green, Marsh Rogers and 
Mike Kimlicka, snapped between 
innings at the Masback annual 
outing. 


Masback, Inc. 
Holds Annual Outing 


Salesmen and members of the inside 
organization of Masback, Inc., New 
York, held their annual outing recently 
at Indian The entire party 
sailed up the Hudson River, with lunch- 


Point. 


eon and dinner served on board the 
boat. 

Activities of the day at Indian Point 
included contests in softball. swimming 
and tennis, with awards given to the 


winners. 
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, = experience with threaded 
tells you better than we can how 
h while it is to use Top Quality 


Treated Cap Screws give you full assurance 
of a wise selection. You get the best that 
money can huy at only slightly higher 
cost than 1020 bright screws. Complete 
range of sizes\from %” to 12” diameter. 
All Cleveland pxoducts are made by the 
he modern cold forging 

you stronger threaded 

fasteners than any \other known process. 


ah... CLEVELAND 
The Cleveland Caf Sor30ew Company Tp 
2917 EAST 79TH STREET » CLEVELAND 4, OHIO FASTENERS 


Warehouses: Chicago and Philadelphia 


~ 
MADE BY THE ORIGINATORS OF THE KAUFMAN PROCESS FOR GREATER STRENGTH AND ACCURACY 
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also a LIFT to 
PROFITS 


Here's a time and labor 
saver wherever machin- 
ery, crates, equipment 
etc. must be moved or 
lifted. Enables one 
man to handle up to 
5 TONS. Sales pro- 
moted by strong ad- 
vertising and dealer- 
help program. Sold 
only by Mill Sup- 
pliers and whole- 
salers. 5 ton ca- 
pacity $15.95; | 
ton unit $6.95. 
Order a sample 
dozen now for 
IMMEDIATE DE- 
eLIVERY. 


\ 


THE ONLY 
LIFTING BAR 
with a 
ROLLER 


MAKER OF ARNOLT UTILITY CLUTCH 
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A large portion of the free area surrounding the well-spaced buildings in 
the Carborundum Co.’s new manufacturing facilities fronting on Walmore 
Road is paved with 8-in concrete, formerly used to test heavy aircraft. 


Strengthening its “the 
world’s largest producer of the abra- 
sive silicon carbide”, The Carborundum 
Co. of Niagara Falls, N. Y. recently 
acquired two properties in the east and 
the northwest which will further aug- 


position as 


ment its already extensive manufactur- 
ing facilities. 

The company has received prelimi- 
nary notification from the New York 
office of the War Assets Administration 
that its bid of $1,000,000 for a part of 
Plancor 168, formerly operated by Bell 
Aircraft Corp.. has been accepted. 
Word has been received, also, of the 
acceptance of the company’s bid for 
industrial property in the outlying dis- 
trict of Vancouver, Wash. 

The New York property. comprising 
about 65 


acres, has been acquired 


primarily as manufacturing space for 


Carborundum Co. Acquires Properties 


the coated products division. 


Included 
in the purchase are four buildings with 
a total floor area in excess of 290,000 
sq. ft. Extensive renovation is planned 
to start immediately, in line with en- 
gineering programs already completed. 


The Vancouver property, some 93 
acres with an extensive frontage on the 
Columbia River, will be the site for 
an extensive furnace plant. Ample 
water shipping facilities are available 
and the property is served by three rail- 
roads. Adequate electric power is also 
assured for the operation of the high 
temperature furnaces in which silicon 
carbide is produced. 


projects in 


One of many 
The Carborundum Co.’s 
$15,000,000 extension and modernization 
plan, upwards of $2,000,000 will be 
spent on the Vancouver property for 
plant facilities and construction work. 





Manhattan Rubber 
Wins N. A. A. N. Award 


For the fourth consecutive year the 
Manhattan Rubber Division, Raybestos- 
Manhattan, Inc., Passaic, N. J., has 
received the award of excellence for 
its business paper advertising cam- 
paign from the National Advertising 
Agency network at the 14th Annual 
Competition at its convention held re- 
cently in French Lick, inf? 
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Scott Takes Over 
Agnew Accounts 


Harry Scott, former purchasing agent 
at Douglas Aircraft and acting, since 
the war, as salesman for the American 
Wholesale Hardware Co., Long Beach, 
Calif., has been made specialist in avia- 
tion sales by that company. 

Mr. Scott takes over the accounts of 
Bill Agnew, who left the firm recently 
to affiliate himself with a dealer group. 
















Bf 
‘ 








Another New Prot't- Maker tor SKU T00L Distributors 


@ Because Model 107" SKIL* Saw has so many indus- 
trial uses . . . cutting sheet iron, steel, aluminum, copper, 
compositions, as well as in general maintenance sawing... 
it’s a natural for every plant you call on. Promote this new 
SKIL Saw at every opportunity and watch your sales go up. 


*SKIL Saw is made only by SKILSAW, Inc. 


THIS IS THE 


SKIL SAW 


YOU NEED... 





ANO MORE 


NEW 


SKIL TOOLS 
ARE 
ON JHE WAY £ 
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THAT 





COOPERATION 


COUNTS 








Back of the Griffin line of hack 
saw blades and band saws is com- 
plete cooperation of the kind that 
makes Griffin Blades popular with 
both distributor and customer. 

High quality throughout the line 
cooperates by giving blade users 
long, economical cutting life in 
any Griffin Blade selected. 


GRIFFIN “BEST 


GRIFFIN SPECIAL ALLOY for 
greatest economy in general production 
machine metal sawing. Molybdenum 
high speed steel. Power machine and 
hand frame sizes. 

GRIFFIN HIGH SPEED STEEL for 
machine-sawing toughest metals — 
chrome, nickel, stainless, etc. Hand 
frame sizes also. 

NEW GRIFFIN improved hand 
blades that replace both soft-back and 
= types for any metal sawing by 
hand. 


Year-in, year-out advertising co- 
operates by giving the distributor 
blades whose name requires no in- 
troduction to his trade. 


Conscientious factory service co- 
operates by giving prompt deliver- 
ies and consistent, uniform blade 
quality. 


BUY" BLADES 


GRIFFIN NON-STRIP for hand saw- 
ing thin sheet, tubing, conduit, etc., 
without loss of teeth. 


GRIFFIN BAND SAWS in hard-edge- 
flexible-back, spring-temper, skip-tooth 
and wood-sawing types. 


MILL SUPPLY DISTRIBUTORS: 
Write for latest 20-page Griffin Price 
List. Gives selling features, full listing 
of sizes, dimensions, weights, etc., and 
tables of blade applications. Send 
TODAY. 


General Sales Agent 


JOHN H. GRAHAM & CO. INC.., 


Dept. A, 105 Duane St., New York 7, N. Y. 


‘GRIFFIN‘* 











HACK SAW BLADES ad BAND SAWS 


Made by G. W. GRIFFIN CO., Franklin, N. H., Hack and Coping Saw Blades Specialists since 1880 | 


| 
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Grouping 
Small Orders 


(Continued from page 99) 





and ran through them quickly. The 
total of various invoices as he thumbed 
through them amounted to $130.76, 
$155.25, $185.90, $62.50, $35.50, 
$118.00, $26.00 and other larger 
amounts. One small invoice for $3.30 
was examined and found to cover an 
expansion reamer for the maintenance 
department marked “rush” and, there- 
fore, unavoidable. Another invoice for 
$2.80 covered a chuck, with the under- 
lined notation “rush—repair item.” 
With only two exceptions every item in 
approximately 200 orders for this man- 
ufacturing account called for dozen 
lots, whole boxes of 100 each or what- 
ever units the item was packed and 
listed in the catalog. One of the 
broken lot invoices covered ten 1-lb. 
head, special hammers “for experi- 
mental work”. Shortly after this or- 
der was placed another order was 
entered for a lot of ten 2-lb. head. 
special hammers “for experimental 
work”, and ten days later, the decision 
evidently having been made, an order 
was placed for 12 dozen of the larger 
size hammer. 


Partial Delivery 


“There is another type of order,” 
Mr. Teare continued, “that constitutes a 
needless expense to the distributor. 
Let’s say that we receive an order call- 
ing for 100—8” second cut, knife files 
with shipping instructions specifying 
35 doz. immediate delivery, 35 doz. 
three weeks later, and final shipment 
on the remaining 30 doz. six weeks later. 
It costs us more to handle an order 
written up in this way than it would to 
fill and ship three separate orders 
calling for immediate delivery from 
stock. The reason for this is that the 
steps involved in the first order require 
endless checking and bookkeeping. Fol- 
lowing such an order through we find: 


1. The order is written up specifying 
100 doz. files. 

2. The warehouse stock of the item is 
checked. 

3. The 35 doz. files for immediate 
shipment are withdrawn from stock 
and either set aside or packed. 
Should the item be out of stock an 
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Look for this Johns-Manville Packing 
advertisement currently appearing in 
leading trade publications. 





The RIGHT KIND of Backing... 
» CONSISTENT gam POUCY" YD help You sel ; Packing ( 


Not just conventional packing advertising—but a 
“double-barrel” campaign featuring you as well as 
the packings you sell . . . that’s the kind of backing 
Johns-Manville gives its authorized Packing Distrib- 
utors. A typical advertisement is shown above. Note 
that your distributorship gets equal display with J-M 
Packings . . . helping you to more sales, more profits. 

In addition, five times a week throughout the year, 
Bill Henry and the News... the most popular news 
program on the air . . . brings the Johns-Manville 


Johns-Manville 





name to millions of packing users. Frequent announce- 
ments on packing are a part of this program. 

Other Johns-Manville co-operation includes direct 
mail pieces, sales helps, and an attractive sign to 
identify you as the distributor your customers have 
read about and heard endorsed over the radio. 

Ali of this support is proof of a consistent Johns- 
Manville policy to give you “the right kind of «¢.., 
backing to help you sell packing.” Johns- 4 
Manville, Box 290, New York 16, N. Y. LY 
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F svaNiey 
HAMMERS 


for your industrial customers 


THESE ARE three Hammers from the complete Stanley line 
for industrial use. They’re carefully designed and made right 
to do a large number of specific jobs in the hands of industrial 
craftsmen. They always have been “best sellers”! 


For Packing and Shipping Room—No. 1511-16 oz. Stanley Nail 
Hammer — Semi-ripping pattern, cross checkered face, curved claw. 
Forged steel head is securely wedged to hickory handle. 


For Machinists’ Use — No. 310-16 oz. Stanley Ball Pein Hammer — 
octagon pattern—head forged from high grade steel—handle selected, 
straight grain hickory. Ten other sizes available. 


For Assembly and Light Metal Forming — No. 594-8 oz. Soft Face Ham- 
mer — regular pattern with renewable tips of tough, resilient celluloid 
composition — steel center body with hickory handle. Other sizes 
and styles available. 


Check up on your stock and see to it that Hammers and other 
good tools of the Stanley line are always ready to meet the 
demand. Stanley Tools, 146 Elm St, New Britain, Conn. 


THE TOOL BOX OF THE WORLD 











[ STANLEY 


Trade Merk 
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order is entered for immediate de- 
livery or pick up. 

4. Shipment is made. 

5. The 65 doz. files are back ordered. 
6. A notation is made for future ship- 
ments. 

7. Ten days to a week before the 
next lot is to be shipped the back 
order has to be flagged, drawn out, 
the account possibly checked for 
credit, stock is checked and either 
laid aside if stock is low or a stock 
order is entered. 

8. Shipment is made and the proc- 
ess is repeated three weeks or a 
month later for the remaining 30 doz. 
files. 


“We have one rather large account 
that we have been unable to convert 
to our plan of grouping small orders. 
It is the contention of this account's 
purchasing agent that it would inter. 
fere with the records system of the 
plant. We hope, eventually, with the 
aid of surveys and examples from other 
concerns in the same line of business. 
to prove our contention that by group- 
ing individual requisitions and thereby 
increasing the size of the orders the 
company’s cost of placing requisitions 
as well as our cost of filling them will 
be considerably reduced.” 





Telephone 
Selling 


(Continued from page 85) 





is easy for someone with long experi- 
ence to check the way he handles things 
and correct any faults or mannerisms at 
the start—before they become habits. 

One of the most important things 
that he gets at the telephone desk is 
a post graduate course on fast, ac- 
curate use of the catalog and price 
book. This will stand him in good 
stead when he gets out in the field. 
The book is something he must use 
and on all occasions. Customers should 
realize that, though how often we hear 
some of them say, who should know 
better: “Oh, those jobbers’ salesmen! 
They never know what a thing is or 
what it costs without thumbing through 
that book of theirs. Why can’t they 
learn their stuff?” 

The reason is this. There are 40,000 
items in that book. It is manifestly im- 
possible for any man to memorize even 
a small percentage of them as to sizes. 






















This is one of a series of Spang ads 


al which are appearing regularly in: 








Domestic Engineering, Mill and Fac- 
< tory, Heating, Piping and Air Condi- 
by tioning and Factory Management 

‘ * . il 
n and Maintenance. Copies are avail- 
: able on request. 





ns 
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E KNOW vou HAVE MORE PIPE ORDERS 
: THAN YOU KNOW WHAT TO DO WITH 





Yes, today the demand far exceeds the 
supply of Spang CW Pipe. But tomorrow all 
of us are very likely to be looking for cus- 
tomers. That's why Spang advertising continues 
to appear in leading trade journals read by 
your customers. 


This advertising does three things. It points out 


the advantages of Spang CW; it urges buyers 
to anticipate requirements; and it sows the 
seed for future business. 


But advertising for the future is just one way 
Spang is trying to serve its distributors. Every 
effort is being made to produce more and 
more CW Pipe for you. 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 
EXECUTIVE OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Chicago; Denver; Detroit; Houston; Los Angeles; 
New York; Philadelphia; Pittsburgh; St. Louis; San Francisco; Tulsa 
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PAT. OP~ICE 


STEEL BELT LACING 


OR use on leather, rubber, balata, stitched canvas or 


solid woven belting, giving a smooth, 


flexible joint 


excellent for general service, high speed and heavy duty. 


Efficient separable hinge lacing of extreme strength. 
Protects ends of fabric belts. Operates successfully with 


an idler or on serpentine drives. 





List Prices per Box of Alligator Belt Lacing 








6.00 6 sets for 6” belts 
6.50 6setsfor 6” belts 
6.75 4 sets for 12" belts 


: Monel and Belt 
Size | Steel Bverdur Contents Thickness 
oo {$s $5.50 6 sets for 6” belts Up to 1/16” 


1/16" to 3/32" 
3/32" to 1/8” 
1/8” to 5/32” 





8.00 4 sets for 12" belts 
9.75 4 sets for 12" belts 
6 sets for 8” belts 
8 sets for 12” belts 


5/32” to 3/16" 
3/16" to 7/32" 
3/16" to 7/32" 
3/16” to 7/32” 























3 
Sesglessalsssslsses 


11.50 4 sets for 12" belts | 1/4” to 9/32" 

27L 8 sets for 12" belts | 1/4” to 9/32" 

35M 4setsfor 8” belts | 9/32" to 5/16” 

GSN 15.00 4 sets for 12” belts | 9/32" to 5/16” 
4SU 19.50 4 sets for 12" belts | 5/16" to 3/8” 

SSW 29.00 4 sets for 12" belts | 3/8” to 7/16" 
65X 36.00 4 sets for 12” belts | 7/16" to 1/2" 
78 57.00 4 sets for 12" belts | 1/2” to 5/8” 








For belts wider than 12 inches always use continuous 


lengths for best results—Furnished to order 
for any width of belt. 


Corr 
Alligator tape fasteners. These pins are also 


in any length 


ugated pins supplied regularly with Nos. 00, 1 and 5 


used with the 


larger size fasteners for conveyor and elevator belt service. 
Sectional steel rocker hinge pins supplied regularly with 
Nos. 15 to 75, inclusive, for transmission service. Rawhide 


hinge pins supplied with Nos. 00 to 45, inclusi 


request. 





ive, only upon 


|FLEXCO|HD 





6G US OAT OVOcE 


BELT FASTENERS and RIP 


PLATES 


for Conveyor and Elevator Belts 


The Compression Principle. Scientific design and construction of 
Flexco HD Belt Fasteners provides the maximum application of the 
principle of compression to the belt ends and is by far the most 
successful method of mechanically joining heavy duty conveyor 


and bucket belts, 


Notice that the plates are cupped to receive the nuts and bolt 
heads. The finished tight butt joint is leak-proof, practically flush 
with the belt and will operate satisfactorily through trippers and 


take-up pulleys. 


The Rip Plate is an outgrowth of the Flexco HD Fastener. It is 
longer, for a better grip on irregular tears, while the center bolt 
keeps the fastener from bulging. Used only for repairing length- 
wise rips. Not to be used to repair breaks or tears across belt width. 














: Thickness Price 
' of Belts Min. we. box of 10 
i Size No. for which Pulley| Per | Sets Steel 
{ suitable Diam. Box Fasteners 
{ 1 1/4" to 7/16" 12} 1 = Ibs.| $ 6.00 
| » | 1-1/4 | 5/16" to 1/2” 14” | 1.8 lbs. 6.50 
| e 1-1/2 3/8" to9/16"| 18° |2.3lbs.| 7.00 
: 2 1/2” to 3/4” 30°13 Ibs.| 98.00 
| 2-1/2 | 11/16" to 1” 42" 16 Ibs.} 2.60 
} 3 7/8" and up_| 48" | 6.6 Ibs.|_13.00 
a | RP 1/4” to 1/2” 1.8 lbs.| 10.40 
“2 RP2 3/8” to 3/4" 4 Ibs.| 12.30 























ALLIGATOR 


V-BELT FASTENERS 


Alligator V-Belt Fasteners make possible th 


e use of open 


end or non-endless V-belts on installations where replace- 
ment of endless V-Belts requires dismantling of | line shatting 


or machinery. They are to be used only for j 



































JUST A HAMMER 
TO APPLY IT 


ECONOMY PACKAGES 
FOR THE SMALL USER 


In five sizes packed 10 pack- 
ages of a single size to a carton. 
Each package contains one set 
of lacing complete with gauge 
and hinge pins for a 12-inch 
belt. Easily broken to length for 
narrower belts. Avoids the ne- 
—- of “breaking” a standard 






































Size List per 
No. Carton 
15-E $4.75 
20-E $5.00 
25-E $6.25 
27-E $6.65 
35-E $8.50 
Bulletin A-60 gives plet 


prices, uses, etc. Since he can’t work 


| from memory on all, we do not want 


| nated. 


| the catalog. 


him working from memory on part of 
them. There are too many chances for 
error. If he makes a habit, and it is 
our policy that he should do so, of 
opening the book on every quotation, 
this chance of error is practically elimi- 
This rule, however, does not 
apply on a new item or line that we 
are introducing and which is not yet in 
In that case we expect the 
salesman to know all about it and be 


| able to talk it and quote from memory. 





Positive Approach 
to Sales Control 


(Continued from page 95) 





details on Alligator lacing. 





ALLIGATOR BELT CUTTER 

Will cut any belt (except metal 
stitched) up to 1/2 inch thick by 
8 inches in width. Used in a 


horizontal position on bench or 
up-ended on floor. 











View above shows how the belt 
ends are compressed. 
Flexco Fasteners are also made 
of Monel (acid-resisting), Ever- 
dur (non-sparking) and Promal 

(abrasion resisting). 

Flexco Tools should be used in 
the = of these fasten- 
ers. ulletin F-100 gives com- 


plete information. 











constructed V-belts having cross-woven fabric 


Wt. per} 
For Belt box, 
Section | Size | Box of 10| Ibs. 
or “duck cm- B B437| $13.00 


sile’’ center. They are not to be used tn shorten or repair 
the conventional endless V-belts of cord center construction 
tor such belts do not have the “carcass” to hold the fastener 


wd make a sufficiently strong joint. 


PRICES SUBJECT TO DISCOUNT 








0.6 
Cc C625 15.00 1.4 
D D750 2.5 
All a 4 V-Belt tools ete be 
when appl these 
teners. Bulletin v. 208 gives com- 
plete information 























and, at the year end, the annual totals 
are entered. 

Thus, at a glance, it is possible to see 
just what each account (and its sales- 
man) is doing by individual lines from 
month to month and, of course, the total 
dollar volume bought by the account. 


Recapitulations 


The subsequent records are less for- 
mal, being entered in pencil on ruled 
foolscap and serving more as personal 
records for Messrs. Bromwich and Will- 
man. In Illustration 3, for example, it 
is possible to size up instantly the per- 


| centage of sales by lines to each ac- 


Furthermore, Messrs. Bromwich 
and Willman are informed as to which 
accounts are buying in balanced quanti- 


count, 


| ties. The number of calls made on each 


account also is shown. This is a simple 


| record but it does not show the volume 
| of purchases by accounts or any given 


line, indicating only that the account 
has bought some of the line. (More de- 
tailed information in this direction is 
readily available in the monthly card 
file.) 

The next step, Record No. 4, recapitu- 
lates another information highlight, i.e., 
the actual number of a salesman’s ac- 
counts that buy each line. And, Record 
No. 5, gives a bird’s-eye view of the 
salesman’s activities, dealing with the 
average number of calls made in rela- 
tion to total number of accounts. 

Naturally, the uses to which these rec- 
ords may be put are manifold. There 
are at once and in the same records a 
comprehensive check on each sales- 
man’s activities, the means for encour- 
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STOREROOMS. 
& WAREHOUSES 
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HINESAZZ~ 





Engineered to carry almost any load which can 
be placed on the shelves. One basic unit—3 ft. 
wide, 34 in. high and 1112 in. deep—will 
carry over 600 Ibs. evenly distributed over the 
three shelves—9 sq. 
ft. of shelf area! Item 
comes knocked down 
and completely car- 
ton packed for easy 


handling. 


EDWARD HINES LUMBER CO. 
2431 So. Wolcott Ave., Chicago 8, Iilinois 
Please send me complete information on Hines-Shelves for [(_] warehouse, [_] stockroom, 


(CD store, [1] disploys. 


Seem eee eee reer eee ee eee see eeeeeeeeeeesee®e 


TTT TrTr rrr rrr rere reer ee ee eee eee ee eee eee Per? 11.1) Tee eee eee eee) 


CRORE HEHEHE THEE EEE HEHEHE SETHE EEEEEHEEEEEEES 


BUILD UP OR SIDEWAYS! 














EDWARD HINES LUMBER CO. 
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for every need 


© INDUSTRIAL @ MARINE @ FARM @ AUTOMOTIVE 


INTERNATIONAL 


CHAIN & MFG. CO. 


YORK, PENNA. 
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aging a better balance in sales of lines 
and a complete picture of the buying 
habits of each account. The net sum 
of the records is, of course, a positive 
means for sales control. 

This latter point is all-important to 
Mr. Bromwich who declares that in- 
telligent sales direction can stem only 
from intelligent appraisal of the sale- 
picture. 

“We pay our salesmen on a profit- 
sharing plan,” he said, “and this plan 
offers the biggest incentive I know for 
hard-hitting, intelligent sales work.” 

He explained that city salesmen are 
paid 35 percent of the gross profit on 
sales; country salesmen 40 percent. 

“That is all there is,” he said. “The 
salesmen pay all of their own expenses. 
finance themselves and generally are in 
business for themselves. Naturally, we 
do help a new man get started. We will 
pay a beginner $250 a month for six 
months. But if he earns more, he gets 
it, for we figure profits on his sales just 
as we do on the regulars. 

“All salesmen are kept posted con- 
stantly on their earnings. Once a week 
profit-sharing statements go out and 
from time to time, other reports show- 
ing each individual’s standing are pre- 
pared and distributed.” 

Mr. Bromwich admitted some of his 
salesmen have large incomes. “But after 
all,” he asked, “isn’t it true that under 
such a system, the highest paid man is 
the best man for the house?” 


Weatherhead Names 
William L. Hauck 


William L. Hauck has been ap- 
pointed eastern district sales manager 
of The Weatherhead Co. of Cleveland. 
Ohio, with headquarters at 4302 Lin- 
coln Bldg., and 60 East 42nd St. New 
York City. 

Mr. Hauck, a native New Yorker, is 
well known in the LP Gas Industry. He 
was formerly sales manager of the 
Trageser Copper Works, Maspeth, L. I.. 
New York. and district sales manager 
for The Scaife Co., also in New York. 

The company announces that A. F. 
Spring of Shaker Heights, Ohio, has 
been named to the newly-created posi- 
tion of export manager. Mr. Spring 
will have charge of all company ex- 
ports throughout the world and’ will 
maintain his office at the main plant of 


The Weatherhead Co. in Cleveland. 
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ANOTHER fORBIN SCREW "MONEY-MAKER” 


/ 
FOR YOU AND YOUR DISTRIBUTOR 





















Bi caus a 


A a ay y Corbin Screws’ 10-gross cartons make a hit with the 
—_ _ Hardware Trade. This packing 


SAVES TIME in filling your order at the Whole- 
saler’s warehouse. No wrapping needed — you 
may get it sooner! 


SAVES TIME in your own storeroom. A carton is 
easier to handle and stack — easier to open in 
the store. 


PREVENTS BROKEN PACKAGES, lost and tangled 
shipments, with their endless delays and book- 
keeping. 


= Order Corbin Screws — Nuts — Stove Bolts through 

‘ your Hardware Distributor. You’ll find that Corbin 
“Quick-Sight’”’ Labels make it easy to keep a safe supply 
on your shelves — Corbin Strong Packages avoid break- 
age -— Corbin Uniform Quality wins repeat business. 
You’ll make more Sales Per Minute with Corbin Screws. 
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Wendt-Sonis Standard Carbide Tools 
are available in a wide variety of 
types and sizes. 


13 standard Wendt-Sonis carbide tipped tools 
will perform over 80% of your tool bit opera- 
tions. 


with any grade of carbide required. 


Standard Wendt?-Sonis tool bits are stocked in 
Carboloy and Kennametal grades of carbide 
for universal machining operations. 


& Wendf?-Sonis standard tool bits can be supplied 


& Wendt#-Sonis tools are easy to stock, easy to 
find, easy to identify. The tip of every tool is 
protected with molded plastic tip. 


W-S standard tool bits are “Color Marked” for easy 
identification as to use on steel or non-ferrous materials. 
All shanks are rust resistant — also heat-treated for 
greater rigidity. Cutting edges are diamond ground for 
longer wear and better finish. All these advantages put 
the Wendt-Sonis line at the top as a money maker for 
you. Get details! 


Pree/ NEW CHIP-BREAKER CHART 


Contains illustrations of chip-breakers, grinding 
instructions, and recommendations for their use. 
Chart size—with handy tab for wall hanging. To 
get FREE chart WRITE: Wendt-Sonis Compan,, 

Hannibal, Missouri; or 580 N. Prairie Ave., / 
Hawthorne, Calif; also Wendt-Sonis Chicago 
Warehouse, 1361 West’ Lake Sz., Chicago, II- 
linois 








NT, 
WENDT. sonis 


CARBIDE TIPPED CUTTING TOOLS 
BORING TOOLS © CENTERS © COUNTERBORES © SPOTFACERS « 
TOOLS © DRILLS © END MILLS © FLY CUTTERS 
CUTTERS ROLLER TURNING 





CUT-OFF 
TOOL BITS © MILLING 
TOOLS sd SPECIAL BITS 


REAMERS ° 
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F. M. Falge 


G. E. Advances 
McClenahen, Falge 


John F. McClenahen has been pro- 
moted to manager, Standardizing divi- 
sion of the General Electric Lamp de- 
partment at Nela Park, Cleveland, Ohio, 
and F. M. Falge, who only last June was 
promoted to the position of assistant 
manager of G. E. Lamp Department’s 
Pacific Sales district, has been made 
manager of that district. Mr. Falge suc- 
ceeds M. C. Hixson, who retired after 
serving as manager of the district since 
1934. 

Mr. McClenahen started with G. E. 
at its Erie Works in 1923. At various 
times in his career with the company 
he has worked at drafting and design 
on railroad control and railway motors 
and has served in the Erie Works’ Rail- 
way Motor Engineering division. In 1934 
he was transferred to the Standardizing 


division of the company’s Lamp Depart- 
ment and in 1938 he worked for its En- 
gineering Service committee, of which 
he became chairman in July, 1939. In 
1941, he was transferred to the Parts 
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The MILWAUKE 


Means MORE Satisfied Customers for 


The COMPLETE LINE with prospects everywhere . . . 


You'll quickly find that every electric or pneumatic tool in the MILWAUKEE 
Line is a real money-maker for you. In shops, big and little — in fact, in 
every department — MILWAUKEE Tools improve grinding, polishing, sand- 
ing, and drilling operations. They make more money for your customers, 
as well as win friends for you. 

Repeat sales are assured by our line of “tested-quality” accessories used 
regularly with every MILWAUKEE Tool. You'll want all the profit obtain- 
able — get the facts now about the MILWAUKEE Line. Our new catalog 
and price list is sent promptly upon request. 


DRILLS » SANDERS + GRINDERS > POLISHERS * HAMMERS © DRILL STANDS * SCREWDRIVERS 
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Bower Tapered Roller 
Bearings have a reputation 
for superior performance 
that means customer satis- 
faction and repeat business! 

There is no sales resist- 
ance when you point out the Bower — TWO ZONE 


CONTACT for perfect alignment. 2, EXTRA DEEP: OIL 


GROOVE for ample lubrication. 3, ROUNDED FLANGE 
SHOULDERS to prevent noise and chipping and mirror 


smooth SUPER FINISH eliminating run-in period. 


Check your Bower stocks today and call your nearest 
Ahlberg branch. Through its branches all over the country 
Ahlberg All-Bearing Service offers you 
experience, engineering service, and 
bearings for every type of bearing ap- 
plication, as well as exclusive distribu- 
tion of Bower—the roller bearings that 
means business. 





AHLBERG PANY 


/EARING ore snr 


CHICAGO 32, ILLINOIS 
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Manufacturing division as operating 
engineer then, two years later, was 
transferred to the Lamp Mfg. division 
in a similar capacity. He continued at 
that work until his transfer to the 
Standardizing division as assistant man- 
ager in January 1946. 

Mr. Falge joined General Electric in 
1926 as lighting sales engineer. Two 
years later he joined Paramount Pub. 
lix Corp. then returned to Nela Park 
in 1931 where, for seven years, he spe- 
cialized in various types of lighting. In 
1938 he was transferred to the South 
Pacific Sales District at Los Angeles. 
Active in the U.S. Naval Reserve, Mr. 
Falge was recalled to the Navy in 
February, 1941. He received twelve 
battle stars and was decorated with the 
Bronze Star medal. He returned to the 
Lamp Department at Nela Park in Sep- 
tember, 1945, where he was responsible 
for sales of all types of lamps to manu- 
facturers for original installation in 
their products. 


Koppers Co. Acquires 
Wailes Dove-Hermiston 


The Koppers Company, Inc. of Pitts- 
burgh, Pa., announces that on June 
30th, this year, the Wailes Dove-Hermis- 
ton Corp., at that time a wholly-owned 
subsidiary of the company, was dis- 
solved and the assets and liabilities 
were assumed by Koppers Co., Inc. 
Since June 30, therefore, the former 
Wailes Dove-Hermiston Corp. has oper- 
ated as a part of Koppers Co.. Inc. 

Distributors and vendors supplying 
Wailes Dove-Hermiston are requested 
to address all communications. in- 
voices and shipments to Koppers Com- 
pany. Inc., Tar Products Division, 
Wailes Dove-Hermiston Dept., West- 
field, New Jersey. 


























“Okay, a gross we'll make it $2.98 
each—bargain hunter!" 
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H. A. Myers is the competent man- 
ager of the new Spokane, Wash. 
branch of the Western Machinery 
Company. 





American-Marietta Co. 
Names Berry Executives 


The purchase of Berry Brothers, Inc., 
paint business at Detroit by the Ameri- 
can-Marietta Co. has resulted in three 
major executive shifts to meet adminis- 
trative requirements at Berry. 

To operate the newly acquired sub- 
sidiary, William M. Gibson, for some 
years general manager of operations at 
Kankakee, Ill., has been transferred to 
Detroit. His title will be general man- 
ager of the Berry Brothers business. 
His successor at Kankakee has not been 
named, 

David E. Eichelberger, an American- 
Marietta vice-president, has been trans- 
ferred from Chicago executive head- 
quarters to Seattle, to direct Pacific 
Northwest operations. Mr.  Eichel- 
berger joined American-Marietta as 
general manager of the Marietta Paint 
& Color Co. in 1945, after seventeen 
years in the paint business in Kansas 
City. 

William C. McCaslin, general man- 
ager of American-Marietta’s Sewall Di- 
vision at Kansas City for several years, 
has been made a _ vice-president of 
American-Marietta and succeeds Mr. 
Eichelberger at Chicago. Mr. McCaslin 
is a graduate of Washington University 
at St. Louis and has had 18 years ex- 
perience in paint manufacturing. 

Expansion of the American-Marietta 
organization also brought the appoint- 
ment of Edward H. Calhoun as director 
of advertising. Mr. Calhoun is a grad- 
uate of Nebraska University and presi- 
dent of the Chicago Advertising Execu- 
tives Club. Formerly, he was director 
of advertising and sales promotion for 
Jacques Mfg. Co., Chicago. 








THREADEO 
FASTENERS 


A 
AND SET SCREWS + BOLTS, NUTS AND RIVETS 


THE TRIPLEX SCREW CO. « 5307 GRANT AVE., « CLEVELAND 5, O. 


Copyright by The Triplex Screw Coa. 
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Utica Tools 


FOR MORE TOOL MILEAGE 








Pliers for 
Every Need 


Ever progressive, UTICA has adopted a process of 
electronic hardening of the cutting edges of UTICA 
Tools to insure greater strength and longer life— 
still more tool mileage. Sold only through recog- 
nized jobbers. 


DROP FORGE GTOOL 


CORPORATION 
UTICA 4,NEW YORK 


=, SS 
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Kathlyn McKenzie finds her work 
at the Buffalo, N. Y. branch of the 
Gierston Tool Co. quite pleasant. 








American Brake Shoe 
Appoints S. F. Greer 


Selby F. Greer has been appointed 
general sales manager for the Kellogg 
division of American Brake Shoe Com- 
pany, New York, N. Y., manufacturers 
of air compressors and paint spray 
equipment. H. O. Holland, vice-presi- 
dent and former general sales manager, 
will assume new duties. 

Mr. Greer was formerly assistant 
general sales manager. He has served in 
various sales capacities since joining 
the Brake Shoe Co. and will continue 
to be located at the main plant in 
Rochester. 


Allis-Chalmers Advances 
Personnel, Facilities 


Harold S. Falk, president of The Falk 
Corp., was elected to the board of di- 
rectors of Allis-Chalmers Mfg. Co., at 
a recent meeting of the directors, and 
Frank A. Young, a representative in 
the Allis-Chalmers’ Duluth, Minn., 
branch office since 1944, has_ been 
named manager of that office. The com- 
pany also announces that a construction 
and expansion program for the Pitts- 
burgh Works is underway and will cost 
several million dollars. 

The election of Mr. Falk to the Allis- 
Chalmers board was not unexpected. 
He succeeds his uncle, the later Herman 
Falk, who was a member of the board 
for 14 years and was chairman of the 
board of The Falk Corp. at the time of 
his death, early this year. The new di- 
rector has been actively associated with 
The Falk Corp. since 1906, and was 
named president of the firm in 1940. 
He is a member of numerous technical 
societies and fraternities, including thé 
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“available through your 
LUNKENHEIMER DISTRIBUTORS 





The ties between manufacturer 
and distributor are emphasized 
again and again in Lunkenheimer 


advertising. 


In our October publication ads, 
the new Fig. 2228 is featured (see 
reproduction of ad at right). 
Readers are informed that this 
product is ‘'available through 
LUNKENHEIMER DISTRIBU. 
TORS." 


Co-operation with Distributors has 
always been a basic policy with 
Lunkenheimer. Valve buyers have 
profited from the better service 
made possible through this rela- 
tionship. 





DESIGNED WITH FULL CYLINDRI- 
CAL BODY SECTIONS to provide 
maximum resistance against distortion 
of the valve body and seats due to 
_ Pipe line stresses and internal pressure 
strains. Exhaustive tests made under 


encountered in actual service clearly 
demonstrate that this design. will not 
distort and will maintain initial propor- 
tions and scat tightness. . 
All parts are heavy and rugged and of 
the finest materiais to insure ample 
factors of safety against pressure, tem- 
perature and operating strains. 


Send for descriptive circular No. 534, 


BUILT TO LUNKENHEIMER 
STANDARDS FOR BETTER SERVICE 





NOTE THESE FEATURES 
Melleable tron Hondwheel— Non beat ear 
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Rising Stem—Made of 


developed and patented by Lunkenheimer Ts 
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fully packed 


Repacking Seats—Repackable under pressure «he 4 
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y ven q seats above stom theead perfectly ma 
Seenet—Usiee bonnet 2 in. and smaller: bolted bonne! ————_ 
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yes Pip aan high grade bronze which meats the ~. 
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| . oe LUNKENWEIMER DISTRIBUTOR i 

7 « u ; 

. fi Fig. 2220 valves ond companion NEWWEIMER 

~ . if | valves are available through your 
j / Luntenheimer Distributor Call Fi 
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CINCcINN 44+ 14 CHIO.U.S.A 


NEW YORK 13 CHICAGO 6 
BOSTON 10 PHILADELPHIA 34 





CINCINNATI 14, OHIO. U.S.A. 


conditions far more severe than those - 








EXPORT DEPT 
318-322 HUDSON ST., NEW YORK 13, N. Y. 


ABOVE IS ONE OF THE ADS APPEARING IN PUBLICATIONS WITH 












POWER 
POWER PLANT ENGINEERING 
SOUTHERN POWER & INDUSTRY 
MECHANICAL ENGINEERING 
INDUSTRY & POWER 

NATIONAL ENGINEER 

CHEMICAL ENGINEERING 

PAPER INDUSTRY & PAPER WORLD 
FOOD INDUSTRIES 


A COMBINED TOTAL CIRCULATION OF OVER 380,000 READERS. 


———————— 








SUGAR 

HEATING, PIPING & AIR CONDITIONING 
OIL & GAS JOURNAL 

PETROLEUM ENGINEER 

TEXTILE INDUSTRIES 

TEXTILE WORLD 

MILL & FACTORY 

FACTORY MANAGEMENT & MAINTENANCE 
PURCHASING 
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for your 


Profitable 





Victor Wall Chart... 


Now your customers can tell at a glance which hand, band or power blade to 
use with any type of material, how to use blades correctly and care for them 
properly —they can get better, faster cutting results. And you can have a sure- 
fire sales booster to hang behind your counter or distribute to industrial plants 
in your area. 

The new Victor wall chart is large enough to be easily read (17 by 22 
inches), is attractively printed in two colors and is absolutely free, imprinted 
with your company name and address in quantities of 50 or more. 

You'll get more sales and more customer satisfaction when you support this 
proved promotion piece with the complete Victor line. Then you can be sure 
of every possible sale because there is a Victor blade for every job a hack saw 
or band saw can do. And you can be sure of repeat sales because of the faster, 
cleaner cuts made by Victor blades... 

Let this powerful sales combination —the Victor wall chart and the Victor 
line—go to work for you sow. For your free supply of charts, just write to us 
today. Specify imprint desired. 


Ww 


SAW WORKS, INC. 
MIDDLETOWN, N. Y., U.S. A. 
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American Society of Electrical Engi- 
neers, The American Society of Naval 
Architects and Marine Engineers, Army 
Ordnance Association and American 
Foundrymen’s Association. 

Mr. Young has been an employee of 
Allis-Chalmers since 1923. He started 
work in the company’s shops, has served 
in the erecting department, engaged in 
special field work, and was connected 
with the firm’s basic industries depart- 
ment before being transferred to Du- 
luth. He is a member of the American 
Institute of Mining Engineers and the 
Engineers Club of Northern Minnesota. 

The first major expansion of the Pitts. 
burgh property since its purchase in 
1927 by Allis-Chalmers is scheduled to 
include a new 250 by 400 ft. building 
which will be devoted largely to pro- 
duction of transformers, the major item 
manufactured by the company at Pitts- 
burgh. Another smaller building at the 
New River plant will be used for ship- 
ping. 

Present employment of 1,600 at Pitts- 
burgh will be substantially increased 
and productive capacity expanded by 
about 50 percent. Construction of the 
new facilities is already in progress 
and is expected to be completed about 
November Ist. 


Smith, Potts 
Named By Quaker Rubber 


A. Harold Smith has been appointed 
New York district sales manager and 
P. H. Potts New York branch manager 
of the Quaker Rubber Corp., Philadel- 
phia, Pa. 

Mr. Smith has served the Quake) 
company as manager of their belting 
division and as assistant sales manage: 
in territory contacts. Mr. Potts resume- 
his office after his temporary wartime 
activities in special sales work for the 
company. 








Six thousand sq. ft. of floor space 
in its new Spokane, Wash. branch 
will give J. E. Haseltine & Co. 
facilities for blanket coverage of 
the “Inland Empire” of the north- 
west. 




















AGE DRILLS 


Ace Drills give longer service because the flutes are 
ground from solid bars that have been double-dip 
hardened. This method of hardening is practical only 
when all surface damage can be completely removed 
by grinding. 


Surface damage removed 
es by centerless grinding. 


Uniform hardness and toughness is possible because the mill length bars 
of high speed steel are passed through the high steady heat of a 22 
foot long furnace in a continuous line ... bar after bar. The rods enter 
the furnace through small flame sealed openings which maintain uniform 
furnace conditions not possible with batch type hardening processes. 


Sketch showing the 22 foot long, 4 section hardening furnace through which 
round bars 12 feet long are fed in a continuous line. Double-dip hardening 
1500°F 2350°F 1500°F 2350° produces a greater carbide solution while maintaining a satisfactory grain size 








so important to toughness. This means that more effective hardness is retained 
despite increased temperatures during drilling. (Do not confuse double hardening 
with double tempering. Ace Drills receive multiple tempering.) 

















The polished flutes of Ace Drills are ground into the perfectly hardened 
blank leaving the metallurgical structure gained in hardening undisturbed. 
The cutting lips are keener and more even because they are formed 
by the intersection of two ground sur- 
faces rather than a milled surface and 
a ground surface. This increases the 
cutting ability of the drill and adds to 
the drill life by reducing the number 
of sharpenings. 





PATENT NO. 2034814 





AGE MRULG 


GROUND FROM 


GORPORATTO 


THE SOLID 


DETROIT 27, MICHIGAN 








UMI 
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You don’t have to depend on “generalities” when you 
present “American Swiss” Swiss-Pattern Files to customers 
and prospects. 

“American Swiss” gives you definite facts and figures. . . 
proof of uniform excellence and long-wearing qualities. 










For example... 






Made of high grade file steel, 
not tool steel 














Heat treated with automatic 
control and regulation — to 
within + 5°F. 







Made to a size tolerance of 
+,002-in. in many shapes 







All files cut from tang to 
extreme point 







Based on more than 45 years of 
experience in specializing in the 
manufacture of Swiss-Pattern 
Files 






More than 3000 different 
shapes, cuts and sizes ...a file 
for every intricate, accurate, or 
finishing filing job 


ARRAY 










nd finally . . . every filé 
guaranteed for perfection 
- .. there are no ‘‘Ameri- 
can Swiss’’ second-grade 
files 









Our Catalog tells the whole story 
write for your copy. 


AMERICAN SWISS FILE & TOOL CO. 
410 Trumbull St. Elizabeth 1, N. J. 





AS-149 


Cmerican Swiss 
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E. A. Rowell, vice-president, points 
out procedures to Fred L. Merrill, 
partner and company secretary. 


Tornado Supply Co. 
Expands Sales Force 


To keep pace with its growth in re- 
cent months the Tornado Supply Co., 
of Anniston, Ala., has increased its sales 
force with several new appointments 
and additions. Fred L. Merrill has be- 
come a partner in the company and its 
secretary, succeeding J. A. Pullen, who 
has joined the Gadsden Hardware Co. 
J. W. Wooster, recently released from 
the Army, has been appointed treasurer. 

Other new appointments _ include 
C. O. Detwiler, formerly with Loeb 
Hardware Co., Montgomery, and re- 
cently with the Army Air Forces in 
procurement, who has been made gen- 
eral purchasing agent. He succeeds 
Tom Irish, who has moved up to be- 
come sales manager. 

New additions to the sales force in- 
clude Buddy Strickland, formerly with 
Warren Paint Co.. Nashville; Jim Tug- 
gle, James Prickett, Gene Harris, Owen 
Gunn and John Chandler, all former 
GI’s. Mr. Chandler is to cover northern 
Alabama as an outside salesman. Roy 
Kent, formerly with Anniston Hardware 
Co., has also joined Tornado Supply. 





C. O. Detwiler, new general pur- 
chasing agent of Tornado Supply 
Co. gets a few pointers from Tom 
Irish, sales manager. 
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The Patented Northern “Travelator” eliminates 
the chain pull—changes hand traveled cranes 
to electric motor travel with pendent push button 
control. It provides faster, easier operation— 
makes the crane far more serviceable and satis- 
factory. It’s very easy to apply—any good me- 
chanic can erect it in less than half a day. 


WRITE FOR BULLETIN T-5 


NORTHERN ENGINEERING WORKS 


we 2615 Atwater Street, DETROIT 7, MICH. Offices in Principal Cities 
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SPEEDY SHORTCUTS 











LECTROTYPERS wuo MAKE VINYLITE 

MOLDS FINO PERMACEL-99 ACETATE FIGRE 

TAPE SPLICES THE MOLOS TOGETHER FIRMLY 

4s’, AND SECURELY WHEN GOING THROUGH A 
SILVER SPRAY AND AN ACIO DIP. 








BUNDLE VARIOUS LENGTHS OF 
INSULATED CABLE QUICKLY, 
EASILY AND ECONOMICALLY 
WiTH PERMACEL-77.n.. 


FURNITURE MAKERS eino 
PERMACEL~66 CLOTH TAPE IDEAL 
FOR ATTACHING FOAM RUBBER SEAT 
CUSHIONS TO THE FRAMES OF CHAIRS, 
STOOLS, ETC, BEFORE COVERING, 


Warrearer 


DEALERS use PERMACELS 

TRANSPARENT COMPANION, 
TEXCEL TAPE, AROUND BORDERS \ — 

OF WALLPAPER SAMPLE gf 

BOOKS TO REINFORCE 

AND PROTECT, AND ALSO 

FOR MENDING TEARS, 













COMPLETE GUIDE TO THE MANY 
TYPES AND USES OF PERMACEL 
TAPES-FULL OF NEW IDEAS, 
SUGGESTIONS THAT MAY SAVE 
TIME AND MONEY IN YOUR 
BUSINESS / WRITE FOR “FACT 
BOOK ON PRESSURE-SENSITIVE 
ADHESIVE TAPES” TO DEPT. MS-10 
INOUSTRIAL ,TAPE CORP, NEW 
BRUNSWICK, N.J, 





INDUSTRIAL TAPES 


. y 
bs - r Pre Ge ¢ € **PERMACEL”’ REG U.S. pat. OFF, 


INDUSTRIAL TAPE CORPORATION © NEW BRUNSWICK,N.4J. 
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D. R. Whyte 


Mau-Sherwood Drops 
Monthly Statements 


Adopting the practice of many pro- 
gressive business firms who are stream- 
lining paperwork, the Mau-Sherwood 
Supply Co., Cleveland, surveyed its 
customers to find out how they would 
react if Mau-Sherwood discontinued 
sending out monthly statements. Ac- 
cording to R. D. Whyte, comptroller 
for Mau-Sherwood, only something less 
than 10 percent of the customers ob- 
jected. As a result the Cleveland supply 
firm is now sending out statements to 
those customers who request them. 

Mr. Whyte reports that some diffi- 
culty was encountered at first in the 
form of delayed payments, but this 
cleared up without any more effort on 
Mau-Shewood’s part than merely re- 
minding those customers who failed to 
pay when bills were due. Once it was 
understood that the company was dis- 
continuing the practice of sending out 
the monthly statements, payments be- 
came regular again. In fact, added 
Mr. Whyte, a great many firms ob- 
jected to receiving the statements. 

The time saved by eliminating the 
preparation and mailing the statements 
said Mr. Whyte, has facilitated the per- 
formance of more important talks. 


Carboloy Company 
Appoints Stickley 


Robert L. Stickley has been appointed 
distributor promotion specialist of Car- 
boloy Co., Inc., Detroit, Mich. Mr. Stick- 
ley succeeds T. D. Emerson, who re- 
cently resigned. 

Mr. Stickley was formerly advertising 
and sales promotion manager at Pro- 
gressive Welder Co. and, prior to serv- 
ice in the armed forces, was connected 
with two Detroit advertising dgencies. 
He also was with the General Motors 
customer research staff for two years. 











REPEAT PERFORMANCE! 

















HIGH SPEED STEEL TOOL 
* 





: @ We “repeat’’ below some of the captions used in our 
industrial advertisements . . . REPEAT PERFORMANCE— 
Conan High Speed Steel Tool BITS give “repeat perform- 
ances" daily and contribute in a substantial and important 
way in helping industry meet hugepredectiom schedules. This 
: is a rapidly expandings market—anticipate the Rapa ibilities 
“> for your bene stake in it NOW. 





» | 
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... CHOICE OF CRITICAL «=| 


MANUFACTURERS... 


GORHAM STANDARD 


for the Commercial Field 


GORHAM M-40-B 


for Heavy Cuts in Hard Material 


* hive 
GORHAM GORMET = 


for more Abrasive Materials 


. +» Cut costs — 
speed output—_—_i. 
boost quality... iy 


MILL SUPPLIES © OCTOBER, 1947 193 





INDUSTRIAL 
PLASTICS 













Pumam End Mills simptity the mothering of vous deen « 
There Gecewse Mey re designed for the fb —to rock ints these oxte 
“at inaccessioln pockets where ordinary end mills mere im 
7 Mei less subjert te breshege Fur faster, mare 





cee 
paonuctio™ 

momice! pias mold milling operations spectty the end 
Dy teeding meid-maber, — PUTNAM 


4 te yee oe 








8. GOL Co. 


| a0 ~ AVENUE: DETROIT 7, micwigan | 
*ue — 


as cuansevos™ om 
; 





Western Machinery ran 


and Steel World i“ <a 


PUTNAM 
ADVERTISING 





PUTNAM <. END MILLS. 


Putnam's long-range, well-planned 
advertising has built wide and steadily growing consumer 
acceptance for these quality end mills. This advertising con- 
stantly sells Putnam quality, tells of the size and completeness 
of the line and the full stocks you maintain for immediate delivery 
—reduces your end mill selling costs by directing customers to 
YOU, the local distributor. 


Increase your end mill sales volume—and profits—with the 
fast-selling, customer-accepted Putnam tool line. Write us today 
for full information. 


Send for your copy of new 92-page catalog illustrating 
and describing the full Putnam line. 


MICHIGAN 
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10 Years Ago 


F. R. Dibert was appointed general 
manager of the Marshall Supply & 
Equipment Co., Tulsa. Okla. 

G. N. Hansen joined the sales force 
of the Rossman Industrial Supply Co.. 
Seattle, covering the marine industries. 

The entire staff of the George F. 
Motter’s Sons Supply Co., York, Pa.. 


was entertained at an annual Fall 


banquet. Guest speaker was Thomas 
“Lefty” George, popular _ baseball 
pitcher. William S. Motter spoke 


briefly on plans for the 100th anni- 
versary of the company which would be 
observed in 1938. 

J. C. Kester and L. B. Kester of 
Kester Machinery Co., Winston-Salem. 
N. C., enjoyed a short fishing trip on 
the Atlantic Coast. 

District meetings to which all manu- 
facturers and distributors were invited 
were held for two days in Louisville. 
Ky., and Cincinnati, 0. The purpose of 
the meetings was to bring distributors 
from those areas together for discus- 
sion of local problems as well as their 
associations’ programs. Manufacturers 
were given opportunity to discuss dis- 
tribution problems and to obtain 
information concerning their own asso- 
ciation’s plans for distributor coopera- 
tion. 

At a meeting of directors in Philadel- 
phia, the Industrial Supply Research 
Bureau was dissolved officially. The 
meeting was a final inventory of the 
industry’s enthusiasm for the bureau. 
Reports showed that 
necessary from at least 50 percent of 
the members of the two distributor as- 
sociations were lacking. 


subscriptions 


25 Years Ago 
The W. S. Reichenbach & Son, Al- 


lentown, Pa., dealer in machinery, mill 
supplies. pipe and fittings, established 
itself in its new quarters at 113 Hamil- 











Catalogue 


Lists and describes the most com- 
plete Sleeve Bearing Service 
available. Write for your FREE 


copy. 






JOHNSON @™® BRONZE 


SLEEVE BEARING _ siasis HEADQUARTERS 
535 S$. MILL STREET Wi NEW CASTLE, PA. 












The Distributors of Johnson QUALITY Bronze are once again giving 
their usual prompt service to ALL of their trade. The return of many 
of our skilled veterans from the war plus new and enlarged facilities 
have made it possible to rebuild our stocks. Now the customers 


can get what they want, when they want it without delay. 


And our distributors are making money too! They offer their cus- 
tomers a complete bearing service ... bearings. . . bushings... . 
bar bronze and babbitt. Every item in the line is the highest quality 


possible. There are no rejections . . . no customers complaints. 


Isn't this the type of service you would like to offer your trade? Why 
not write TODAY for complete details 





SLEEVE 
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This is one of a series of advertisements appearing in national business 


magazines which reach your customers and prospects every month. 


Pumping Hot, Bituminous Coatings 
Demands Top Pump Performance | 


Pumping hot, bituminous coatings of 
high specific gravity and abrasive 
quality against a static head of 
approximately 40 feet at the rate of 
45 to 50 gallons per minute is the 
tough job performed by the standard 
Deming Pump illustrated. 

"In our 25 
years of ex- 
perience we 
have found 
this Deming 








centrifugal pump connected through 
flexible couplings with a 10 H. P. 
3 phase, 220 volt motor. 

An important feature of the pump is 
its special chromium plated shaft 
sleeve which minimizes the possibility 
of stuffing box failure, an obstacle 
encountered 
by every pump 
used prior to 
the installa- 
tion of the 


pump to be This schematic drawing illustrates a typical HILL, 
the most satis- HUBBELL specification for factory applied woh med 

protection against electrolytic and all other kinds o 
factory for the corrosive action. HILL, HUBBELL processed steel 


purpose," said 
Mr. Milton M. 


Bowen, Vice 


pipe is widely used in inter-state and intra-state 
oil and gas pipe lines. 


Deming Pump. 
Another note- 
worthy feature 
of this pump 
is its separate 


liquid end 


President, Hill, Hubbell & Co., a Divi- 


sion of General Paint Corporation. 


The Deming Pump is a (Figure 4022) 
No. 2, side suction, two ball bearing 


construction which permits eco- 
nomical replacement of the few 
parts subjected to constant wear 
after long service. 


Complete details of construction, performance tables, and related 
information about this type of Deming Pump are included in 


a new, illustrated BULLETIN NO. 4012-A. Write for your copy. 
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PUMPS AND WATER SYSTEMS 
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ton SL, having moved there from a two. 
story frame barn one-and-a-half miles 
from the city. The business was started 
in 1919 by W. S. Reichenbach and 
Clarence Leiby, under the firm name of 
Reichenbach & Leiby. Mr. Leiby sold 
his interest later to Arthur D. Reichen- 
bach and the firm name was changed. 

The main conclusion from years of 
experience as a mill supply salesman. 
according to William S. Worcester, vet 
eran salesman for Somers, Fitler & Tod. 
Pittsburgh, is that, to be a successful 
salesman for any length of time, it is 
absolutely essential to show a spirit of 
kindness and helpfulness to your cus- 
tomer, to be alert to do him a good 
turn at all times, to show a genuine in- 
terest in his affairs by looking after, so 
far as possible, the quick and proper 
filling of his orders. 

Harry J. Foss has been elected presi- 
dent of the Berkshire Mill Supply Co.. 
Pittsfield, Mass., to succeed the late 
Charles E. Hubbard. Mr. 
formerly treasurer. 

F. C. Schriver, for the past three 
years connected with McMaster-Cart 
Supply Co.. Chicago. is now manager 
of Department T for H. Channon Co.. 
Chicago. 


SALES HELPS 


Foss was 






Ml cui 


“WEELOS" V-BELTING-—A 24-page, in- 
dexed catalog describes the company’s 
“Veelos” V-belting in graphic picto- 
rial illustrations of the product in use 
industrial establishments. 
Includes data on construction, how to 


in various 


uncouple, and 
lists 14 important advantages.—Man- 
heim Mfg. & Belting Co., Manheim, 
Pa. 


measure, couple and 


DOOR HOLDERS—Catalog pages and a 
new folder for point of sale distribution 
illustrate a full line of door holders 
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paves cnt css sumer, 8° the facts © the DOUBLE advantages (19 production a 
ppered tion) provided by Am rican Phillips Screws. 
d the public 
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dterm for get moving — 
Phillips Screws take 
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driving 
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and 


Engineered for the most Unusual 


Exacting Threading Requirements 
and once again 


BAY STATE 
Special Personalized Service 


AlE 










BAY STATE TAP & DIE CO. 


MANSFIELD, 
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and explain the patented adjustment 
feature—Grand Specialties Co., Chi- 
cago 22, Ill. 


MOUNTED WHEELS, POINTS-a 20) 
page. pocket-size catalog describes and 
illustrates with line drawings the man 
ufacturers mounted wheels and mounted 
points in sizes and shapes to meet all 
demands of industrial grinding for thi- 
type of product._-Norton Co., Worces- 
ter, Mass. 


PRESSURE REGULATORS—Designed a- 
a working tool for engineers is a liber- 
ally illustrated 100-page catalog No. 47 
with over 250 cutaway views, perform- 
ance charts and tables describing the 
company’s Kontrol Motor line of pres- 
sure regulators and diaphragm motor 
valves.—Kieley & Mueller, Inc., North 
Bergen, N. J. 


SPECIAL PURPOSE FASTENERS -— 24. 
pages long and graphically illustrated 
with pictures and line drawings, a new 
brochure describes the manufacturers 
line of special purpose fasteners, to- 
gether with charts and demonstrations 
of the products in use.—Lamson & 
Sessions, Cleveland, Ohio. 


TRACTOR MAINTENANCE—A helpful 
service bulletin, MH-47, on Massey- 
Harris tractors, contains pictures show- 
ing accepted procedure on service jobs. 

Owatonna Tool Co., Owatonna, Minn. 


"C" CLAMPS—Catalog pages illustrate 
a comprehensive line of “C” clamps. 
with or without trigger action. De- 
sizes, 


scriptions are complete’ with 


prices, proof tests.—Grand Specialties 


Co., Chicago 22, Ill. 


ZINC DUST—A new pamphlet on Zinc 
Dust, its characteristics and uses. One 
of a series, earlier booklets are avail- 
able on lead products. bearing metals 
aluminum alloys and other non-ferrous 
metals.—Federated Metals 
American Smelting & Refining Co., 
Vew York, N. Y. 


Division, 


PROCESSING EQUIPMENT A new 
eight-page bulletin illustrates and de- 
scribes processing equipment. Subject 
headings include: size reduction, mix- 
ing and blending, pelleting and sup- 
plementary equipment and materials 
handling. — Sprout-Waldron & Co., 
Muncy, Pa. 


SHAPER CUTTERS—A comprehensive. 
profusely illustrated brochure is de- 
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SIX BITUMASTICS ... FOR STUBBORN DEFENSE 
AGAINST CORROSION AND RUST 
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BITUMASTIC* BLACK SOLUTION 








BITUMASTIC SUPER-SERVICE BLACK 


BITUMASTIC TANK SOLUTION 


BITUMASTIC HI-HEAT GRAY 
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BITUMASTIC ‘‘50”’ 
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BITUPLASTIC* 
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THIS NATIONALLY KNOWN PRODUCER OF COAL TAR PRODUCTS 
OFFERS TO DISTRIBUTORS A LINE OF PROTECTIVE COATINGS 
FOR USE BY ALL INDUSTRY 





THEY ARE TOUGH— DISTRIBUTORS— 


Bitumastic protective coatings are tough! Their Bituplastic sells on its thickness and toughness 
base of carefully refined coal tar pitch is a natural 
seal against corrosion. Each of the six products 
listed above has its specific application in the 
continuing battle against rust and corrosion. Packed in standard containers 


Every plant has a corrosion problem 


This is a good repeat line 


For distributor sales information address— 


AND THICK! 

The coatings are thick. Bitumastic #50 for ex- 

ample covers with a thickness of Ya" to the coat 

—about 5 times the thickness of paint. Successive K 0 P P E R s) C 0 M P A N Y, I N C e 
applications can provide a seamless, non-porous 

sheath up to Ye" in thickness. Coatings are WAILES DOVE-HERMISTON DEPARTMENT 
applied cold with either a brush or spray gun. WESTFIELD, NEW JERSEY 


*Reg. U.S. Pat. Off. 





KOPPERS PROTECTIVE COATINGS 
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BELMONT 


oe ee SS 





AND ... BELMONT ADVERTISING does 3 jobs for the distributor. 1... Creates 
demand for Belmont Packings by promoting the extra values in the Belmont line 
through specific references to Belmont features. 2 . . . Directs the reader to the 
Belmont distributor. 3... Develops definite sales leads for Belmont distributors. 


BELMONT #30 For High Pressure 
Steam Rods and Expansion Joints. 
Center block pleated on itself (accor- 
dion fashion) at approx. 90° angle 
with rod, affording, high resiliency 
and flexibility, extra take-up, extra 
“edge wear” if packing wears toward 


BELMONT #189 For Hot Oil Rods and 
Plungers. Has extra resistance to 
penetration. Long-fibre asbestos yarn 
is firmly braided, each strand treated 
with a special compound so that satu- 
ration and penetration are minimized. 


BELMONT #19 Hollow Center Pack- 
ing For Intermediate and Low Pres- 
sure Steam: Hot and Cold Water Rods 
and Plungers. Hollow Center permits 
expansion and contraction. Packing 
“breathes” toward the hole, so fric- 
tion is kept at minimum point created 
by the working pressure itself. 





Your customers and prospects see Belmont 
advertising in the best read industrial magazines 


THERE’S A BELMONT PACKING FOR EVERY SERVICE 


ke SLE 


THE BELMONT PACKING & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS « PHILADELPHIA 37, PA 
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voted to shaper cutters for use with all 
makes of shapers. Full coverage given 
to production type shaper cutters for 
every purpose.—Boice-Crane Co., To- 


ledo 6, Ohio. 


' PRUNING EQUIPMENT--Plier-wreclics 


and bullrings feature a new color cata- 
log for 1947-48. Includes diagrams and 
descriptions of the entire line of tools. 
and introduces the manufacturer’s new 
lightweight aluminum “Snap- Cut” 
pruner.—Seymour Smith & Son, Oak- 
ville, Conn. 


BORDJAW CHUCK—A four-page bul- 
letin describes and illustrates the com- 
pany’s new Bordjaw chuck, a small- 
lathe precision chuck specially designed 
for use in the bored-jaw method of 
holding work.—Edward Blake Co., 
Vewton Centre 59, Mass. 


BUFFERS, POLISHERS—The manufac- 
turer’s line of heavy duty and extra 
heavy duty buffing and polishing ma- 
chines, in sizes from 1% hp to 60 hp. 
and variable speed machines, are de- 
scribed in a new 16-page catalog B-10. 
—Standard Electrical Tool Co., Cin- 
cinnati 4, Ohio. 


TAPPING MACHINE—Three new, im- 
proved universal tapping machines are 
described and pictured in the latest 
brochure issued by the company. In- 
cluded is information on their new “Hi- 
Boy” lubricating pump.—Procunier 
Safety Chuck Co., Chicago, Ill. 


NYLON ROPE--A new folder on the 
company’s man-made “stabilized” nylon 
rope contains data and information on 
its weight and strength, and its resist- 
ance to changes in temperature.—Co- 
lumbian Rope Co., Auburn, N. Y. 


WELDING, CUTTING—A 20-page cata- 
log, with four-color illustrations, shows 
a comprehensive portion of the manu- 
facturer’s line of gas welding and flame 
cutting apparatus._-Victor Equipment 
Co., San Francisco, Calif. 


MERCURY LAMPS. -The story of mer- 
cury lamps as a production tool is told 
in a new brief, eight-page folder en- 
titled “Mercury Lamps in Industry, 
Y-729.”—General Electric Lamp Dept., 
Nela Park, Cleveland 12. 


CLEANING MACHINE — A _ two-color 
catalog sheet explains and _ illustrates 














ie manner ror 
STEEL WIRE SCRATCH 





IS AS BROAD AS INDUSTRY ITSEL. 


% The buyers market is practically around 
the corner. That means product quality 
known so well for years will be more and 
more in demand. Therefore, be prepared 
with MILWAUKEE Steel Wire Scratch 
Brushes and other MILWAUKEE Industrial 
Brushes, 


Today we are in a position to again give you excellent serv- 
ice on all types of MILWAUKEE Steel Wire Scratch Brushes. 
It gives you opportunity to realize a good profit on these 
brushes as you meet the many uses and wide demand for 
them. 


Here are some of the reasons why MILWAUKEE Steel Wire 
Scratch Brushes get preference: 


l. Brush backs are made of sound hardwood lumber free 
from defects 


2. The very finest quality tempered steel wire is always used 


3. Individual holes are generously filled with wire insuring 
maximum service life 


4. Our highly modern precision equipment and 





Power Driven Wire 
f Wheel Brushes 


Adaptable for cleaning narrow surfaces 
and for work on shaped metal parts. 
Used also for small weld cleaning jobs. 



























Excellent painters’ tool for removing dirt, 
paint, and general cleaning preparatory 
to painting flat surfaces. Also good tool 
for general industrial cleaning purposes. 





Heavily filled unit for extra-tough clean- 
ing jobs on flat surfaces. 





Rocker or curved back style used on flat 
surfaces — easy grip — minimum effort in 
brushing. 


Used for cleaning small, difficult-to-get-at 
places. Excellent tool for pipe-thread 
cleaning. Shaped handle makes this 
brush easy to grip. 


BRUSH TOOLS FOR 
TODAY’S PRODUCTION 


Fibre Wheel Brushes 
Wire Scratch Brushes 


skilled operators guarantee uniformity of quality “Mono-Bilt”” eden 
and excellence in appearance. “Steel-Clad Foundry Brushes 
a Platers Brushes 
° Py 1-D1 
Write for bulletin No. 40-11 “Peerless” Bench Brushes 
“"Twis-Tuft” Floor Sweeping Brushes 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE 8, WISCONSIN 








a Brushes 


Fine Wire Polishing 
Wheel Brushes 
“Sturdi-Bilt” Wire Cup 


Push Brooms—wire 
and fibre 

Miscellaneous Mainte- 
nance Brushes D, 














WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - 


WIRE SCRATCH BRUSHES 


LT: Key to Industrial Brush Problems 





FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS 


- BENCH BRUSHES 


FOUNDRY BRUSHES 
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I call Dixon’s the SPEED \~ < | 
dressing ...it takes only es | 
seconds to get thorough, | 

even coverage. Try Dixon’s 


and you’ll never use 
another dressing! 
















SOLD BY SUPPLY HOUSES EVERYWHERE 
This is a typical advertisement appearing in 


the industrial consumer press to help you sell 
more Dixon’s Belt Dressing. 


Joseph DEXOWN Crucible Company 
Jersey City 3, N. J. yr Div. 71-0-10 


wy 
=a 























ALLOY STEEL SCREWS ff 


GREATER STRENGTH 
where you want it, with 
HOLLOW SET SCREWS! 


Mac-it Hollow Set Screws will 
solve your toughest holding- 
down problems where flush 
surfaces, compact construc- 
tion and a neat appearance 
are factors. A/l Mac-it screws 
are heat-treated and accu- 
rately made with die-cut 
threads. Whatever your needs, 
let the complete Mac-it 
line serve you. Sold through 
recognized distributors from 
coast to coast and in Canada. 











STRONG, CARLISLE & HAMMOND COMPANY 


CLEVELAND 3 


MAC-IT PARTS COMPANY cance 
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the features of the company’s improved 
industrial precision cleaning machine. 


L & R Mfg. Co., Arlington, N. J. 


RUBBER MALLETS—A new catalog leaf- 
let describes the manufacturer's line of 
semi-hard type rubber mallets for use 
in foundries, furniture factories, auto- 
motive repair shops and other services 
where hammered surfaces must not be 
marred.—The B. F. Goodrich Co., Ak- 
ron, Ohio. 


WELDING MATERIALS—A new 16-pave 
booklet contains detailed information 
on the materials required for metal- 
arc, oxy-acetylene and submerged melt 
welding of nickel and high nickel al- 
loys—The International Nickel Co. 
Vew York 5, N.Y. 


V-BELTS, SHEAVES—A new catalog sec. 
tion describes an assortment of 44 light 
duty replacement V-belts and combined 
In- 
cludes, also, descriptions of wall and 
floor racks which are offered with the 
The B. F. Goodrich Co., 


assortment of V-belts and sheaves. 


assortments.- 
{kron, Ohio. 
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LOOKS AT 








Composite opinion of purchasing agents 
who comprise the N. A, P. A. Business 
Survey Committee 

Purchasing Agents’ reports sound a 
distinct note of optimism on current 
general and for 
their continuance well into the fourth 


business conditions 


quarter. Despite the irregularities of 
production and shipments in July and 
August, due to vacations and extremely 
hot the “slight 
trend” reported in June has changed: 


weather, downward 
those reporting increases now run 2 to 
1 over the decreases. while the major- 
ity. 60%, indicate no change in the high 
level of production prevailing over the 
past several months. Hlowever, the ex- 
pression of optimism is coupled with a 
warning recommending caution. 
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1. rigger, whose life depends on 
the lines that support his scaffolding, 


needs the best in strong, non-kinking, 
long-life rope. 


For rigging, Whitlock Waterflex 
Manila is outstanding. It is treated by 
the Waterflex Process for the best in 
lubrication and waterproofing. Whit- 
lock Waterflex is the rope you can sell 
to your rigging customers with com- 
plete confidence. 


WHITLOG, 


~~ 


WAITLOCK CORDAGE. 

















; of a series of questions and answers 
designed to highlight the extensive and 
No amazing uses of graphite—from pencils 
- to atomic bombs. 
GRAPHITE IN THE METAL- 
WORKING PLANT 


QUES. What's behind the age-long practice of 
coating or impregnating mechanical pack- 
ings, gaskets and pipe joints, bolts and 
assemblies with graphite? 


ANS. Graphite maintains long lasting lubrica- 
tion and leakproofness in pipe joint fittings; 
assuring easy setting up and disassembling even 
years later. 


QUES. Is graphite serviceable as 2 pigment in 
protective coatings for equipment subject 
to excessive heat? 


ANS. It is unequalled and in some formulations 
also provides an attractive, lustrous, silvery 
polish, when rubbed. 


QUES. How are graphite products used in 
welding and brazing? 


ANS. As electrodes, and as ‘‘stoppers’’ or 
“fillers” to plug openings and keep work areas 
and work free from excess flux and spelter. 


QUES. Why do foundries prefer graphite for 
coating or facing sand and metal molds? 


ANS. On sand molds and cores, graphite pre- 
vents metal castings from burning fast to and 
picking up sand particles, resulting in clean, 
smooth castings. On metal molds, it eases re- 
moval of castings from the mold, imparts a 
smoother finish to the casting. 


QUES. How and why is graphite employed 
in steel-case-hardening salt baths? 


ANS. A layer of graphite placed on top of the 
bath shortens hardening time and lessens salt 
loss due to evaporation. 


TO MILL SUPPLY SALESMEN—The more you know 
about graphite the more you'll sell. These 
educational ads, now appearing in leading in- 
dustrial consumer publications, will also run 
in “Mill Supplies” for your benefit. 








A few of thousands of widely 
used products containing 
Dixon's Graphites. If starred 
they are Dixon's products, 
many of them sold by supply 
houses everywhere. 





* Microfyne Flake 
Graphite 





Type 4. 40¢ 
*Graph- Air Guns 


*Cup Grease No. 3 


Now may we receive 
your questions on how 
graphite can help you? 


'S GRAPHITES 


JOSEPH DIXON CRUCIBLE COMPANY 






















Div. 71-Q-10 





Jersey City 3, M. 4. 








(COMPANY 
46 SOUTH STREET - NEW YORK 5,N. Y. 


LOOK FOR No. 5 


in this series. We will gladly send 
you reprints of any you may miss. 
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Decline in export yolume and disturb. 
ing foreign situations could change 
domestic conditions drastically in a few 
months. 


Prices 


Except for coal, steel, and steel prod. 
ucts, the price trend has not changed 
noticeably. The full impact on prices 
from these commodities has not yet 
been felt, particularly in fabricated 
items, but the tendency to hold down 
advances is noted as a healthy sign. 
Coal and steel have not set off a sharp 
spiral of general price inflation as many 
expected. 

Competition is becoming more eflec- 
tive each month; substitutes for higher- 
cost products are available in greater 
volume. 


Inventories 


Following the midyear inventory tak- 
ing, industrial inventories continued 
their downward trend at about the same 
rate as for the past several months. 
Those previously reduced to operating 
minimums are maintaining that posi- 
tion. Further reductions are being 
made as materials become more readily 
obtainable on shorter schedules. 

A greater number report raw mate- 
rials inventories are now in balance 
with high production requirements. 


Buying Policy 


The slight indication of longer-term 
commitments evidenced in the June re- 
ports are not confirmed in August, 90% 
are under three months, with a high 
proportion in “hand-to-mouth” to 60- 
day limitations. 

No speculation is reported and ex- 
treme caution is advised by many buy- 
ers. In some instances, yesterday’s 
“shorts” may be today’s “longs,” but a 
close watch of sales estimates and cov- 
ering only for scheduled production are 
the general policy. 


Specific Commodity 
Changes 


The trend to level off or decline was 
rudely interrupted by the sharp up- 
swing of coal and steel prices, consid- 
ered by many to be mildly inflationary. 
but the spurt has not reached other 
commodities not materially affected by 
coal and steel. 

Important changes, where supply is 
coming into balance with demand, are: 
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copper, brass, lead, lumber, alcohol, 
plastics, vegetable oils. Some of these 
could quickly change to critical or near- 
critical with any sharp upswing of 
domestic or foreign demand, or could 
go to easier supply with decline in de- 
mand. 

Price reductions: alcohol, turpentine, 
fats and oils, some lumber, menthol, 
cotton, synthetic resins, rubber, steel 
scrap. 

Price increases: coal, coke. fuel oil, 
corn, wheat, fine papers, steel. 

Soda ash tight; sheet and strip steel 
a bottleneck in many industries. Out- 
look for improvement considered good. 


Employment 


Employment is up. 25% report in- 
creases, with others maintaining high 
levels previously reached. Many com- 
ment on highest peacetime enrollment. 
Seasonal declines and lack of materials, 
principally steel, account for a few re- 
porting lower employment. 

Housing construction is hooming, 
while business construction is lagging. 
Some reports show a hold-up or aban- 
donment of large industrial expansion 
programs because of high wages and 
material costs. 

Woolen mills picking up after sharp 
decline in second quarter. 

Both skilled and unskilled labor short 


in several areas. 


Canada 


Over-all Canadian business is better 
than last reported. Purchasing Agents 
feel it will level off on present high 
plane for the immediate future. 

Prices have increased, particularly 
in domestic items. 

Inventories better balanced, with 
trend to reduce. 

Employment high, indications of 
even higher levels. 

Purchasing policy: “hand-to-mouth” 
to 90-day commitments. 


W. H. Heinze Joins 
Jones & Auerbacher 


W. H. (“Bill”) Heinze, for many 
years associated with Greenfield Tap & 
Die Corp. as sales engineer is now as- 
sociated with Jones & Auerbacher, Inc., 
industrial suppliers of Newark, N. J., 
in a similar capacity. 
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Look To BOMSER FoR QUALITY 


AVAILABLE NOW 
In 5 MODELS! 


Only Bowser offers an aluminum 
rotor, graphite-carbon vanes, 
stainless steel springs, cadmium- 
plated packing nut for longer, 
trouble-free service. 





Bowser is rated at 10 g.p.m., 
yet costs no more than conventional 7 g.p.m. 
pumps. Ideol for liquids to 10,000 S.S.U. 


viscosity. 





Fig. 3002—FUELING UNIT 

Includes pump, combination 142” and 
2” bung attachment, water deflector, 
x 8’ oil 


%,” x 40” suction pipe, %” 
resistant discharge hose, vacuum break- 





er and aluminum nozzle. 






Fig. 3001— BARREL PUMP 
Includes pump, spout, pail hook, combi- 
nation 1%” x 2” bung attachment, 





water deflector and %” x 40” suction Fig. 3005 
: REFUELING UNIT 
pipe. 
with METER 
c All the convenient 
features of Fig. 3002 
Fig. 3003 plus a meter with 8 
BARREL PUMP with gal. dial and 9,999 
DRIP PAN 


gallon totalizer. 
Includes all the features 


of the Fig. 3001 plus 
liquid-saving, sanitary 
return drip pan with 
brass strainer, 


Write for Prices, 
Discounts, Detatls 


DESIGNED AND BUILT BY THE MAKERS OF BOWSER 


GASOLINE PUMPS.... <igucd Control Equifsment Since 1895 
BOWSER, INC. « E. CREIGHTON AVE. « FORT WAYNE 2, INDIANA 
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Morris G. Munson 


Herman Nelson Corp. 
Names Munson, Koehring 


Morris G. Munson has been appointed 
manager of the Unit Ventilator divi- 
sion of the Herman Nelson Corp., Mo- 
line, Ill., manufacturers of heating and 
ventilating equipment, and Robert C. 
Koehring has been named manager of 
the company’s Portable Products divi- 
sion. In their new positions. the gen- 
tlemen will coordinate the activities of 
all departments of the company in the 
development and marketing of their 
respective products. 

Mr. Munson joined the corporation 
in 1911, only five years after its forma- 
tion by Herman Nelson. He has served 
as sales engineer to Minneapolis and 
after eight years in the field he was 
appointed field sales manager and, in 
1930, sales manager. For the last 17 


years he has been located in the home 
office in Moline in various executive 
capacities. 

Mr. Koehring joined the Herman Nel- 
son organization in 1943, to assist in 
developing 


wartime application of 





Robert C. Koehring 
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Toncan Iron 


Costs Less in the End 








This and similar advertise- 
ments are timely reminders 
about the many advantages 
of Toncan Iron. They reach 
your customers regularly each 
month through the pages of 
AMERICAN ARTISAN, 
ARCHITECTURAL RECORD, 
ENGINEERING NEWS-REC- 
ORD, IRON AGE, SHEET 
METAL WORKER and STEEL. 











errs: 


> 


It’s a fact! Toncan Iron possesses the highest rust-resistance of all ferrous 
materials in its price class. That’s why any sheet metal installation costs 
less in the end—if it’s made with long-lasting Toncan Iron. 


Made from highly refined open-hearth iron, Toncan Iron contains cop- 
per—twice as much as copper-bearing steel or iron—plus molybdenum, 
which increases the effectiveness of the copper. Hence, its rust-resistance 
is uniform throughout the metal—is unaffected in any way by bending, 
shearing, punching, corrugating, riveting and other cold working. 


For nearly 40 years, Toncan Iron has been a recognized leader in its field 
—providing low-cost, unfailing rust protection in every type of sheet 
metal product. And it’s easy to work and weld. To get the complete story 


about this versatile iron, write today to: 


REPUBLIC STEEL CORPORATION 
GENERAL OFFICES CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, New York 











—for these parts of your product and for those sheet metal applications in your plant where low-cost resistance to rust is needed—and for corrugated metal drainage products 


MILL SUPPLIES © OCTOBER, 1947 


207 














AUTOMATIC BASES 


faa” «C.. for Motors from 





A Good Line to Stock that 
will Promptly Solve a 
Major Problem for Many 
of Your Customers 


The AUTOMATIC has rapidly won the favor of distributors 
everywhere. It is easy to sell, affords a good margin of profit 
and gives complete satisfaction wherever sold. 


HERE IS WHY IT'S EASY TO SELL! 


© It is compact, mountable in any position and universally adaptable 
to limitless applications. 

e It's reasonably priced and contributes materially to lowering the over- 
all cost of installing a drive. 

© Short center, high ratio drives so often desired, but which have had 
to be avoided heretofore, are not only possible but extremely practi- 
cal where AUTOMATICS are used. 

© It insures delivery of maximum power at all times with a minimum of 
attention. 

© It eliminates shut-downs and reduces the cost of maintenance all 
around. Unsolicited tests, conducted by one of the country's leading 
authorities on power transmission, provide ample reasons why more 
than 10,000 AUTOMATICS are performing so exceptionally well in 
all types of applications in a wide variety of industries. 

© It's easy to install. No calculations are necessary. The proper size 
is merely bolted to the motor and both are secured in place as a unit. 


Plants which initially make one to two installations are quickly convinced. 
Reconversion programs soon follow. Numerous manufacturers of all 
kinds and types of belts recognize AUTOMATICS as a boon to their 


industry. 


Sold thru selected distributors. Get the latest facts on this sales and 
profit opportunity! 


AUTOMATIC MOTOR BASE CO. 


PO BOX 2186 PATERSON, N. J. 
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special heating and ventilating products 
for the Armed Forces. He has been 
active in the distribution of the com- 
pany’s portable heater and portable 
ventilator, in the construction field. 


Working Conditions 
And Factory Planning 


Clean, convenient, and safe surround- 
ings for employees can often be as im- 
portant to management as finding the 
correct spot for production equipment. 
That is the conclusion of the Policy- 
holders Service Bureau of the Metro- 
politan Life Insurance Co., New York. 
in a study of the factors that affect fac- 
tory planning and layout. Results of 
the study have been published in a new 
report, “Factory Planning and Layout.” 

Written from an industrial relations, 
rather than an engineering viewpoint, 
the report covers the basic considera- 
tions of factory planning and layout. 
Among the subjects covered are the 
factors affecting factory planning and 
layout; the data needed; space require- 
ments; allocation of area; building 
types; location; building facilities re- 
quired; and moving machinery and 
equipment. The methods suggested can 
be used in studying minor rearrange- 
ments within an existing plant in order 
to improve working conditions, as well 
as in planning the layout of a new 
plant to provide utmost operating efh- 
ciency and clean, orderly surroundings. 

One of a series of Metropolitan plan- 
ning reports designed to help executives 
obtain the maximum benefits from an 
industrial relations program, the study 
is available on request. Other reports in 
the series are “Office Planning and Lay- 
out,” “Lunchrooms for Employees,” and 
“Washroom and Locker-Room Facili- 


ties. 








Carl Widenbach and C. V. Orr, two 
ex-Gl’s who recently joined the 
sales force of Wimberly & Thomas 
Hardware Co., of Birmingham, Ala. 



































@ WHAT HAPPENS when temperatures rise on 
tough metal finishing jobs? 


. Searing heat scars, injures metal 
surfaces. Production slows. 


Glue on belt softens; abrasive is 
wiped off. Cloth backing is weak- 
ened by intense surface heat. Belt 
replacement 1s soon required, 





SILVER STREAK metal working belts are nsw- 
lated — stand up under terrific grinding tem- 
peratures. Result: 


. . . Greater production speeds. 


. . . Belt replacements are sometimes cut 
as much as 400%. 


SILVER STREAK and JEWELOX (aluminum 
oxide) belts are finished by AP's exclusive 
Velvet Joint process. They lie smooth, never 
bump or jump under the work. Try one of 
these famous belts... see for yourself. Phone 
your jobber or write to Abrasive Products, 
Inc., 517 Pearl St., South Braintree, Mass. 


Abrasive Products Inc 


SOUTH BRAINTREE 85, MASSACHUSETTS 
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MAKERS OF JEWEL COATED ABRASIVES 











SAVINGS without SACRIFICE 


For Your Your customers will be money ahead by 


e 
Pipe Customers ree 
strength and safety provided by Naylor’s 
«oe Through NAYLOR Lockseam Spiralweld enables you to recom- 
LIGHT-WEIGHT PIPE inend it for many applications—even those 


normally requiring heavier-wall pipe. You'll profit, too, 


using Naylor light-weight pipe. The extra 


by selling these “savings without sacrifice.” Sizes from 







1 to 30 inches in diameter; 
thickness from 14 to 8 gauge: 
all types of fittings, connec- 


tions and fabrications. 


NAYLOR PIPE COMPANY 
1253 East 92nd Street . Chicago 19, Illinois 
New York Office: 350 Madison Avenve e New York 17, N. Y. 
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Open-End V-Belting 
For Small Purchases 


Plant engineers and other users now 
can buy open-end V-belting by the foot 
or yard, in much the same manner as 
their wives purchase ribbon and dry 
goods. The unique method of mer- 
chandising V-belt material originate- 
with the Goodyear Tire & Rubber Co.. 
who supply the belting in reels of 450 
to 550-ft. lengths. 

Using special fasteners to splice the 
open ends, making an endless power- 
transmission belt. the V-belts can be 
formed to proper size for emergency use 
and special adaption. The fasteners 
are installed with specially-designed 
tools. 

Joseph F, Taylor, manager of V-belt 
sales for Goodyear, predicts several 
specialized uses for this type belting. 
including use on Diesel locomotives. 
railroad axle generator drives. air-con- 
ditioning equipment, air compressors. 
machine tools, and on line shafts and 
other drives where it is difficult or im- 
possible to use endless belts. 


R. B. & W. Campaign On 
“True Fastener Economy" 


Anticipating that distributors will 
face an increasing demand for lower 
priced goods, Russell, Burdsall & 
Ward Bolt & Nut Co. has prepared a 
program of advertising in a large num- 
ber of business papers with the purpose 
of convincing the buyer of the ultimate 
economy of quality merchandise pur- 
chased at fair prices. 

The company’s current advertising is 
devoted to the subject of “True Fastener 
Economy,” symbolized by the abbre- 
viation “T. F. Eo”. “It is the cost of 
using a fastener that counts,” states 
Harry O. McCully, vice-president and 
general sales manager. “The use of a 
fastener involves expenses all the way 
from engineering specifications to the 
handling of returned goods.” Mr. Me- 
Cully points out that the company is 
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Sates POSSIBILITIES 4 TIMES GREATER - REVEALED BY MARKET SURVEY 


$131,000 in additional sales—the possibil- 
ities of getting that much more bearing 
business every year was revealed recently to 
an SooS distributor by a market survey 
of his territory. 


The survey showed a vast bearing replace- 
ment business available yearly far in excess 
of his fondest hope. His proper share was 
indicated to be over four times the average 
of his present rate of sales. He had been 
missing the market! 


Now this distributor is able to organize 
his sales planning efficiently: budget, sales 
force, inventory and advertising. He has 


definite sales goals based upon the volume 
of business known to be available and 
possible for him... and he is able to plan 
properly to get it. 


The foundation for accurate sales plan- 
ning—and for greater sales and profits — is 
found in. properly-made market analyses. 


634 
SUSE INDUSTRIES, INC., PHILA. 32, PA. 





BALL AND ROLLER BEARINGS 
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PURE MANILA ROPE 





At last we have been able to get the ingredients for 
the special cordage solution which is applied to 
AMCO Treated “All-weather” Manila Rope. Dis- 
tinctively dark in color, AMCO is built to withstand 
heat and water and to resist fungus growths. AMCO 
is now available in a full range of sizes. Order 
through your local supplier or write for information 
regarding available stocks in your territory. 


LOOK FOR THE RED AND GREEN MARKERS 
Like regular “AMERICAN BRAND” PURE 
MANILA ROPE, AMCO can be readily 
identified by the Red and Green markers. 
They are your assurance that you are sell- 
ing your customer the very best rope. 





AMERICAN MANUFACTURING COMPANY 


ROPE + TWINE + OAKUM + PACKING 


Branch Factories: $T. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 
DELAWARE RIVER JUTE MILLS, PHILADELPHIA 48, PA. 
Sales Offices: BOSTON « CHICAGO « HOUSTON « NEW ORLEANS « PHILADELPHIA 
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investing huge sums of money in ma- 
chinery and equipment to permit them 
to manufacture bolts, nuts, screws and 
rivets which will help to lower the cost 
of using such fasteners. The savings 
which its customers can obtain in this 
way, Mr. McCully believes, are greater 
than could be obtained in any other 
way. 

Each of the Russell, Burdsall & 
Ward advertisements points out that in 
order to obtain lowest possible costs at 
every point, it is necessary to use mate- 
rials of the best possible quality and 
that any savings in purchase price will 
be infinitesimal when compared with 
the economies that can be made by 
the well-made, properly specified fas- 
tener itself as it passes through vari- 
ous stages of use in the customer’s 


_ plant. 


| War Assets Administration 








Extends Tool Discount 


The 174% percent discount to dealers 
in surplus machine tools has been ex- 
tended by War Assets Administration 
to include virtually all machine tools 
and general industrial equipment on 
which commissions of 1214 percent for- 
merly were paid. 

The discount formerly applied only 
to machine tools which were sold at 
prices lower than those established by 
the Clayton Formula. As a result of 
WAA’s action, nearly all tools still 
priced on the Clayton Formula become 
eligible for the discount. 

Eligible purchasers at the discount 


| are machine tool rebuilders, manufac- 


turers, exporters, dealers and other dis- 
tributors who buy for resale. 

Such: purchasers must certify they 
have been actively engaged in selling 
production equipment and that pur- 
chases are made for resale and not for 
personal use. 

Discounts are made to compensate 
dealers for handling and selling costs. 








Fred Macholz demonstrates a porta- 
ble power saw to a prospect at the 
Hartfield-Healy Supply Co., Buffalo. 

















Like a Gas Turbine Prime Mover*, J&L Precisionbilt Wire Rope 





is made of the finest materials by skilled men who have had 
years of practical experience. It too is an efficient mover, for 
J&L Precisionbilt Wire Rope handles material with economy 
and safety. To gain the advantage of low maintenance costs 
specify J&L Wire Rope on your order. 


*Gas turbine prime mover, new and highly efficient, 
develops tremendous power with economy of space and 
fuel. Originally designed for locomotives, it is finding 
other uses as need for new sources of power arise. 


JONES & LAUGHLIN STEEL CORPORATION 
GILMORE WIRE ROPE DIVISION 


PITTSBURGH 30, PENNSYLVANIA 


J&L (Arectoinbile- PERMASET PRE-FORMED WIRE ROPE 
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i CARVER 
e centrifugal 
pumps 


If you want to sell pumps that prime lightning fast, 
that handle oceans of water at exceptionally high effi- 
ciency, and stand up easily under toughest operating 
conditions . . . the pumps you want are CARVER Certi- 
fied C entrifugal Pumps. 


In every way they give better pumping performance 
on the tough jobs — and the easy ones. Their modern 
streamlined design and construction makes them the 
kind of pumps you want to recommend and sell. 


* High Capacity at high suction lift. 


* High Efficiency at high pressures and at 
slow speeds. 





_*& Non-Recirculating—no priming gadgets. 

Get the facts 
about this out- 
standing line of 
pumps. Wire or 
write today to 
Carver Pump 


Co., Muscatine, 
Iowa. 


cating 
PUMPS«. 
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2 *& Life-Time Seal—wearing surfaces are al- 
most diamond-hard. 


* Fewer Working Parts because of simple 
design. 


* Non-Clogging—streamlined design. 


* Performance of each pump is certified. 
Pp 














Morton J. Rainey 


Morse Twist Drill 
Elects Rainey, Snyder 


Morton J. 
Snyder were elected vice-presidents of 
the Morse Twist Drill & Machine Co.. 
New Bedford, Mass., at a recent meet- 
ing of the board of directors. 


Rainey and Anthony J. 


Mr. Rainey has been associated with 
Morse for many years in the capacity 
of general sales manager. and Mr. Sny- 


der as works manager. 


Anthony J. Snyder 





Two New Men 
For Western Metal 


Western Metal 
Diego, Calif. 


Supply Co. San 
has added two salesmen 


| to its staff, which now numbers 20 out- 


side men. Ernesto Encinas will cover 
the territory of lower California for 
the company. and Frank Surman, for- 
merly with the W. Bingham Co., Cleve- 


land, Ohio, will work in the territory 


| contiguous to San Diego. 
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A Few Facts You Should Know 
About 7% | 
Coon he a 


SIMPLE a, EASY TO OPERATE + FACTORY TESTED 








To understand the operation of the ‘‘Acorn"’ Die, one should see it in 
relation to the “Acorn” Die Holder as pictured at the right in sectional 
view. The feature which makes the ‘‘Acorn”’ Die so convenient and accurate 
is the manner in which the four prongs or threaded lands are compressed 
when the holder cap is screwed down onto the holder. As all bearing sur- 


“ACORN” 


6" | 





faces on the holder and die are ground to insure correct alignment and = ADJUSTING 
accuracy, even pressure is brought to bear on each of the prongs simulta- CAP 
neously so that they all adjust equally and concentrically. This is done ey 





quickly and automatically by tightening the cap and turning up the lock 
nut. No other adjustments are necessary. 

A positive adjustment to size can be obtained by using the threaded 
plug which comes with every “Acorn” Die. This plug has actually been 
threaded by the die in which it is shipped and has been carefully checked 
for accuracy. Thus, if it is used as a setting plug, accuracy of the set up will 
be assured. For close to shoulder work, quick change over of jobs, accurate threads, 
recommend ''Acorn’’ Dies to your customers. 


ad w 
HOLDERS ADAPT teow Ded ror ANY MACHINE 


Regular ‘‘Acorn”’ Die Holder with longi- 
tudinal float which allows the die to 
follow its own lead independent of any 
lag in the machine. This holder may be 
used on practically all automatic screw 
machines and any other machines which 
provide for automatically reversing the 
die or rod at the instant when the de- 
sired length of thread has been cut. 


RELEASING 


Releasing ‘‘Acorn’’ Die Holder, while 
suitable for all machines, is especially 
recommended for hand operated ma- 
chines. The improved clutch mechanism 
allows the holder to be released with- 
out shock. 


The “Acorn’’ Die Adapter permits the 
use of ‘‘Acorn”’ Dies with existing round 
die holders. It consists of three parts, 
a Cap to hold and adjust the die, a 
Lock-Nut to secure the adjustment and 
a Body. The shank fits round or spring 
die holders of corresponding size. 


REGULAR HOLDER and DIE /NV ACTION! 
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Dontt lose your head over shortases ! 


When you need supplies and replacement parts fast, specify Air 
Express—and forget your worries. Your shipment arrives in hours, 
not days. Air Express brings your most distant suppliers close at 
hand. Even coast-to-coast overnight shipments are now routine. 


Because Air Express goes on every flight of all Scheduled Airlines, 
your shipments never “grow moss’’—never have to wait around for 
loads to accumulate. Rates are low, and you're getting better service 
than ever because of faster planes and increased schedules. For 
better, more profitable customer service, use Air Express regularly. 


Specify Air Express-its Good Business 


eLow rates—special pick-up and delivery in principal U.S. towns and 
cities at no extra cost. e Moves on all flights of all Scheduled Airlines. 

eAir-rail between 22,000 off-airline offices. 

e Direct air service to and from scores of foreign countries. 


Just phone your local Air Express Division, Railway Express Agency, 
for fast shipping action . . . Write today for Schedule of Domestic and 
International Rates. Address Air Express, 230 Park Ave., New York 17. 
Or ask for it at any Airline or Railway Express Office. Air Express 
Division, Railway Express Agency, representing the Scheduled Airlines 
of the United States. 


KRESS 


GETS THERE FIRST- 





Fastest delivery—at low rates 


Refrigerator parts (120 Ibs.) in Detroit were 
needed in West Palm Beach fast. Picked up 
4:20 PM the 16th, delivered 10 AM on 
17th. 1135 miles, Air Express charge only 
$40.52. Other rates, any distance, similarly 
inexpensive and fasé. 
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A. N. Abend, sales manager, Ster!- 
ing Supply Co., Detroit, checks 
prices against the latest manufac- 
turers’ sheets in the master price 
reference book. 





"Refresher" Sessions 
For Power Salesmen 


To enable mechanical power trans- 
mission salesmen in the New York met- 
ropolitan area to brush up on their fun- 
damentals, the Power Transmission 
Council has arranged for a series of 
“refresher” sessions to be held in New 
York, beginning on September 26th. 
The sessions will run for six weeks on 
consecutive Friday evenings. 

The meetings will start at six o’clock; 
the first one and one-quarter hours be- 
ing reserved for a talk by an outstand- 
ing authority on the subject for the 
evening; the next three-quarters of an 
hour devoted to a question and answe 
period. Registration fee for the six 
sessions is $7.50 per person and includes 
a copy of the 216-page book, “Funda- 
mentals of Mechanical Power Trans- 
mission Equipment.” 

Following are the subjects to be dis- 
cussed in the six sessions: September 
26, “Power Transmission in Industry 
and Group Drive Design”, with William 
Staniar as speaker and leader of the 
discussion; October 3, “Principles of 
Flat Belt Power Transmission, Flat 
Belts and Pivoted Motor Bases”, with 
Professor Lawrence Price in charge; 
October 10, “V-Belt Drives and Vari- 
able Speed Transmissions’; October 
17, “Gear Drives and Speed Reducers”; 
October 24, “Flat Belt Pulleys, Cou- 
pling, Clutches, Bearings and Hangers” 
and on October 31, “Chain Drives”. 

Membership in the “Refresher Class’ 
will be accepted in order of receipt of 
applications, and applicants must agree 
to be present at each session promptly 
at six o’clock. 
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NUCUT 


Hitch your tool profits 
to the 


COMPLETE HELLER LINE 








Machinists’ Ball Pein and Carpenters’ Bell Face and 


WAVY TOOTH 





FILES 












Vixen Files, including the 
new VIXEN “Wizcut” for 
cutting soft metals with- 
out clogging 


\\a 


Rasps, including Rotary Files, both hand cut 
horse, shoe and and ground-from-solid cut- 
wood rasps ters 


Nucut Files, with 
patented “wavy 
teeth” 


Hand Punches 


Mastere 
oh 


ches, with pipe or 
aws 





Cross Pein Hammers Plain Face Nail H s 


\ OS 


Bull Point Hand Chisels Curved Lip Fluted Jaw 
and Cold Chisels Tongs 


~~ 
R 





Blacksmiths’ Hand or Engi- Rounding or Turning Ham- 
neers' Hammers mers 


Heller tools are made from 
A our own formula of spe- 


AN ¢ \ cially refined teol steel. 
\ \ \ \ 
\\ \ \ . 
\ \ 
\ \ 


This advantage, among 
others, in addition to our 

Hot rolled, forged tool and 

alloy steel bars 


many yeors experience in 
fine tool making, enables 
us to produce tools of uni- 
formly high quality, ac- 
knowledged by users to 
be superior to anything 
else on the market, 





ELLER 





Tinners’ Riveting and Pane- 


Cutting Nippers 
ing Hammers 


YOU MAY THINK of Heller primarily as your 
source of outstandingly fine files . . . such 
as faster-cutting, smoother-finishing “wavy- 
teeth” NUCUTS . .. self-clearing curved-tooth VIXENS 

. in fact, files in patterns, lengths, shapes and cuts to 
meet every need. 

That’s only part of the story. Heller hammers and 
Masterenches, punches and chisels, tongs and nippers— 
all are leaders. Experienced users know these Heller 
tools handle easily, balance perfectly, work faster, eas- 
ier, longer! 

Don’t limit your sales opportunities. Hitch your tool 
profits to the complete Heller Tool Line! 


BROTHERS 
COMPANY 


Newark, N. J. 


Newcomerstown, Ohio 


Good Tools Since 1536 
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No snake will ever come between us, dear... 
we're hitched with Crosby Clips: 


Talk about a solid connection . .. there isn’t 
a better door-opener and friend maker in the 
whole field of mill supplies than safe, staunch, 
simple Crossy C ips! 

Just try this on your first call tomorrow: 
Ask Mr. Buyer what he expects of a good 
wire rope fastener. Then show him how 
Crossy CPs have everything he wants, plus 
features no other clip can offer. 





Safe? They’re super-safe; made of finest 
plow steel, drop forged. Weather-proof? You 
bet ... hot dip galvanized. Easy to use? All 
you need is a wrench and common sense. 

Stock ’em, talk ‘em, and sell ’em! CrosBy 
Cups are identified by the famous Red-U- 
Bolt. Made only by American Hoist and 
Derrick Company, St. Paul 1, Minnesota. 
Sold by distributors every where. 


Industry buys more 


CROSBY CLIPS 


than all other Tk 
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| Bronx Hardware 
Promotes Schwartz 


The Bronx Hardware & Supply Co., 
Inc.. mill supply distributors of New 
York City, has advanced Melvin L. 
Schwartz to the position of executive as- 
sistant to the vice-president in charge of 
sales and advertising. Formerly, Mr. 
Schwartz was in the company’s tele- 


| phone order sales department. 


Other recent promotions in the Bronx 
Hardware and Supply Co. include the 
advancement of Louis Guadagno and 
Sidney Ungar from the store sales de- 
partment to the telephone order sales 


| department. 


Coated Abrasive Clinic 
At Erskine-Healy, Inc. 


Since late July Erskine-Healy, Inc., 
distributors of Rochester, New York. 
have been running a coated abrasive 
clinic in conjunction with the Porter- 
Cable Co. Emphasis at the clinic has 
been on practical demonstrations of 
what the machines can do, and the 
possibilities of cutting production costs 
with coated abrasives. 

Men from the various plants in the 
Rochester area brought samples of 
their work into the clinic and experi- 
mented in the shop to determine whether 
better results could not be achieved, at 
a lower cost. Almost every important 
industrial company in the trading area 
has come in, on a definite appointment, 
with samples of their work. Sometimes 
as many as ten men from a single com- 
pany were on hand to see how the 
clinic handled their particular prob- 
lems. 

The demonstration was planned by 
Bill Ward, vice-president, assisted by 
Maurice Culhane and Walter Erskine. 
Working with them on every demon- 





Bill Ward plans his production clinic 
on coated abrasives at Erskine- 
Healy, Inc., Rochester distributors. 
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Wickwire Ropeis Tissue Tested’ 





















With the same scientific care a physician uses in examining human tissue, 
technicians in the Physical Testing Laboratory of Wickwire Spencer’s Rope 
Mill test samples of wire imbedded in plastic “‘buttons.”” Samples from coils of 
wire are ground, polished, etched, microscopically examined and the findings 
recorded. 

What’s this got to do with wire rope? The grain size has an important bearing 
on the life span of the wire. Because the quality of the steel in the rope wire is 
just as important for dependable service as is the construction of the rope, 
Wickwire uses only such wire as passes the Physical Testing Laboratory’s 
exacting standards. 

For the utmost in performance, safety and long life, specify Wickwire Rope. 
It is available in all sizes and constructions, both regular lay and WISSCOLAY 
Preformed. Call on Wickwire distributors and Wire Rope engineers to help 
solve your wire rope problems and supply the right rope for your needs. 


HOW TO PROLONG ROPE LIFE AND LESSEN ROPE COSTS 


Thousands of wire rope users have found that the information packed 


i 


in the pages of “Know Your Ropes” has made work easier and rope 
last longer. It’s full of suggestions on proper selection, application and 
usage of wire rope. It’s easy-to-read and profusely illustrated. For 
your free copy, write, Wire Rope Sales Office, Wickwire Spencer 
Steel, Palmer, Massachusetts. 








WICKWIRE ROPE 


A PRODUCT OF THE WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL AND IRON CORPORATION 


WIRE ROPE SALES OFFICE AND PLANT—Palmer, Mass. EXECUTIVE OFFICE—500 Fifth Avenue, New York 18, N. Y. 


SALES OFFICES—Abilene (Tex.) » Boston * Buffalo » Chattanooga * Chicago » Denver + Detroit * Emlenton (Pa.) » Philadelphia * Tulsa * Fort Worth * Houston * New York 
PACIFIC COAST SUBSIDIARY—The California Wire Cloth Cornoration, Oakland 6, California 
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stration was Vete Nowik, of the Porter. 
Cable Co. Where factory men could 
not visit the clinic during the day, the 
four men worked nights to put the 
machines in shape for early morning 
demonstrations the next day. 

Due to Bill Ward’s exceptional job of 
scheduling and planning in the clinic. 
many sales were closed, a number of 
new accounts and departments were 
started, and the help Erskine-Healy 


| gave is expected to result in the sale of 
| other items handled by the company. 


Westinghouse Builds 
At Cincinnati 


Plans for the construction of two new 
buildings to house manufacturing, re- 
pair and supply activities in the Cin- 
cinnati area have been announced by 
the Westinghouse Electric Corp. and 
its national marketing outlet, the West- 


| inghouse Electric Supply Co. 


The buildings, to be constructed by 


| Westinghouse for the Equitable Life 


Assurance Society of the United States, 


| will be leased by Westinghouse. A com- 


bination one and two story building 
with 100,000 sq. ft. of floor space at 
Laidlaw Ave. will house the local manu- 
facturing and repair plant. The West- 
inghouse Electric Supply headquarters 


| will occupy a combination one and 
| two story building of 60.000 sq. ft. at 
| the corner of Stanton and Lincoln Aves. 





The Laidlaw Ave. plant, managed by 
N. H. Hurd, will be one of 37 manu- 
facturing and repair plants which West- 


| inghouse operates in 25 states, in addi- 


tion to its principal manufacturing divi- 
The Westinghouse Electric 
Supply Co. is the national wholesale 
marketing outlet for the Westinghouse 


sions. 


Electric Corp. and many other manufac- 
turers of electrical apparatus, home ap- 
pliances and supplies. Branch manager 
for the latter corporation is J. E. Watts. 








George H. Glenn, store manager at 
the Charlotte, N. C. branch of the 
Henry Walke Co. for more than two 
years, had been in the Norfolk, Va. 
headquarters. 
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“FOLD... 


POWER TRANSMISSION SERVICE 


BARRY DICK 
ROPE V-BELT DRIVES 


STEEL SPLIT PULLEYS 


bait 


DICK’S 


BALATA BELTING 


Pies UB ee Ss Se 
















1. Barry Steel Split Pulleys. . to help you help your industrial these drives is to give them power transmission which will give 
power using customers save time, labor, material and power. long, economical service with a minimum of attention. 
These pulleys are of lightweight, all welded construction. _In- Dick Rope V-Belts used on these drives are resilient but prac- 
stallation is easier and quicker . . . there is less wear and tear tically stretch-free. Strength is maintained without loss of 
on shafts and bearings . . . less lubrication and maintenance. elasticity. The cast iron sheaves are carefully machined to pro- 


vide proper belt contact for maximum efficiency and minimum 


Because of the spot welded, tubular construction, the Barry is a helt wane aad ese helameed fer enceth sending ab off spends 


strong pulley under all conditions of stress and strain. The pulley d load 

face is engineered to assure true running belts, longer belt life poscatoongin ) ’ 

and maximum efficiency in power transmission, 3. Dick's Balata Belting . . . to give your industrial power- 
using customers longer life and higher efficiency in power trans- 

Barry Split Pulleys are made in a full range of sizes with both mission under tough operating conditions, and especially where 

straight and crown faces. belt is exposed to water, moisture and steam. 

2. Dick Rope V-Belt Drives .. . to enable you to furnish your This, the "Original Balata Belt," is recommended for power 
customers with power transmission drives which can be depended transmission, elevating and conveying. It is of uniform cotton 
on for engineered high efficiency thereby reducing power and duck construction and will meet the toughest kind of service 
maintenance cost and assuring maximum dependability. economically and with high efficiency. Operating costs are 

consistently low. You can easily prove the sound investment 
These drives are available for all types of installations where it value of DICKBELT and DIXITBELT to the most cost-minded of 
is possible to apply V-belts. To provide your customers with your customers. 


R. & J. DICK COMPANY Inc. PASSAIC, NEW JERSEY 


San Francisco, Cal. Chicago, III. Seattle, Wash. 
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Of course, your customers are 
more conscious of fire hazards 
and the need for protection 
during Fire Prevention Week, 
but it is good business for you 
to discuss Pyrene* fire protec- 
tion with every customer you 
call on every week in the year. 
Sell them Pyrene for their 
home as we: as for their 
factories. Don’t overlook this 
opportunity for bigger sales. 


Impress them with the im- 
portance of correct fire protec- 
tion for every risk. Sell them 
specific Pyrene equipment. 
There is a Pyrene extinguisher 
for every hazard, including 
systems for large installations. 
When you find a complicated 
fire protection problem, ask 
your Pyrene sales engineer to 
help you close the deal. 


































































































Pyrene is nationally adver- 
tised, nationally known, na- 
tionally distributed through 
jobbers. Push Pyrene every 
time you make a call and 
see how your sales go up. 


PYRENE MANUFACTURING COMPANY 


*T. M, Reg. 


U. S. Pat. Off. 
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NEW JERSEY 


Affiliated with C-O-Two Fire Equipment Company 
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Counter and displays in the recently 
remodelled quarters of the Jones 
Hardware Co., Ltd. 


Jones Hardware Co. 
Will Wait To Build 


L. R. Jones, general manager of the 
Jones Hardware Co., Ltd., Long Beach. 
Calif., has the ground bought, plans 
made and everything set for a new 
building, “if and when” someone can 
bid him anything that approaches a set 
price and can promise completion 
within a reasonable length of time. 

In the meantime, Mr. Jones has de. 
cided to spend about $5,000 on the 
present place, which he owns, and stay 
at the old location until things settle 
down. The building is two stories high 
with good, roomy offices arranged up- 
stairs, with other depart 
loudspeaker The 
old “general store look” of down-stairs 


connected 
ments by system. 
front has been done away with by the 
complete remodelling of that area. a 
program .undertaken the retail 
hardware business was given up, some 
months ago, and the company settled 


when 


itself down to a straight wholesaler 
business, largerly industrial supplies. 

A city counter was built across the 
ends of the open stock bins, far enough 
removed from the entrance to permit 
plenty of space for display. The paint 
department. featuring industrial paints. 
is given a separate room on the main 
floor, adjacent to the main store areas. 


American Chain & Cable 
Advances E. B. Brant 

E. B. Brant has been appointed dis- 
trict sales manager of the Page Steel 
& Wire Division of American Chain & 
Cable Co., Inc., succeeding Fred H. 
Jones, who has returned because of ill 
health. 

Mr. Brant had been with the Page 
Steel & Wire Division in Detroit. Prior 
to that he was at the Page plant at 
Monessen. 

He will make his headquarters at 
the Pittsburgh Office, 908 Empire 
Building. 
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When you handle the Bethlehem line of 
bolts and nuts and related products, you 
can furnish everything—that's it, every- 
thing !—in the way of fastenings that your 
customers need. For this dependable bolt- 
and-nut line is so all-inclusive that it cov- 
ers the entire range of requirements. 
Bethlehem Bolts are the kind of bolts 
your customers will buy again and again, 


vee é 
EPP Thebes, 


= 


too. Made from strong steel, Bethlehem 
Bolts have smooth, easy-fitting threads, 
straight shanks, and sharp-cornered heads 
that stand up to rough treatment. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
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WHO KNOW 


Good Tools 


Klein Pliers are made for the men who know and 
appreciate exceptional quality in tools. The “hand fit” 
of the handles with their spring tempering cushions 
the grip, makes tough cutting jobs easy. The honed 
knives stay sharp, assuring quick, clean cutting. The 
serrated jaws give a sure hold. The fitted hinge oper- 
ates smoothly. Klein Pliers still stand for the high- 
est quality in tools as they have “since 1857”. 
Keep Klein Pliers on order. Your require- 
ments will be filled as early as possible. 











The Klein Pocket Tool 
Guide showing the Klein 
line and containing use- 
ful tool information 
will be mailed 
on request. 









& Sons 


ILLINOIS 


“ts KLEIN 


3200 BELMONT AVENUE, CHICAGO 18 
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John D. Davis, vice-president of 
Penn General Supply Co., Pitts- 
burgh, Pa., looks happy over his 
firm’s prospects. 





National Supply Co. 
Builds Storage Tanks 


The National Supply Company's 
Spang-Chalfant Division pipe mill in 
Etna, Pennsylvania, was shut down 
completely for 32 full days of 24 hours 
each in the three months of last Janu- 
ary, February and March because of 
the natural gas shortage. This loss, to- 
gether with curtailed production on 
other days for the same reason, cost the 
company exactly one-half of its normal 
production of pipe for the three-month 
period. 

It is anticipated that this will not 
happen next winter because National 
Supply has constructed six oil storage 
tanks and already has them filled with 
270,000 gallons of fuel oil. This amount 
is equivalent to 36 million cubic feet of 
A concrete dyke, divided 
into three compartments, was built 
around the six tanks to confine the oil 


natural gas. 


to a restricted and safe area in event 


of a leak. 








Frank LeBarge jots down the terms 
on an order received at the Buffalo, 
N. Y. branch of the Gierston Tool. 
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This catalogue illustrates and describes the most com- 
plete line of brushes offered today. Copies available 
for Purchasing Agents, Executives, Superintendents, etc. 


Write for your copy today on your business letterhead. 


THE SOLO-HORTON BRUSH CO., INC. 


135 WEST 19TH STREET - Dept. A-2 
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“PIONEER” 
STEEL SHAFT HANGERS 


—ao 


Thousands upon thousands of 
these “Pioneer” Steel Shaft Hang- 
ers are in daily use—and have 
been ever since 1914. They are 
unbreakable — their superior 
strength and rigidity make them 
dependable. They are one-third 
lighter than the old style cast-iron hangers, and therefore cost 
less f.0.b. ceiling—and that’s what counts. 






Cut costs of handling, hauling and millwrighting by using 
“Pioneer” Steel Shaft Hangers, made by the manufacturers of the 
famous “Hallowell” Ready-Made Shop Equipment uf Steel and 
“Unbrako” Screw Products. 


Over 44 Years in Business 


STANDARD PRESSED STEEL Co. 


JENKINTOWN, PENNA. Box 519 
BRANCHES —— 
BOSTON +* CHICAGO + DETROIT « INDIANAPOLIS «+ ST. LOUIS * SAN FRANCISCO 




















PROFITABLE WELDING 
WITH Cay Zo Ge 


TRINBL wosc_@ 


INDUSTRIAL 


ARC WELDERS 


.@ 
CRESS 
A Range of Models for Every Welding Job! 


“Job tested” TRINDL WELDERS, outstanding in the welding field 
because of the Simplified Operation and Ruggedness of Design and 
Construction, are unbeatable for practical efficient low cost opera- 
tion. TRINDL WELDERS, preferred for general industrial and 
automotive production, construction, maintenance and repair, are 
available in a range of models for every 
type of shop or welding job. 


DEPENDABLE TRINDL WELDERS, WELDING 

SUPPLIES & ACCESSORIES ARE AVAILABLE 

TO SAVE YOU BOTH... TIME AND MONEY 

Write, wire or phone today for particulars and catalogs 

JOBBER AND DISTRIBUTOR INQUIRIES INVITED 
Write for Selected Distributor Plan. 

TRINDL PRODUCTS LTD., 17 E. 23rd St., AY, Chicago 16, lit. 




















226 MILL SUPPLIES ¢ OCTOBER, 1947 



























Hundreds of food processors are already 
enjoying the benefits of this fine new 


belting in their plants. 


* PlasTex is the registered trade name for 

Buffalo Weaving & Belting Company's plastic- 

covered belting. Makers also of RF & C (rub- 

ber covered), solid-woven cotton, and glazed 

(nitro-cellulose coated) beltings. 

Get the whole PlasTex story, and a free 
sample. Write today! 


‘7 BUFFALO 


WEAVING & BELTING CO. 
209 Chandler Street 
Ch } * Buffalo 7,N.Y. * New York 


D 
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NEW LINESI 


“Taken ou by 


DISTRIBUTORS 


Star Machinery Co., Spokane, Wash. 
has been named an authorized dealer 
of industrial machinery equipment 
manufactured by Worthington Pump 
& Machinery Corp. of Harrison, N. J. 


A. L. Holcomb Co. of Grand Rapids, 
Mich. has been appointed an author- 
ized distributor for Carboloy Co.. 
Inc., Detroit, handling its standard 
tools, standard blanks. carbide tipped 
masonry drills 
nated grindin 


iamond impreg- 
dressers. 


ly Co. of Cleveland, 
a new line known as 
Ermeto steel fittings. 


Franklin Supply Co. of Chicago, Ill. 
has been appointed an authorized 
distributor of the Multi-V-Drives 
manufactured by the Worthington 
Pump & Machinery Corp. of Harri- 
son. N. J. 


Robert E. Morris Co. of West Hartford, 
Conn, has been designated regional 
distributor to handle the chucks, gear- 
cutting and centering machines of 
The Whiton Machine Co., New 


London, Conn. 


The Jones Hardware Co., Ltd., Long 
Beach, Calif. has been made a cer- 
tified distributor for Behr-Manning 
abrasives and has taken the full line 
of Armstrong Bros. tools and the 
Sterling sander line. 


Chas. A. Strelinger Co. of Detroit, Mich. 
has been appointed distributor of 
the goggles. gas masks, respirators 
and allied industrial safety devices 
manufactured by Willson Products, 
Inc. 


Lloyd & Arms Co. of Philadelphia, Pa. 
will handle the sale of products man- 
ufactured by The Whiton Machine 
Co. in Eastern Pennsylvania, South- 
ern New Jersey, Delaware, District 
of Columbia, Maryland, and North- 
ern Virginia. 


"HOT PROFIT. 


JOHNSON Furnaces - Burners - Blowers - Torches 








N 
JOHNSON 
APPLIANCE ¢ 
AR RA 


@ Help your customers with their industrial heating 
problems by recommending JOHNSON gas burning 
equipment. 334,929 industrial buyers see JOHNSON 
advertisements in 12 leading trade papers monthly. They 
need JOHNSON'S time saving, fuel saving features. 
You'll find it pays to push JOHNSON—the Hot Profit Line. 


JOHNSON GAS APPLIANCE COMPANY 


588 E Avenue N.W. Cedar Rapids, lowa 


ESTABLISHED 1901 
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A complete line from a single 
source... easier to sell ...greater 
dependability...enables you to 
give better and quicker service 
to your customer. Three reasons 
that add up to more profit for 
you. Medart’s outstanding ad- 
vertising campaign in leading 
trade journals means a greater 
Medart market for you! 

A 4 








No. 56-V » 
V-belts and 
V- sheaves 


No. 46-G 
Gears and 
Sprockets 


All Other Power 
Transmission 
Equipment 


Not just catalogs... but informa- 
tive, helpful power transmission 
equipment guides. Minimize 


complicated engineering compu- 
tations... excellent for your refer- 
ence files. Write for yours today! 


depart 
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Some distinguished gentlemen from the Marshall-Wells offices in British 


Columbia visit the Spokane, Wash. branch of the company. Back row: Fred 
G. Brooks, Duluth director of offices; W. A. Thompson, managing director, 
Marshall-Wells in New Westminster, B. C.; Earl F. Hughes, sales manager, 
Spokane, Front row: Harry E. Hall, manager mill supplies, Spokane; George 
McLauchlin, vice-president and manager, Marshall-Wells at Vancouver, B. C. 
and H. L. George, general manager at Spokane. 





Cutter, Wood & Sanderson 
Hold Sales Contest 


Bill Ryan, Jr., of Cutter, Wood and 
Sanderson Co., Boston, Mass., dis- 
tributors, believes he has found a solu- 
tion to the problem of how to turn 
prospects into customers. 

Last spring Mr. Ryan gave the sub- 
ject some heavy thought and came up 
with the idea of a sales contest, to be 
run in collaboration with Willson 
Products, Inc., manufacturers of pro- 
tective devices for safety control in in- 
dustrial plants. Together the two com- 
panies worked the idea up into a race 
for customers that resulted, in its first 
five weeks, in the opening of over 200 
new accounts. It produced additional 
business, too. from existing accounts. 
The safety business generated by the 
sales contest amounted to a 300 per- 
cent increase in volume over the imme- 
diate like period. 

Bill Gross, Willson representative 
who covers Erskine-Healy . territory, 
was called in to lend a hand in organ- 
ization and help the distributor’s sales- 
men to brush up on the Willson line 
and its safety and comfort features. 
The two teams opposing each other, 
Team A, captained by Dave Wallace, 
and Team B, with L. Stevenson as 
leader, vied for prizes awarded by the 
company which were established on a 
dollar volume basis—for high indi- 
vidual man, for second high individual, 
and for each man of the winning team. 
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“Wish” Wishart, of Team B, finished 
out in front for the first individual 
prize, followed by Dave Wallace, Team 
A captain. Mr. Wallace’s team com- 
prised Ike Day, Gus Kearney, Ed Mur- 
phy, Fred Paulsen and Jim Wood, while 
Team B consisted of Curt Blood, R. 
Mercer. R. Rogers and “Wish” Wishart. 


Link-Belt Sales Changes 
In Two Cities 


James B. Elliott has been appointed 
divisional sales manager of the Minne- 
apolis, Minn. plant of the Link-Belt 
Co., Chicago, Ill., manufacturer of in- 
dustrial conveyor accessories. For- 
merly, Mr. Elliott was divisional man- 
ager for Caldwell plant products. He 
joined Link-Belt in 1925. 

Erwin A. Wendell, heretofore district 
sales manager, Chicago branch, has 
been appointed divisional sales man- 
ager for Caldwell plant products, with 
headquarters at the Caldwell plant. 
Mr. Wendell entered the employ of 
Link-Belt Pershing Road plant engi- 
neering department in 1918. 

T. W. Matchett, heretofore district 
sales engineer at New York, has been 
appointed district sales manager, Chi- 
cago Branch, with headquarters at the 
Pershing Road plant. He joined the 
Link-Belt sales department in Chicago 
early last year after 13 years experi- 
ence in the shop, erection, engineering 
and sales departments of a well-known 
eastern conveyor manufacturer. 
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... for maximum safety, 
speed and service 


Since 1869, the David Round organization 
has designed and manufactured its products 
primarily for one class of buyers—men who 
demand the best. 
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Results of this unvarying insistence upon 
highest quality are reflected in today’s Round 
line . . . finer hoisting equipment for every 


’ 
sine Md ane 1869 
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; material handling job. Twa we 
P I 

| @ Chain Hoists (hand operated and electric) | 

| @ Trolleys @ Winches @ Crabs | 

| 4 | : | 

| @ Cranes (hand traveling and electric) | 

| | 

SUPERIOR ROUND AUTO-BLOC 

| SPUR-GEARED Capacity: % to 40 tons. = | 

| Ball-bearing equipped. Has only 2 gears, yet de- | 

| % to 40 ton capacity. velops mechanical effi- | 

| Saenmeen tebeinend ciency of 90%. Unequalled | 

; forheavy duty, high speed, | 

easy lifting. Weighs 20 to 

| 35% less than other high ! 

speed hoists. 

| | 

| SELF-ALIGNING TROLLEYS 

1 Y% to 12 toncapacity. Timken Roller | 

| or ball-bearing equipped. Increase | 

| the utility of any chain hoist. 

| 

| { 

| DAVID ROUND & SON | 

| Cleveland 5, Ohio 

Round equipment is sold by leading Mill Supply Distributors everywhere 

J 


Chain for every industrial need 


Security in every link 


The Cleveland Chain & Mfg. Co. 
AZALI ZTE [HAIN —a David Round associate—manu- 
SL — factures industrial chain of every 
type. And every Cleveland chain 
passes extra rigid tests before ship- 


The Cleveland Chain & Mfy Co. 
Cleveland 5, Ohio 


ment—there’s security in every link. 


V & 1-500" 


CLEVELAND STERLING GRADE SLING CHAINS 
are available with ‘single... double... . 3- 
way or 4-way slings. 


Associate Companies: The Bridgeport Chain & Mfg. 
Co., Bridgeport 1, Conn. e Seattle Chain & Mfg. Co., 
Seattle 8, Washington e Round California Chain 
Corp. Limited, So. San Francisco and Los Angeles 
54, California e Woodhouse Chain Works, Trenton 
7, New Jersey. 


Fittings include rings . . . sling or grab 
hooks . . . pear-shaped links. Cleveland 
fittings more than equal chain strength— 
for greater safety. . . 
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Arnovsr the drain water that leaked on this woman's 
washing is gray, she sees red. She'll tell the plumber plenty! 
Smart plumbers don't install fittings which are likely to have 
hidden defects. They order ‘'K"’ fittings from their suppliers, 
thus avoiding costly call-backs and embarrassing call-downs. 
The ‘'K"' line of precision-cast, precision-machined, minutely- 
inspected fittings includes. . . 


Standard and Extra Heavy Standard and Extra Heavy 
Cast-Iron Screwed Fittings Companion Flanges 
Standard Flanged Cast Fittings Drainage Fittings 


CATALOG ON REQUEST 


KUHNS BROTHERS CO. 


DAYTON 1, OHIO 


Keerecision FITTINGS 





COMBINED MARKET FACILITIES at Malleable Iron Fittings 
Co., Branford, Conn., and at Kuhns Bros. Co., Dayton, Ohio. 
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OBITUARIES 


Dennis Smith Hays 
Supply Co. President 





Dennis Smith Hays, president of Hays 
Supply Co. and Hays Machine Tool Co., 
died at his home in Memphis, Tenn.. 
on August 20 at the age of 56. 

Mr. Hays founded Hays Supply com- 
pany in 1924. Although he had not been 
in good health for several years, he had 
continued his business and other ac- 
tivities. 

His wife. three sons, his mother, four 
brothers and two sisters survive. 


Percy Jenkins, 
Colorado Fuel & Iron 


Percy Jenkins, hardware products 
sales manager, Wickwire Spencer Steel 
division of The Colorado Fuel & Iron 
Corp. died suddenly at the age of 47. 

Born in Quincy. Mass., Mr. Jenkins 
attended Mercersburg Academy in 
Pennsylvania and Staunton Military 
Academy in Virginia. At Harvard Uni- 
versity he was a three-letter man, foot- 
ball, baseball and track. He was gradu- 
ated with the degree of Bachelor of Arts 
and joined the Wickwire Spencer Steel 
Co. in 1925. 

Mr. Jenkins leaves a widow and three 


sons, 


Edward C. Bowers 
Steel Executive 


Edward Charles Bowers, who re- 
~igned as president of the Wickwire 
Spencer Steel Co. because of ill health 
in 1943, died on August 6th. He was 
still a member of the company’s execu- 
tive board at his death, at the age of 66. 

Born in Westfield, N. J., and educated 
at Yale University, Mr. Bowers was 
first associated with the Huyler com- 
pany, candy manufacturers. In 1911 
he joined the Wickwire company, be- 
coming its manager and superintendent 
at Iron River, Mich. Eleven years later 
he was transferred to Worcester, Mass. 
He assumed the presidency in 1926. 

Mr. Bowers is survived by his wife. 


W. Carl Howell, 
Bright-Wilson Hardware 


W. Carl Howell, 55, partner in the 
Bright-Wilson Hardware Co., Greer, 
S. C., died on August 14 at Swannanoa, 
N. C. He came to Greer 25 years ago. 
He retired in 1942. 
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WE NEED THE EQUIPMENT— 
BUT WE CAN'T AFFORD TO TIE UP 


OUR WORKING CAPITAL. 


Here’s Your Customer's TOTAL Cost 
Per $1,000 Financed 


12-Month Terms 
24-Month Terms 
36-Month Terms 


Write for Catalog Insert Sheets 


All you need to putt COMMERCIAL 
CREDIT’S Machinery & Equipment 
Financing Plan to work for you is a 
supply of Catalog Insert Sheets. We 
will be glad to furnish these. Naturally, 
there’s no obligation. Just write or 
phone the nearest. office listed below. 


| COMMERCIAL CREDIT 
COMPANY 


Capital and Surplus 


THAT’S EASY—WE’LL ARRANGE 
FINANCING AT LOW RATES UNDER 


COMMERCIAL CREDIT’S PLAN. 





— 


No Credit Risk—No Cost— 
No Contingent Liability! 


When buyers raise the question of 


financing, your salesmen have a 
powerful weapon ready—if they’re 
armed with COMMERCIAL CREDIT’S 
Machinery and Equipment Finan- 
cing Plan. This plan makes sales 
easier to close because it is known 
and accepted by buyers everywhere. 
Many of your own customers know 
the plan through use of it and from 
reading advertisements in business 
publications. 

Under our plan, we finance the 
purchase of the machinery your 
customer needs. . . on liberal terms 


Pn iiisliiaiasnsmn eee 


$80,000,000 


BALTIMORE 2, MO- 


and at low cost. You get your full 
selling price in cash. We purchase 
your customer’s paper from you 
without recourse, and you are in no 
way liable if your customer fails to 
complete his payments under the 
financing agreement. 

Your salesmen should know about 
our Machinery and Equipment 
Financing Plan... so they can use 
it effectively as a sales tool... and 
so they will have the facts when 
prospects ask about it. We'll be glad 
to send catalog sheets that give the 
full story. Write today 


COMMERCIAL FINANCING DIVISIONS: 


Baltimore 2, New York 17, Chicago 6, Los Angeles 14, 
San Francisco 6, Portland 5, Ore. 


OFFICES IN MORE THAN 300 CITIES OF THE UNITED STATES AND CANADA 
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MATERIALS 


HANDLING 
EQUIPMENT 


A top quality line of hoists and trolleys 
that will cut materials handling costs in 
any plant. Sell Conco units with full | 
confidence of long-life and quality per- 
formance. Conco has been a leading 
name in the materials handling equip- 
ment field for a quarter of a century. 
Write for full information on this profit- 
able line. 





















Accurate Threads 
for speedy 
assembly. 






True to Size 
assuring 
perfect fit 
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Bolts, Nuts, Screws ‘ 
and 
| Rivets 


aan Sate 


are so produced 
with a Century of 
Experience behind 
them. 


Specify and de- 
mand by name 
from your jobber 
or Mill Supply 
House. 
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FEATURES 


Tool steel jaws 
—renewable. 


Solid cast underportion— 
no slack. 


Parker VISES are tough — with the active, useful toughness 
that hustles jobs along and makes them more profitable. 


that make Parkers outstanding in design : ; 
Oversize steel screw and Note the extras that m 9 9 : 





eable iron nut. and performance — they are the result of many years of yi 
Tension spring handle. specialized experience in vise manufacture — they are sales Q : is y 
Suivel.tece, 960° cabin points that will produce customer satisfaction for you. The Tex ned ; , es ae | 
bas positive auto-type ik Charles Parker Co., Meriden, Conn. . 








Cuanx BrosBorr (b 


Ga PARKER VISES , 


America’s First Vise Maker 
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If you need paint spraying or finishing equip- 
ment, you should investigate at once the saving 
offered by WAA’s large inventory of surplus. 

Available units are illustrated and described in 
the booklet pictured above. Most of these units 
are used but in good condition; some of them are 
unused. All will be offered on a sealed basis by the 
regions holding inventory. 

If you have not yet received your copy of the 
booklet, you can obtain one from any WAA 
Customer Service Center, which can advise you 
of current regional offerings and help you to 
locate the particular unit in which you may be 
interested. For identification of this sales pro- 
gram, mention General Disposal Letter 153. 


Paint Spray Guns 


A wide variety of general purpose light, medium and 
heavy duty pressure guns. 

This inventory is located in Atlanta, Birmingham, 
Chicago, Cincinnati, Cleveland, Los Angeles, Min- 
neapolis, Nashville, New Orleans, Philadelphia, 
Richmond, St. Louis and San Francisco Regional 
Offices. 


Portable Paint Spray Outfits 
Usually made up of spray gun, hose, compressor unit, 


OFFICE OF 


WAR ASSETS ADMINISTRATION § 





Offices located at: Atlanta » Birmingham + Boston + Charlotte + Chicago + Cincinnati » Cleveland Cr pv 
Denver + Detroit > Grand Prairie, Tex. » Helena + Houston + Jacksonville « Kansas City, Mo. « Little Rock 
Los Angeles + Lovisville > Minneapolis - Nashville * New Orleans « New York + Omaha + Philadelphia 


GENERAL 


iy 


gasoline engine, pressure tank and accessories. 

This inventory is located in Atlanta, Cleveland, 
Cincinnati, Nashville, New Orleans, Richmond and 
St. Louis. 


Paint Spray Booths 


Available in various sizes and shapes, either the dry 
or water wash types. 

This inventory is located in Boston, Charlotte, 
Chicago, Cleveland, Cincinnati, Kansas City, Los 
Angeles, Minneapolis, Nashville, New York, Omaha, 
Richmond and St. Louis. 


Complete Industrial Paint Spray and Finishing System 
Consisting of spray equipment units, spray booth, 
conveyor system and drying ovens, in a wide range 
of sizes. 

This inventory is located in Birmingham, Boston, 
Chicago, Cleveland, Denver, Grand Prairie, Los 
Angeles, New Orleans, New York, Philadelphia and 
Richmond. 
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Portland, Ore. « Richmond « St. Louis + Salt Lake City * San Antonio « San Francisco + Seattle » Spokane + Tulsa 1315 


CUSTOMER SERVICE CENTERS IN THESE AND MANY OTHER CITIES 
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Minutes are dollars! 


When we ask you to stress the 
time-saving qualities of ‘Budgit’ 
Hoists, the prospect knows you | 
are talking dollar savings. Espe- 
cially in these days of high wages 
and greater costs all along the 
line. 

Back up your “time saved” 
story with the mechanical excel- 
lencies of ‘Budgit’ Hoists, no 
installation costs, triflling current 
consumption and the minimum 
of upkeep. 

All point to one major result: 
More profit for the user. 

And don’t overlook the oppor- 
tunities to sell ‘Budgits’ in serv- 
ice shops, garages, warehouses, 
loading platforms, farms, dairies 
— wherever lifting is part of the 





day’s routine, there is a prospect 
for ‘Budgit’ Hoists. 

Emphasize that workers like 
‘Budgits’. because this electric 
hoist makes their work so much 
easier. 


Sell “time saved” — for that is | 
the way to sell the most ‘Budgit’ 
Hoists. 


How is your stock of 
Bulletin No. 371. If it is 
low, write for as many 
more as you need. 





MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of "Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Vaives and 
‘American’ industrial instruments. 
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Connecticut Supply Club Holds Outing 






The Connecticut Mill Supply Group dutifully lines up for its annual organi- 
zation picture. The occasion was their summer outing, held this year at 
the Waterbury Country Club. The gentlemen represent some of the top 
industrial supply houses in the Nutmeg State. 





Fred Norris (Tracy, Robinson & PP thd pete 
Williams) with Art Klebes (Smith What the well-dressed distributor 
& Klebes). Fred, long ill, got a executive wears as demonstrated 
special prize to show him the gang in cool comfort by Harold (“Dick”) 
was glad to have him back. Holden (Silliter & Holden). 





Bob Munger, right, (C. A. Templeton) and Bob Smith (Smith & Klebes), 
old rivals on the links, were again paired off and made things lively. Seems 
an easy putt but with Bob Smith “coaching” you never know. 
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SHOW YOUR CUSTOMERS HOW 


Rubber (Zeeshloud the Abrasive 
« Brightboy’s wugue Surfacing Action 


REG. U.S. PAT. OFF, 














The resiliency in Brightboy’s RUBBER, working in combination with 
abrasive, gives a 


WIDE VARIETY OF SURFACE EFFECTS 
FOR METALS, PLASTICS, WOOD 


Recommend Brightboy to your customers for one-operation, close- 
tolerance, precision finishing, directly following the work of cutting 
tools and grinding materials. Brightboy reduces production steps; 
increases product-quality. 


YOUR CUSTOMERS SAVE MONEY 


A Brightboy service representative will work with you on your 
customers’ regular or special finishing requirements; on production 
planning. - 


Write us NOW regarding a BRIGHTBOY DISTRIBUTOR FRANCHISE. 
This profitable, selective-distributor plan offers unusual sales opportuni- 
ties based on today’s requirements in modern products finishing. Versa- 
tile BRIGHBOY enables you to round out a complete 
abrasives service to your customers! 





BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co. 
Newark 7, N. J. 


Burs... Finishes... Smocths... Polisher 


BRIDGES THE GAP BETWEEN GRIND AND BUFF 


Ju One Operation 
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NOW LEMPCO OFFERS YOU 
A COMPLETE LINE OF 


DUAL SPIRAL REAMERS 








Lempco Dual Spiral Expansion Reamers now are 
sold through industrial distributors in exclusive, 
protected territories. Franchises still are open. 
Write, wire or phone for details. 


@ The Lempco line includes chucking, stub, 
alignment, machine and hand reamers. 


e@ Right and left spirals ream perfectly round, 
accurate holes to a mirror finish. 


@ Straight line expansion range equals that of 
five ordinary plug type reamers. 


Hi-Speed blades can be sharpened at least 
eight times and then economically replaced. 








Lempco Dual Spiral Expansion Reamers are 
known and used everywhere. They are 
backed by consistent national advertising 
and sales literature. It will pay you to make 
the Lempco line your line. 


Illustrated are Type RS Alignment 
Reamer, Type C Chucking Reamer 
ond Type S$ Stub Reamer. 


DUNHAM ROAD «+ BEDFORD, OHIO 








SOLD ONLY THROUGH 
DISTRIBUTORS 


COIVMBIAN VISES 


THE COLUMBIAN VISE & MFG. CO. 
9025 Bessemer Ave. . Cleveland 4, Ohio 











the Worlds Largest Makers of Vites 


STRENGTH -* 


ACCURACY : 


WORKMANSHIP DEPENDABILITY 
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SIMPLY TURN IT OVER 











LARGE AND SMALL 









On GN CR 


on the same 


FERGUSON 


eure CONVEYOR 


The Ferguson ‘“‘Turn-it-Over" Conveyor 
handles both large and small packages. 
“Set High,” it handles packages larger 
than its width .. . and by simply turning- 
it-over, it conveys, in ‘Set Low" po- 
sition, smaller packages within the 
protective guard side-rails. 

Save valuable time and money with 
this ‘‘two-in-one"’ gravity roller conveyor, 
and remember that its dual-purpose 
construction reduces the number and 
types of conveyors you require. 


"SET LOW'—channel 
side-rails form a pro- 
tective guard. 


“SET HIGH" — per- 
mits handling of 
larger packages. 


Harry J. FERGUSON Co. 


WHEEL © PORTABLE BELT © BELT 
Sete eelaas ach 2: Sem aaeel, BE eels) 


135 WEST AVE., JENKINTOWN, PA. 
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(Continued from page 87) 





Sherwood took on the complete line of 
Weatherhead fittings and flexible hose 
and all advertising on the inside front 
cover and four-page insert was de- 
yoted to announcing the fact and de- 
scribing the products. The issue was 
called the Weatherhead Extra. 

Sometimes the magazine carries in- 
stitutional advertising on these pages. 
Pictures and short sketches of admin- 
istrative and selling personnel were 
printed to give customers a strong sense 
of familiarity with Mau-Sherwood. Mr. 
Williams prepares the advertising mat- 
ter, attends to the printing and directs 
distribution. 

A copy of the magazine is mailed to 
individuals selected by the company’s 
salesmen, who are responsible for keep- 
ing the mailing list accurate and up-to- 
date. Although salesmen receive most 
of the requests for placement on the 
mailing list, some are received in the 
office. These are referred to the sales- 
man from whose territory it emanates 
and he makes the decision as to whether 
the name shall be included. In this 
way, Mau-Sherwood is assured that each 
copy is going to an individual per- 
sonally known to the salesmen. 

The popularity of Mr. Feather’s writ- 
ing, according to Mr. Williams, is 
such that a careful watch over the mail- 
ing list is necessary to insure the pro- 
motional value of the list to the com- 
pany. Requests have been received 
from others than customers or poten- 
tial customers and, while some of these 
may be granted as goodwill gestures, 
the list is confined as strictly as pos- 
sible to buying factors. Having started 
with a modest mailing list of 3,000 
names, Mau-Sherwood is now sending 
the booklet to more than 6,000 indi- 
viduals. 

The Zonne Electric Tool Co. of Los 
Angeles, has been publishing for more 
than a year, a little 8-page, offset 
printed magazine, 51% by 81 in., called 
The Zonne News. It is sent each month 
to a list of more than 6,000 customers 
and prospects. Zonne’s management 
has been more than satisfied with the 
results obtained by this advertising ac- 
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Come Out in the Wash 





Paint that would otherwise accumulate on walls, 


in the exhaust fan and exhaust piping, never 
gets a chance to build up, with Paasche Water 
Wash Booths. The dangerous mist of overspray 
paint is drawn to a smooth flowing curtain of 
water and washed down into a settling tank. The 
air finally exhausted to the outside is clean and 
free of trouble-making paint particles. Paasche 
Booths reduce fire hazards—are endorsed by 


Safety Engineers and Industrial Commissions. 


Paasche installations are a sound investment, 
pay for themselves quickly in time and labor 
saved. And in many cases the precipitated solids 
in Water Wash Booths can be reclaimed for an 
additional saving. Booths engineered to your 


particular needs. 


DISTRIBUTORS 


Paasche Advertising in Leading Trade _ 
Papers constantly builds demand | 
for Paasche Airpainting Equipment. 








1915 DIVERSEY PARKWAY, CHICAGO 14, ILLINOIS 
Paasche Airbrush [Canada] Lid., 300 Main St., Toronto 13 
41 YEARS AIRPAINTING EQUIPMENT PIONEERING 


The publication is compiled largely 
by members of Zonne Electric Tool and 


tivity. | 
there is a company individuality about | 
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TOOLS YOU CAN’T BEAT 


Made of the finest steel obtainable . . . electrically tempered and 
diamond point tested for hardness. Dasco Tools are beautifully 
finished and individually numbered for identification. 


SOLD BY LEADING JOBBERS 











DAMAS CUS STEEL PRODUCTS CORP., ROCKFORD, ILL 


it not usually associated with the pro- 
fessionally-compiled job. Phil Zonne, 
an artist and sculptor of merit when not 
at business, does some of the covers, 
There is very little so-called editorial 
matter in the publication, the princi- 
pal feature is called “Trade Wind”. 
When the publication was inaugu- 
rated, articles of some length were 
printed, describing various products 
handled by Zonne. Experience, how- 
ever, proved that more pictures and 
less words brought better results. Con- 
sequently the policy is to devote space 


| to more cuts with brief captions about 


Zonne’s products. There are 20 or more 
items pictured and described in each 
issue. The management selects items 
in stock or soon available: 

To give the publication a look of 
individuality, most of the illustrations 
are from photographs taken for the pur- 
pose, of a size and treatment to give 
uniform character to the make-up, 
rather than resorting to a heterogeneous 
collection of manufacturers’ cuts. Re- 
sponses to each issue are checked. It 


was learned that pictorial treatment of 


products gets at least three times the 


| reaction obtained when long articles 


were published. 
A mailing list of about 14,000 names 
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BETTER TRACTION AND 


LONGER LIFE FOR FLAT 
BELT DRIVES..... 





\ 
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AX 
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© Belts are much more expensive than good belt dressing 
so you distributors who sell CANTOL Belt Wax have the 
advantage. It is made of the purest ingredients—in fact 
CANTOL Wax can be chewed like gum with no ill effects— 
it is just as harmless to flat belts and pulleys. It will make 
belts last from 2 to 5 times longer—it can be applied while 
belt is in motion—just a slight stain is sufficient. There is 
lots to tell you about CANTOL Belt Wax and what it means 
to you to sell it—send for our circulars for the complete 
story. 


CANTOL 


@ We urge users to buy from Distributors 


CANTOL WAX COMPANY 


y BLOOMINGTON ¢ INDIANA 


* * 





WATER-PROOF 








Freight Cars must be 
gotinand out... 


Sree 


power and speed 
of ATLAS CAR 
MOVERS is the 
“compound _lev- 






ATLAS movers 
DO THIS JOB WELL 


@ Empties are always urgently needed 
for moving car freight—-ATLAS Car 
Movers are the safe, sturdy tools that 
can keep them on the move—full or 
empty. Our Distributors have a dis- 
tinct obligation . . . to get ATLAS 
Car Movers into the service—in big 
numbers too. Be sure stocks are ade- 
quate and we'll cooperate with prompt 
deliveries. 


APPLETON - ATLAS CAR 
MOVER CORPORATION 


1421-25 So. 2nd St. Milwaukee 4, Wis. 
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Yes! —trom this ONE CATALOG 
++» you can actually sell your cus- 

tomers carbide tools for 60% to 80% of their 
machining requirements. 


This newly-published 60-page catalog . . . well-illus- 
trated ... and chock full of descriptive se//ing informa- 
tion . . . makes this the most up-to-date register of 
carbide tools in the industry . . . conveniently lists 
CARBOLOY products... the answers to many machin- 
ing needs where low cost... increased production... 
and better quality are paramount. 


Four complete sections ... STANDARD TOOLS... 
STANDARD BLANKS . . . WEAR RESISTANT 
PARTS ... and SPECIALTIES .. . carry complete 
details on prices and specifications . . . as well as con- 
structive selling suggestions on many carbide appli- 
cations. 


Here is more “Sales Power” for you. The New 1948 
Carboloy Catalog in your customer’s hand—means more 
Carboloy sales #n your book. Authorized Carboloy Dis- 
tributors from coast-to-coast will gain benefits in 
increased sales as a direct result of new catalog distri- 
bution and promotion. Carboloy Company, Inc. 
11131 E. 8 Mile Ave., Detroit 32, Michigan. 













NOW 
p 113 a Keal 


SALES TOOL! 





The NEW 1948 
CARBOLOY 
CATALOG 


Contains over 500 low cost 














standards...covers hundreds of 
carbide machining applications 





CARBOLOY 


CEMENTED CARBIDE Sukie, 


STANDARD TURNING « BORING « FACING ©, 
TOOLS « STANDARD BLANKS ¢ CENTERS 
e WHEEL DRESSERS «© MASONRY DRILLS OI 
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per-Sierling. 
"TRI-TEMP" 


THE SHOCK-ABSORBING 


POWER BLADE 


The newly developed TRI-TEMP power blade is Super- 
Sterling's latest contribution to advanced performance in 
metal cutting—a blade that will build greater saw blade 
sales for Mill Supply distributors. | 


Here are the 3 outstanding features that make TRI-TEMP 
the fastest selling power blade of today: 


] The teeth and teeth edge have maximum 
hardness for rapid, long life cutting. 


2 The back edge is hardened for necessary 
stiffness. 


The center is spring-tempered—giving posi- 
3 tive assurance of a toughness that reduces 
the risk of breakage to a minimum. 


Your inquiry will bring full information on TRI-TEMP 
as well as the complete Super-Sterling line of metal cut- 
ting saws. 


The Complete Line.....PLUS 


DIAMOND SAW 





E 
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-iseuged. by the Patron Transmission Co., 


New York City, for the distribution of 
its Transmission News. The News is 
a four-page, 912 by 12%-in. paper on 
coated stock printed once every two 
months “as a service to designers and 
buyers of power transmission and con- 
veyors”, under the direction of Irving 
Patron, general manager. The publica- 
tion contains news about Patron per. 
sonnel, products, suppliers and new 
lines as well as other items of general 
interest such as_ exhibitions, power 
shows, etc. Material for each issue is 
filed continually and Mr. Patron edits 
and compiles an issue from the file. 

Mailing list names are submitted by 
salesmen but prospects’ names are 
added whenever obtained. Although the 
cost of publishing the paper is not 
small, Mr. Patron feels that it justifies 
itself by the number of inquiries it in- 
spires, its promotional value in intro- 
ducing new products and: lines and re- 
viving interest in regular lines, 

The Hajoca Commentator, published 
by the industrial and marine divisions 
of the Hajoca Corp., Philadelphia, is 
unique in that a special issue is printed 
for each state in which Hajoca op- 
erates. It is a printed publication, 
5 by 9-in., and consists of 24 pages. 
Forewords are written by W. A. Brecht, 
president of Hajoca, and the magazine 
is edited by A. J. Phillips. The text is 
a condensed history of the state to 
which the issue is devoted, with par- 
ticular emphasis on the industrial 
growth. It is profusely illustrated and 
crammed with industrial facts. Prod- 
uct information is contained on the last 
few pages which are devoted sometimes 
to Hajoca personnel active in the state. 

Printing costs of these publications 
vary according to the amount of origi- 
nal matter that is set. Prepared text 
portions of the magazine are provided 
by some printers at nominal costs since 
they are also sold to other firms using 
them for the same purpose. Any in- 
serts or original text in such cases, are 
additional cost. In the smaller papers, 
such as the four-page Transmission 
News, the entire printing is of original 
matter prepared by the distributor and 
therefore apt to be more expensive. 
In spite of the cost, all distributors who 
publish such papers are agreed they 
are effective promotion matter. They 
are informative about the distributor’s 
firm, products and personnel. They 
have wide appeal because of disinter- 
ested text matter. And last, but not 
least, they contribute materially to 
building up goodwill. 
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Whether you drink sarsaparilla, or stronger, 
it's 100-to-1 you have a favorite brand. 


Industrial products are no different. Men buy 
them by brand because consistent advertising 
helps sell them on quality and performance. . 
and with experience, keeps them sold. 


That's why you'll be glad to know about a new 
brand-consciousness being born right now in one 
of your own most potentially profitable markets. 
We mean the power men in the medium-sized 
and smaller plants ... and service establish- 
ments. 


Men, who up to now, have been mighty costly 


NEW SALES Builder 
In the Power Field .. . 


What’s your 


BRAND: 


for you to cultivate by intensive personal selling. 


This month 20,000 of them will be reading a new 
magazine, custom-built just for them. It is called 
OPERATING ENGINEER. In its first issue, well 
over 100 advertisers of leading industrial brands 
will be telling their story. 


Brands that you stock. Brands that you sell. 
Brands that you are going to find increasingly 
profitable to handle . . . because for the first time 
these power engineers are going to be pre-sold 
by magazine advertising. 


You've got a new man on your sales force. His 
initials are O.E. 


RATING 


OPERATION AND 
MAINTENANCE OF 
ALL THE POWER SERVICES 


A McGRAW HILL PUBLICATION 
330 WEST 42nd STREET, NEW YORK 


MILL SUPPLIES © OCTOBER, 1947 


GINEER 








Ha nd Wo wheiag 
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Ne. 7072 


Hodgman Industrial Aprons 
and Garments for Safety 
and Efficiency 


Hodgman fo pape clothing 
is ruggedly constructed to 
provide maximum protection, 
comfort and jong wear to 
workers in all fields. Fabrics 
ere coated in our own plant 
3 make individual garments 
pet resistant ~ water, mud, 
ds, caustics, abrasives, 
reases, olls and other harm- 
ul agents. 

No. 3062 Waders afford 
dy. com- 
fortable protec- ~ 
tion for men working in vei 

or muddy places. 

No. 7072 is a black apron 
for general industrial and —_ fii 
rack use. Also made in No. /|/ 
7162 to resist fats, oils, greases, -- 
and most solvents. 

No, 7100 Is @ long wearing 
black apron especially resist- 
= to dilute acids and abra- 
sion. 





Ne. 3062 





Ne. 7100 


Send fer complete catalogue 
lafermation about Hodgman 
Industriel Aprons and Garments 


HODGMAN 


Kubler Company 


FRAMINGHAM, MASS. 
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RUBYFLUID 


Liquid & Paste 

Soldering Flux 

’ 

Rubyfluid is the fast 
‘acting, easy-to-use sol- 
dering flux so many 
users prefer. Produces 
neat, strong unions. 
There are no objection- 
able or harmful fumes. 
Sell this “tested by 
jase” liquid and paste 
om. 








For Stainless Steel, feature RUBY’S 
Stainless Steel flux—perfected for that 
metal. 


“HIRE THE 
HANDICAPPED 
—IT'S GOOD 
BUSINESS." 


RUBY CHEMICAL CO. 


76 McDowell St. Columbus, Ohio 











* stainless steel * copper * steel 
* monel ° nickel * aluminum 
* everdur 





FLOATS by 
HARRIS 


NEED IS ALWAYS GREAT . . 


The need is constant and industry continues 
to use HARRIS Floats and other industrial 
products. Building, repair, and replacement 
keep the demand for these products at a 
high rate and they always fill the require- 

ment. There's a — sales volume in sell- 
ing HARRIS Products 


ARTHUR HARRIS COMPANY 
210-218 N. Aberdeen St., Chicago 7, Ill. 
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Something 


NEW 


has been 
added to 


WALDEN 


ANORCESTER 





BOXTITE WRENCHES 


>» METAL — 
New “Power-Packed” Alloy 


> FIT — 


Precision Broached Opening 


> WEIGHT — 
Lighter but Stronger 


> USE — 


Longer — Greater Leverage 


> FINISH — 


Satin Chrome, Rust Resisting 


> HEADS — 
Wide-Arm Offset Design 





SET 1415 


Your favorite set of Box- 
Tite wrenches with the 
precision broached 12 
point openings, 3%” to 1”. 
Try these new drop- 
forged, extra tough 
wrenches with the Power- 
Packed alloy heat treated 
and hardened. Write for 
additional information. 
WALDEN 
S— 


Woncaeste™ 


STEVENS-WALDEN, INC. 


Worcester e Massachusetts 


Over Forty Years of Master Toolmaking 














ALL STEEL 


Prepare to meet 
the demand for 
Harrington 
ALL STEEL 
Ball Bearing 
PEERLESS 
HOISTS 
and 
BEAM 
TROLLEYS, 
the toughest 
and most durable 
lifting and 
carrying equipment 
on the market 
today. 
| to 80 tons 
capacity 
also 
“Cumalong” Puller 
Hoists— 
Screw Hoists— 
Electric Hoists 


and Beam Cranes 


Request 
Catalog “‘P”’ 


and franchise 





information 


HARRINGTON 


) PHILADELPHIA 30 


PEERLESS 
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New 
Products 


(Continued from page 103) 





reducing extrusion. back-lash and 
noise, Manufactured in six sizes for 


shafts from 4-in to 15¢-in. and horse 
power capacity from 1/6 to 12 at 1750 
rpm, the couplings are recommended 
for light duty electric motor drives, 
such as pumps, fans, blowers and small 
machines.—Climax Flexible Coupling 
Co., Cleveland 10, O.—-Miu. Suppwies, 
October 1947, 





Ball Bearings 


PRINCIPAL ADVANTAGE claimed for a 
new bearing, designated as series W-PP, 
fact that it is a self-contained 
carrying a_ large 
of factory-packaged 
grease ample for years of operation. 
Use of a single row of balls in a double- 


is the 
anti-friction unit 


sealed-in supply 


row width provides space for a long-time 
supply of grease without total filling, 
permitting “breathing” without 
leakage. The double width insures bet- 
ter shaft and housing support, without 


thus 


slippage; the wide inner-ring face pro- 
vides “pull off” face area over stand- 
ard shaft shoulder diameters. The new 
series is adapted to a number of fields, 
notably to electric motor use where its 
application is said to result in elimina- 
tion of parts, machining and production 
Fafnir Bearing 
Mitt. Sup- 


time economy.—The 
Co., New Britain, Conn. 
pits. October 1947. 


(Continued on page 247) 
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He MARK OF A 
GOOD RELIABLE 
ROTARY 
PUMP 





CEDAR FALLS, 
IOWA 





Look for this registered trade mark 
and the name VIKING on all your 
rotary pumps. It is your assurance of m 
a good, reliable pump for handling all clean 
liquids regardless of viscosity. 

It means you have a pump based on the design 
of more than a million others. Built from sound 
rotary pump experience and know-how unsur- 
passed in the field. 

Look to Viking, the rotary pump manufac- 
turer who builds to serve you now and in the 
future. Be safe. Be sure. Buy Viking. Write 
today for free bulletin 46SMM. 


Ovt 
see tn - 


VIKING PUMP COMPANY 


CEDAR FALLS, IOWA 








Before You Recommend 
Any Bearing Metal... 


for a re-babbitting job, you 
will find it advantageous to 
look over the MAGNOLIA 
Bearinc MeEtat Bulletin. It 
contains valuable refresher 
information on how to get 
the best results from the use 
of Macnotia ANTI-FRICTION 
BearinG Metat or other spe- 
cial purpose Bearing Metals 
made by Macno ia. 

The Anti-Friction Metal, 
the low friction bearing metal 
has a coefficient of friction 
\%4 that of genuine Babbitt 
and is to be recommended 
for probably 90 per cent of 
bearing applications, that is, 
where the loading is con- 
stant and not excessive. 

Special metals should be 
recommended for the “diffi- 
cult” applications where the 
loading is heavy or where im- 
pact stresses are high. 





MAGNOLIA METAL COMPANY 


Rey 
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There is no lifting problem, with- 
in the range of 500 to 40,000 Ibs. 
that cannot be solved with a 
‘Load Lifter’ Electric Hoist. 

Adverse working conditions, 
clock-round operation or any 
other hardships connected with 
the job mean little to a ‘Load 
Lifter’! For in our long expe- 
rience, we have solved so many 
lifting problems with standard 
‘Load Lifters’ that, most of the 
time, our files hold the perfect 
answer. 

So when you are up against 
the difficult installation, believe 
this: If the prospect will give us 
the facts and essential data, we 
will recommend the ‘Load Lifter’ 
that will do the job, most 
economically. 

Catalog 215 has enough instal- 
lation photos to give the prospect 
confidence in our ability. You 
know the special features of the 
‘Load Lifter’ which assure safety, 
endurance and minimum of up- 
keep. 

So sell our ability to solve the 
problem — and you have made 
a sale. 


Leave a copy of Catalog 215 with 
the prospect, If your supply is 
short, order more. 


yma LOAD LIFTER 
IMI} Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of 'Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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By successfully damping vibra- 







tion, Electroline Fiege Wire Rope 





Connectors prevent crystallization 


“ce, 
FIREPOTS 


and BLOW TORCHES 


ond wear... forestall failure... 
prolong the life of your wire ropes: 

But “proof positive” is in their 
use. Millions are in constant service: 
Try them. See your mill -supply 
jobber or write to Electroline— 


manufacturers of this well-known 


f Where the job is tough and tools have to line of time and trouble saving 





take a lot of punishment, C&L Fire Pots wire rope connectors. 
——_ and Blow Torches always give top perform- i <i Ce” 
ance. Rugged construction and quality materials add up to heat tools ° 
that can take it... under any conditions. For over 50 years, C&L Fire Electrotine lompany 
Pots and Blow Torches have been the first choice of thousands for 4121 S.LA SALLE ST., CHICAGO 9, ILL. 
dependability and long life. At leading jobbers everywhere. | A Few Choice Territories Open for Distributors 


CLAYTON & LAMBERT MFG. CO. 


1716 DIXIE HIGHWAY . LOUISVILLE 10, KY. 
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CLOVER COATED ABRASIVES—in all 
grains, grades, backings of paper and 
cloth, coatings, sizes and shapes—in 
rolls, sheets, belts and discs. Also resin- 
bonded fibre discs. 





CLOVER LAPPING AND GRINDING 
COMPOUNDS—in twelve grades from 
microscopic fine to very coarse. 


When you concentrate on CLOVER 
Abrasives...you buy at lowest prices 
and sell at maximum profit. 

Selling abrasives is stable business. 
Sales are obtainable throughout in- 
dustry. Repeat business is enormous. 
Write for full information. 


FREE! 


Complete Handbook, 
without propaganda, 
on Coated Abrasives. 





CLOVER MFG. co., Norwalk, Conn. 


CLOVER 


Ab siite. 
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Avatlalle aqam for- - 


IMMEDIATE DELIVERY 


theo KEYLESS 


SELF-TIGHTENING 


DRILL CHUCKS 


wr happy to announce that we 
have caught up with the big de- 
mand for these chucks and can once 
more, make prompt shipments. This will 
be good news to the thousands of shop- 
men who know from experience the big 
time-and-energy-saving advantages of 
the “keyless feature. Drilling action 
does the tightening—the heavier the 
load, the tighter they hold. There's no 
drill slipping, no damaged shanks, no 
retightening. Yet they are easily re- 
leased by hand. Because no strength is 
needed, Ettco chucks are particularly 
suited for women operators, When it 
comes to holding drills tight, rigid and 
true, Ettco chucks are unsurpassed. When 
it comes to quality and workmanship 
there are no better chucks made. 


MADE IN 5 SIZES 
FOR No. 0 TO 
5s" DRILLS 


ETTCO TOOL CO. 600 Johnson Ave., Brooklyn 6, N. Y. 















Strand machines provide PORTABLE 
rotary power at CONSTANT speeds 
with dependable results and less oper- 
ator fatigue. Ruggedly built for years 
of steady use. Hundreds of attachments 
easily interchanged—125 types and 
sizes—vertical and horizontal models 
from % to 3 H.P. 


DISTRIBUTORS IN ALL PRINCIPAL CITIES 
Send for CATALOG showing complete line 


BOOTH NO. 2323 NATIONAL METAL SHOW 


~g  N. A. STRAND & CO. 
fl Strand 5014 NO. WOLCOTT AVE. 


“Qu cnoreet CHICAGO 40, ILL. 
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Offset Holder 


THE NEED FOR A TOOL HOLDER that will 
hold an insert of solid carbide without 
clamping strains and will allow the 
chips freedom from interference with 
the clamping mechanism is said to have 
been met by a new offset holder recently 
added to the manufacturer's ejector line. 
Due to the compound angles at which 
the solid carbide insert is held in the 
holder, the maximum economy in re- 
grinds is achieved. Yet the wheel 
never comes in contact with the steel 
holder. The new tool is reported to 
have all the advantages in economy of 
straight ejector tools plus the ability 
to do hard-to-reach facing and boring 
operations.—Super Tool Co., Detroit 13. 
Mint Superies. October 1947, 


— 


Soldering Iron 


ESPECIALLY SUITABLE for very fine sol- 
dering of instruments, electric appli- 
ances, radios and general machine-shop 
practice, a new electric soldering iron 
is very light in weight, reducing oper- 
ator fatigue. The iron can be furnished 
with 4@-in or 14-in. dia. tip, in 40, 50, 
or 60 watts and works off regular 110 or 
220 volt line circuit. direct or A.C. cur- 
rent, any cycle. No transformer is 
necessary and the iron is equipped with 
a 6-ft. 10,000 cycle. approved heater 
cord and shatter-proof rubber plug. 
Tips are hard drawn copper and simple 
to remove. Each iron is furnished with 
a stand.—Hexacon Electric Co., Roselle 
Park, N. J—Mu1 Svuppttes, October 
1947. 











JACKSON 


-the Line of DISTRIBUTOR PREFERENCE 








. . . Known for 70 years for 
completeness, ruggedness ... and 


wide utility... 


°EG ys. OAT 


Jackson draws on seventy years’ specialization in the manufac- 
ture of wheelbarrows and kindred equipment. Nothing can take 
the place of this experience in the development of such products, 
with every item designed, built and proved for tough service. 


Jackson products are known and recognized the nation over for 
their ability to “take it’. This recognition from the field is a valu- 
able sales asset to Jackson Distributors handling the line. It 
means that customers’ requirements for rugged, dependable, high 
quality products can be met with tried and proved equipment. 
Furthermore, the Jackson Line is complete, placing Jackson Dis- 
tributors in position to satisfy users’ needs with exactly the right 
equipment for every job. 


Est. 1876 


JACKSON MANUFACTURING 60: 


HARRISBURG, PA. 
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Coolant 


THE SEARCH FOR a coolant that will 
meet the requirements of present day 
high speed production on tough alloys, 
has resulted in the development of 
“Lusol”, a liquid concentrate used with 
10-75 parts of water, making a true 
solution, not an emulsion. It is claimed 
that it does not evaporate and does not 
become rancid. It has low interfacial 
tension and is said to get between the 
tool and the chip with unusual rapidity 
and thereby prevents the formation of 
heat.—Anderson Oil Co., Inc., Port- 
land, Conn.—Mitt Supp.ies, October 
1947. 


Speed Lathe 

To MEET THE increased capacity re- 
quired when using semi-automatic fix- 
tures, the manufacturer has developed 
extra heavy duty construction on his 
speed buffing and polishing lathe. A 
feature of its construction is that the 
entire spindle assembly may be re- 
moved intact without disturbing the 
ball bearings, a convenience in renew- 
ing the V-belt drive-—Standard Elec- 
trical Tool Co., Cincinnati O.—MILL 
Suppuies, October 1947. 





Press Feed 


A NEW AUTOMATIC friction roll feed for 
presses is said to combine low cost with 
new, exclusive features. Designed for 
both old and new types of Benchmaster 
punch presses, as well as for a majority 
of standard punch presses, performance 
and construction features include: 
Friction drive geared down to give 0 to 
3-in. adjustment in feed; will take stock 


(Continued on page 253) 
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“CUB-JR" Steam Trap 


Stimulates 
Sales 


Representative of the Wright-Austin 
line of Steam Traps, this new “Cub-Jr.” 
possesses many advantages that make 
it an outstanding item for large volume 
sales. 


Learn more about this and other 
steam traps, standard and special, in 
the complete Wright-Austin Line—top 
quality throughout — the line known 
and used throughout the world. 


Learn also about the advantages of 
Wright-Austin Steam Separators as 
exemplified in the Type ‘T” illustrated 
at the right—the most complete line in 
the world made by any one manu- 
facturer. 


A number of items beside those 
shown here are in stock for immediate 
delivery. And every product bearing 
the Wright-Austin name is priced right, 
with a good margin of profit for dis- 
tributors. Successful sales making liter- 
ature is available for the use of author- 
ized distributors. Send for sample 
copies 






The New 


stimulating sales for distribu- 


“Cub-Jr" that is 


tors. 


X 





Type "T" “Whirlwind” Air 
Purifier and Steam Separator. 


TWO good Account-Openers 
BROWNIE LOW WATER SIGNAL: A simply con- 


structed, inexpensive whistle alarm that warns of low 


water level. For the protection of 
all types of small boilers. 


KLEERVU GAUGE GLASS PRO- 
TECTOR: Easily and quickly 
installed. Guards against the 
hazard of flying glass. Com- 
plete protection at small cost. 
Transparent, 





302 W. Woodbridge St. 
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WRIGHT-AUSTIN CO. 








Detroit 26, Mich. 
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Delta opens up a new 
woodworking machinery 
market for you! 
















New Delta 
20° Wood-cutting 
Band Saw 


A big-capacity, heavy-duty production unit that 
provides new sales opportunities in pattern shops, 
furniture factories, schools, lumber yards, sash and 
door plants, millwork companies, planing mills, 
many other woodworking plants and departments 


Business you couldn’t touch before now is yours—with the new 
Delta 20” Wood-cutting Band Saw, for heavy-duty applications, 
Here’s a band saw you're proud to sell — one that is 
soundly engineered for safe, accurate, dependable perform- 
ance! You can sell it with confidence that it’s going 
to make a record for itself wherever it is installed. 
Delta 20” Band Saw features are among the newest 
and most advanced in the industry — many of them 
exclusive with Delta: 


@ Ball-bearing blade guides, both 
above and below the table, are 


@ Table is slotted, to accommodate 
miter gage. It is also adaptable 


fitted with micrometer adjust- 
ment. 


@ Guides can be set for any type 
of blade in any size up to 1 inch 
in width, 

@ Maximum height under top 
guide is 13!/2 inches. 

@ Heavily-ribbed 20” x 24” tilt- 
ing table is rigidly supported 
on two widely-spaced trunnions. 
Tilts 45° to right; 12° to left. 

@ Single-unit welded steel cabinet 
completely encloses all work- 
ing parts. Doors provide quick 
access to wheels and motor, 

@ Adjustable “three-point mount- 
ings” between working parts 
and welded steel frame help 
maintain exact alignment. 


to use of a rip fence. 

@ Statically-balanced wheels are 
mounted in sealed-for-life ball 
bearings, Adjustable control on 
upper wheel maintains proper 
blade tension for each particular 
job. 

@ Wheels are aluminum, to reduce 
flywheel action after motor is 
shut off. 

@ Convenient foot brake on lower 
wheel, 

@ Motor is mounted in base on 
pivot bracket which automati- 
cally provides correct belt ten- 
sion. 

@ Dust chute carries away dust 
and chips . . . can be attached 
to dust collector. 


The addition of this new Delta 20” Wood-cutting Band Saw to the 
line still further broadens the big, diversified market for Delta tools. 

Probably you already know many firms that are live prospects for 
the Delta 20” Wood-cutting Band Saw. But the chances are that the 
demand in your territory is even greater than you figure. Check all 
possibilities now, so that you don’t miss any opportunity to make more 
sales and profits, 


Ask the Delta man in your area for further details! 
Write for Bulletin AD-379, 















DB. 


MIL 


atts 


® General Soles Office ° 


DELTA MANUFACTURING DIVISION 


ROCKWELL MANUFACTURING COMPANY 
MILWAUKEE 1, WISCONSIN 
6 NORTH MICHIGAN AVENUE, CHICAGO 2, ILLINOIS 
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Complete your line of essentials for every manufacturing plant. 

JOHNSON XLO MUSIC SPRING WIRE is precision wire that 

manufacturer uses for maintenance and for repairs. Sales 

ny So by a progressive advertising program in leading 
industrial publications. 


Your nearest Johnson branch will give prompt, intelligent service. 



















; 
RS Ese oh 
- , - 3 
fe j < 
- ‘ es Sees 
4 : # 
os wt : RAS Pia Lise Oe a 7 


BITEEL AND WYRE GMP Awe oe, 
WORCESTER 1, MASS. 
DETROIT AKRON CHICAGO LOS ANGELES 
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CAPITAL ‘‘RED CAPS” 





INDUSTRIAL 


BRUSHES and BROOMS 


Give industry the finest maintenance equipment 





The solution to one of the most costly and most impor- 
tant problems in industry can be solved by the distrib- 
utor—that is supplying CAPITAL Industrial Brushes 
and Brooms for this work of cleaning. CAPITAL equip- 
ment outlasts and outperforms like equipment—it is 
an all season seller—returns are good and steady— 
customers always “repeat” for replacements. 





BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 
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JOBS FASTER! 


\? 
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.on end 


for 
gauging 





...on the 


bench 
with 
swivel 


oo -OnN da 


drill press 


base 
with a 
““Yankee”’ 
Vise 


@ One positioning of the work in a 
**Yankee”’ Vise sets up for every 
operation . . . from bench to machine, 
from machine to machine, and back 
to bench. That’s use-value, tool buy- 
ers can see at a glance... value 
they’ll buy without hesitation. 

Easily made into convenient, eco- 
nomical jig. Hardened steel block, 
V-grooved for rounds, furnished with 
each Vise. Four sizes . . . 114” to 
4” jaw widths. 


Sold through industrial distributors 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 





YANKEE TOOLS 
NOW PART OF 


THE TOOL BOX 
OF THE WORLD 

















Seal” 


Pom. Reg. U8 





HOSE | 
CLAMPS | 


WITH MANY 
ADVANTAGES 





An excellent account opener that 
builds volume — and profit. Many 
industrial applications. For air, oil 
and coolant lines on machines. 
Many advantages. Exerts uniform 
clamping pressure... will not 
collapse or distort thin wall tubing 
...extra long take up — reduces 
inventory requirements...easy to 
install — without removing hose... 
vibration proof — will not loosen... 
can be reused many times. 


Order FREE SAMPLE 
a profitable item 














i 1 
| Send free sample__ : 
; Name nnincaiiacicinanaiacpaiil : 
: Company. ne ee ee ' 
' ene ee 
; Street Address... ; 
: City — 
' ‘ 
' ' 
' ' 
: ’ 

H 









Here's How 


RUST-OLEUM 


Bucks You Up—with 
Powerful Advertising 
to Industry's Buyers 


ee oe \ 
@,nnnseneseeeeeee =, 
Everyone of your customers is 4 pros: el 


pect for RUST-OLEUM rust preven- 
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tives. Monthly, more than ae repent 
who do the buying and 3P . 
a see Rust-Oleum advertising i 
~a trade publications. _ = 
ease sales promotion yn 
toquisle and helps to buil 
for agar yer wort H 
of selective 
or eed by well-trained —— 
to help your salesmen, aids y 
getting profitable "4 ee. s 
re interestec ! ' 
k.. aest-Oleur factory nee. 
poe on the subject of a distribu 


ship write today. 


RUST-OLEUM corporartio 


2413 OAKTON STREET 


N 
EVANSTON, ILLINOIS 





Precision brass and steel 
shim stock in 6 x 100 inch 
rolls . . . gauges .001 to 
.012 in dispensing cartons 
plainly marked with gauge 
and material . . . easy to sell 
and stock. A bigger unit of 
sale for you. 

.015, .020, .025 and .032 packaged flat in heavy 
duty envelopes each containing four pieces 6 x 25 inches. 
Saves space in stock room . . . and avoids need for flat- 
tening heavier stock before use. 

They save time and waste in cutting. With contents 
plainly marked they speed up handling both in your stock 
room and in the users’. 

The most complete line of precision shim stock .. . 
backed by a definite dealer program and support. 
Write for catalog and discount sheets. 


6 x 100 inch units 


3009 


LAMINATED SHIM COMPANY 


INCORPORATED 


58 Union Street > Glenbrook, Conn. 
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Here's an Item in 
a Class by Itself 


Pulley used 
on bucket 
elevator 
Used asa 
tail pulley on 
belt 


conveyor 









Distributors selling 
“BELT-SAVER” Pul- 














ice 


leys know by ac- 
tual experience that 
they are rendering 


PULLEYS 


an outstanding serv- 


to their customers. By replacing ordinary pulleys with 
“BELT-SAVER” on conveyors and bucket elevators carrying 
hard or abrasive materials, conveyor belt life has been 
tremendously increased. Case after case is on record and 
open to complete, careful investigation showing actual, 
proved belt life increases of from 25 to 40% 
repeat orders from distributors prove that “BELT-SAVER” 


is in a class by itself. Full details on req 


SPROUT WALDRON & CO. 








MUNCY, PA. 


Manufacturing Engineers Since 1866 


. Continued 


& 


BEARINGS 


CONVEYORS 
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Bad? POWER KING 


Poy” NEVERSLIP 





ao sal REE 


Bosger —SuP-PrOdr 









Profitable Sales 
OPPORTUNITIES 
NOW! 


@ Today freight cars must 
be loaded and unloaded 
instantly. The simplest way 
to accomplish this is to get 
BADGER Car Movers into 
the hands of all shippers 
and receivers of freight in 
your territory. We deliver 
promptly—your effort is re- 
warded . . . light, heavy 
and medium types will fill 
any demand your customers 
can make. 








/ 





ADVANCE SAFETY CAR WRENCH 











ADVANCE CAR MOVER COMPANY 


APPLETON+-WISC 


ONSIN 
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er field 


yt int the boil 


. ’ 4 
Way out in JF 





their gauges 
prefer MARSH 


The advertisement reproduced above 
points out the definite preference for 
Marsh Gauges as expressed by the 
boiler industry. This is no mere hap- 
penstance. It is typical of the prefer- 
ence of men who know instrument 
quality in every branch of industry. 

In the Marsh line you have pressure 
gauges and dial thermometers more 
acceptable than any other make—in- 
struments that give lasting satisfaction 
and bring repeat orders. 

Incidentally, the advertisement 
above is one of many similar messages 
reaching your customers every month 
through a long list of publications. Be 
sure to take full advantage of the big 
market this advertising is opening up 
for Marsh distributors. 


JAS. P. MARSH CORP. 
2041 Southport Ave., Chicago 14, Ill. 
Export Dept.: 155 E. 44th St., New York 17 


the gauge 
with the 7 
“RECALIBRATOR 
— quickest and 


that has been 
the finishing 


“Recalibrator” 
ct a gauge 
adjustment— 
erlative gauge: 


The Marsh 
best way to corre 
knocked out of 
touch to & suP 


GAUGES © VALVES © TRAPS 
DIAL THERMOMETERS 
HEATING SPECIALTIES 








up 
thi 
the 
loa 
to 

ful 
be 


in 


On 











up to 3-in. in width; adjustment for 
thicknesses of stock, from 0 to *s-in. in 
thousandths, is taken up by a spring- 
loaded housing; height adjustment, 0 
to 214-in.; machine can be operated at 
full speed of 285 pm; rollers can easily 
be reversed from forward to backward 
Benchmaster Mfg. 
Co., Los Angeles 6.—MiLL Supp ies, 
October 1947. 


in a few seconds.- 





V-Belt Rolls 


LEATHER V-BELTING which can be cut 
from a roll and spliced to fit any re- 
quired centers is now available in A 
B, C and D sections and is supplied in 
100 ft. rolls, packed in boxes. Side 
walls of the belt are of flat, full grain 
leather which is said to provide greater 
pulley gripping capacity. The belt can 
be made endless, to fit any drive, either 
hy a lapped splice or by mechanical 
fasteners. The manufacturer’s lap cut- 
ter, a mistake-proof belt chopping de- 
vice, also supplied by the company, en- 
ables anyone to splice a leather V-belt. 
Leather V-belting for fractional horse- 
power drives, in 14-in. ¥s-in. 34-in. and 
%.-in, also available and is 


/“@ 


sizes is 


supplied in spools holding 100-ft.— 
Chas. A. Schieren Co., New York,— 
Miu Suppties, October 1947. 





Sanders, Polishers 


A REVOLUTIONARY DESIGN for cooling 
the motor and tool grip is incorporated 
in new “Kool Grip” portable disc sand- 
ers and polishers. A baffled air intake 
through the rear handle assures a large 
volume of clean, cool air over the mo- 
tor, with the air being directed away | 











“HIM THAT HAS, GITS!" 


All of which means that the Dealer who stocks the 
famous Fitler line is the one who gets the business. 


In customer relations it is the resale that counts. 


Don't speculate on untried, unbranded bargains—always be 
sure with Fitler’s proven top quality. 


Look for the patented blue and yellow yarn trademark on 
all Fitler Brand pure Manila Rope. 


THE EDWIN H. FITLER CO. 


PHILADELPHIA 24, PA. 
Manufacturers of quality rope since 1804 


CHICAGO ° LOS ANGELES . PORTLAND 


NEW YORK . 



















NY 





by Master Craftsmen 


Ohlen-Bishop hand saws have been the 
choice of carpenters and wood workers 
for almost a century. Designed by mas- 
ter saw craftsmen for easier handling, 
fast cutting and longer sharpness life. 


Stock and sell these saws and be as- 
sured of a satisfied customer every 
time. Plan now to stock the complete 
line of Ohlen-Bishop woodworking 


OHLEN -BISHOP 





Quuee 





_ wast 


902 Ingleside Avenue, Columbus 8, Ohio 


“ 





r 
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610 


A Modern Catalog 
e@ INCREASES Your Selling Efficiency 
e@ Sells More at Lower Sales Costs 


¢ Tools Made of HIGH 
SPEED STEEL, are priced 
in red. 


¢ Nationally Advertised 
Lines are tied -in with 
manufacturers advertis- 
ing by use of their trade- 
marks. 


¢ Action illustrations dem- 
onstrate the use of many 
products. 


¢ Every Catalog is Printed 
from New Plates. 


W. VAN BUREN ST. CHICAGO 7, ILL. | 
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KELLER wack Saws 


A WELL KNOWN PRODUCT 
FOR GOOD DEALER BUSINESS 


e Six models, ranging 





from $80 to $370., give 
you a line of hack saws 
to fill any requirement. 
KELLER Power Hack 
Saws are engineered to 
handle the maximum 
quantity of stock within 
their capacity at any de- 


No. 3- : 
No. 3-B sired angle of cut—and 


complete . 
ey with the greatest conven- 
110 volt ience to the operator. 
A.C. Motor This is a profitable item 


$180. 


and we can make good 
deliveries. Write Dept. 
S-10 for circular and com- 
plete facts. 


Sales Service Machine ‘hol Co, 


2363 UNIVERSITY AVE PAUL 4, MINNESOTA 
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from the operator. Use of double re- 
duction gears permits a small spindle 
gear and decreases centrifugal force. 
Gleason cut spiral bevel gears and the 
helical cut intermediate gears are 
made of chrome molly steel, heat 
treated for correct hardness. Three 
models are produced; a 7-in. heavy duty 
sander, 9-in, standard duty sander and 
7-in. polisher. Standard equipment in- 
cludes 3-conductor cable and plug; 
detachable side handle; backing pad; 
three discs for sander and lamb’s wool 
bonnet for polisher. Standard motor is 
a universal 110 volt. AC-DC motor 
Available. also, is a 220 volt AC-DC.— 
Bradford Machine Tool Co., Cincin- 
nati, Ohio—Mitt Suppwies, October 
1947. 





Safety, Relief Valve 


Tue use of “Hastelloy-C” for the in- 
serted nozzle and the valve disc and, in 
certain models, for the complete valve 
body, and the complete isolation of all 
working parts of the valve behind a 
vapor-proof curtain, are the outstand- 
ing features in a new line of corrosion 
resistant safety and relief valves that, 
it is claimed, will effect a marked re- 
duction in valve maintenance costs on 
installations handling corrosive vapors 
or gases. The alloy is a hard tough, cor- 
rosion resistant, nickel-iron alloy; the 
protective seal is a flexible material at- 
tached to the disc at one end and the 
flanged disc guide at the other. Avail- 
able with flange connections in sizes 
from 1%-in. to 2-in; with screwed con- 
nections in sizes from ¥%-in. to 1-in.— 
Farris Eng. Corp., Palisades Park, N. J. 
‘Mit Supewies, October 1947. 





ss Ser 
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DURBIN-DURCO 


MANUFACTURERS ¢ CERTIFIED PRODUCTS 


LOAD BINDERS 
Drop Forged + Malleable-iron * Steel 





Durbin-Boomer F-1—2 swivels, 3%, % or + chain 
Durbin-Boomer F-2—2 swivels, %, 44 or %" chain 





MIDGET No. 1—1 swivel, iM’ chain 
DELTA No. 1—1 swivel, % or 4) chain 
DIXIE _ No. 1—2 swivels, % or 4’ chain 
LONE STAR 1—2 swivels, %, % or %" chain 
LONE STAR 2—2 swivels, %, 44 or 5%" chain 





STEEL CONSTRUCTION 


No. 3—3 Pulleys, plain bearings, 34" rope 
No. 33—3 Pulleys, roller bearings, Ha rope 
No. 4—4 Pulleys, plain bearings, 44’ rope 
No. 44—4 Pulleys, roller bearings, if. rope 
No. 88-4 Pulleys, roller ” rope 


Combination 
JIFFY CLAMP 


WOVEN WIRE 
FENCE 
STRETCHER 





No. WWH 200 With Hoist and Clamp 
No. WW-202 Wire Clamp Without Hoist 
Hoist has 4 sheaves — Roller bearings — Drop- 
forged hooks and 24 ft. }¢-inch rope. 
Stretcher Clamp has 40-inch channel iron. Longer 
channel iron on request at small extra cost. 


ALL-STEEL ROLLER BEARING HOISTS 





QUIJADA 


Saves 


You 


TIME 
MONEY 


AND 


LABOR 


Tus new Model 3-A QUIJADA Portable Power Pipe Threader is quicker because 
it is entirely automatic. SNAP the Switch Bg and QUIJADA starts right to 
work. No tools or hand adjustments required. Automatic chucks (front and rear i 
or release instantly when switeh is SNAPPED! No chucking, centering or tighte: le 
Just reverse switch to release pipe. 


Quick opening, easily changed die heads (6 sizes: 1” to 2'’) lock or release instantly 
with toggle handle. No back off. Each head has its own four special dies and built-in 
f No adjust ts ded. Roller type cutter slides of quickly to thread short 
nipples or make fittings. Oil feeds automatically thru each die head onto thread. Oil 
shuts off instantly as head swings up to make fittings. EASILY PORTABLE ... QUIJADA 
weighs only 150 pounds including special ball bearing oil sealed 42 H.P. motor. 110 Y-— 
DC—AC, any phase (or 220 V. 3 phase). 


See it at your jobbers or write today for details 


QUIJADA TOOL COMPANY, INC. 


5472 Alhambra Avenue Los Angeles 32, California 
Export and cable address: ‘'C.1.$.C.0.'' 319 East 4th S#., Los Angeles 13, Calif. 






































Size | Cap. | Ship. Wt. 
No. Rope | Lbs. Tos. Construction 
12 4’ | 2000 6 lbs. |Drop Forged Hook 
13 %” 1000 | 2% Ibs. | Malleable Hook 





Shipped with or without rope. 
No. W-1 
DURBIN-WHITESEL 
ONE MAN, WORM 
GEAR WOVEN 
WIRE STRETCHER 
WITH 48” CLAMP 


Pulls1 0,000 pounds. 
Stretches wire past 
the post. No extra 
posts to set. 


Ce 


FARM SLIP HOOKS 


4 


Wisttsseaseewe 


WIRE GRIPS 
For barbed or smooth wire 


Sizes {” to 4” 
FARM GRAB HOOKS 
Sizes 4” to 1° 


Write for Catalog 


6611 Olive Street Road «+ St. Louis 5, Mo. 





















give your customers... 






®@ Carefree, positive lubrication. 
® Visible oil supply. 

© Complete bearing protection. 
®@ Reduced repair costs. 


© Protection against fire hazards. 
@ Modernized appearance. 


OILERS 


give you... 


®@ Good profits 

@ New Markets 

@ User acceptance 

@ Minimum investment 

®@ Complete range of sizes 

@ Exclusive Selling features 
© Strict "THRU THE WHOLESALER" 


® Easy, low-cost installation. 


> 
A y " q 
1 _ 
‘ 


TRICO FUSE MFG. CO 





policy 
®@ Supporting promotional program 


To get started on some real 
profitable business write for 
TRICO OILER catalog. 


Milwaukee 12 


In Canada—-IRVING SMITH LIMIT 
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® Dividend payments on investment. 
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REPLACE DANGER 
Wats ey. Vo ed 


Sell DIETZ LANTERNS 


When your customers place DIETZ 
LANTERNS on ae for regular 
emergency mm they faithfully guide 
the way, night after night, without 
failure or diminishment ms light. 


DIETZ LANTERNS will not fail or 
falter as long as a drop of kerosene 
remains to burn. 


Many models will give uninterrupted 
light and safety for an entire weekend 
with plenty of oil to spare. 


A DIETZ LANTERN can be set for 
maximum candlepower or for a pin- 
point of light. 


Now supplied in terne coated steel, gray 
enamel finish. 


PDIETZ 


WES ry 
—= — 


R.E. DIETZ COMPANY | 
F947 





Vise 


WorK IS HELD SECURELY and in an ex- 
tremely convenient working position in 
a new vise to be known as the “Bench- 
king”. Ground jaws on the vise can 
safely hold from .001-in. in thickness to 
244-in. at any point within the paws. 
The ingenious use of tool steel fingers 
held in receptacles within upper and 
lower jaws makes it possible to hold 
work of odd shapes with complete con- 
venience without any special set-up or 
holding arrangement. By shifting these 
fingers within the six receptacles in the 
front of the jaws, the mechanic can 
accommodate many odd shapes and 
sizes, i.e., disks, gears, balls, half-balls, 
medallion hobs, etc. 
the vise is easily fitted into the tool 
box or drawer when not in use.—Benj. 
Uydess & Sons, Inc., Bronx 59, N. Y.— 
Mitt Suppuies, October 1947. 





Output Distributed Through the 
Jobbing Trade Exclusively 


256 









Weight 414-lbs, 








Grinding Burr 


A NEW CARBIDE grinding burr, devel- 
oped for internal grinding, jig grinding, 
and blending or fine finishing by off- 
hand grinding, works equally well on 
soft materials or on steels hardened to 
65 Rockwell C. The “Ford” carbide 
grinding burr is precision-ground on 
special machines, producing a uniform 
and truly concentric tool which is said 
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—W HITNEY— 
PUNCHES 


© hand © channei 

© bench © angle iron 

@ hammer © close corner 

® square © thinner's round 
© button + — 

® flange © ventilating fank 














BROAD SALES COVERAGE 


@ The WHITNEY line of hand and bench 
Punches gives you a broad sales field. Each 
punch has individual a which 
make it most adaptable for its special field 
of work. Sell them a WHITNEY for a 
good looking neat —~ job. Descriptive 
circulars give all details 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 


















“A GIANT IN 
YOUR HAND” 


Seymour $mitx 


PLIER-WRENCH 


ServesAs 

A PLIER 

A WRENCH 

A HAND VISE 
A CLAMP 


NEW MULTI-USE TOOL for 
HOME—FACTORY—FARM 
WELDER—REPAIR SHOP 


Tremendous gripping and holding 
power—locks when closed for hold- 
ing pieces for drilling, welding, 
scribing. grinding, etc. Easily and 
quickly unlocked. Used also without 
locking as a plier. Thousands of 
uses wherever mechanics werk. No. 
1607, 7” size: No. 1610, 10” size. 


Full details on request. 
SEYMOUR. SMITH & yw Inc, 
OAKVILLE, CONN., U. S. 
Sales Rep.: JOHN H. GRAHAM & oa. Inc. 
* 108 Duane St., New York 8, N. Y. 

































You Hold ALL THE ACES 
When You Carry The... . 


SULFLO LINE 


Ft OF MAINTENANCE ITEMS 
V 


It's a winning hand in profits for you when you 
boost SULFLO Maintenance Items. Each is as 
superior in its class as SULFLO is in cutting oils. And 
that pays off—in customer satisfaction and repeat sales. 
Do you have all of these on hand- NOW? 


THE COMPLETE SULFLO LINE 
ALL-PURPOSE — cutting compound in handy applicator can. 




















































Use for all cutting operations. 

#1 For hond cutting, threading & tapping. Gives clean, 

smooth threads. Saves taps and dies. 

#2 & MACHINE-KUT—For all machine cutting. Increases 

production & speed and saves fools. 

LAYOUT LIQUID—in handy applicator can. Makes easily 
, legible layouts with less eye strain and fewer errors. 

PENETRATING OlL—aQuickest action—biggest time-saver. 

SOLDER LIQUID & PASTE—Fast-acting flux. 

PIPE JOINT COMPOUND—Regular for water, steam, etc. 


Oil Insoluble for oil lines, etc. 


FUEL OIL TREATMENT—Foster, more complete action. BRAND 


SOLD EXCLUSIVELY THROUGH SELECTIVE DEALERS 
HACK SAW BLADES 


LFLO INC Here's the original, time - tested 
‘ - HY-FLEX BLADE . . . scientifically 
— nee i Fi the toughness that 

‘ i “ com . ti ory gives ese ades their outstand- 
1143-45 EAST JERSEY STREET ELIZABETH, NEW JERSEY ing performance. They are gauged and 
checked throughout every step of their 
‘a manufacture and given a stiff bending 
pounds test before you get them for 

sale. HY-FLEX meets todeas demand 


for a medium priced blade which i 
Ss E M t ™ extremely flexible, yet has the touch. 
STEEL ness that assures long service life. 


... GOOD BUSINESS GETTERS 


Get the complete MORGAN story today if you do not already 



























know it . . . MORGAN VISES are essential tools and that & pwr 
always means good business to the distributor who sells Here's a Whale of a blade of a spe- 
them. When you help plant managers to keep production hat Seek sheer somal wetlien tae 
. s ‘ at gives unusual cutting serv- 
flowing smoothly and to keep =. - be used at the same cutting 
costs down you have a good tleally. equal “performance, "If es 
sound foundation for profitable on sahinee eee tant 


cuttin jobs, ff 
WHALE BRAND HY-FLEX and MO-HY 


business. 
BLADES, and you'll deliver it. 





Machinists Bench 


Combination Pipe 





Coachmakers 
* 


Woodworking 


Quick Action 


Lightning Grip 


” 
Solid Nut 


Continuous 
Screw 


MORGAN VISE CO. torsion serrensow sr. CHICAGO 6, ILL. 
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@ We recommend that our users buy from 
Distributors. 





orsber 


e mre. co., BRIDGEPORT, CONN., U.S.A. 











UMI 

















BALL 
BEARING 


BENCH 
TYPE 


oy Ae 


Accuracy and Performance 
Records already established 


In the 27 years that Valley Grinders have been used by 
many of the country’s largest industrials, they have estab- 
lished fine records where accuracy and performance 
count. These grinders are all powered by Valley Motors 
and every unit is built to a single high standard of quality. 
This means complete satisfaction in service which builds 
a substantial reputation for these efficient, low-cost tools. 


Valley Electric Corp. 


4221 FOREST PARK BLVD. e ST. LOUIS 8, MO. 


prices ON WILLEY’S 


' SOLID 
CARBIDE 
DRILLS 


Performance such as you never 
had before! Ground from solid 


Willey's Metal with highly pol- 
ished flutes, they are faster, 
require less grinding and hold 
their size better than any drills 
you ever used. 
































They are extremely tough, and 
can be operated from 50 to 60 
percent faster than regular 


WRITE FOR FOLDER drills. They provide more pro- 


Lists all sizes and prices. Jobbers Lengths, duction—and better production 
1/16" to 1/2" diameters. Standard Wire —— Of drilling alloy steel, : cast 
Sizes, from No. 22 to No. 53 (.1570" to iron, brass, bronze, aluminum, 
0595"). magnesium alloys, plastics and 
other non-metallic materials. 




















WILLEY’S CARBIDE TOOL Co. 


42 W. Vernor Highway Detroit 1, Michigan 
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to give maximum cutting efficiency. 
Greatly improved performance, faster 
material removal, ability to hold shape 
and tolerances without dressing or 
set-up adjustments, finer finish and no 
loading are other features of the new 
tool, available in standard sizes from 
ts-in. to 34-in. tool dia. for operation 
in precision grinding equipment at con- 
ventional grinding speeds.—M. A. Ford 
Mfg. Co., Inc., Davenport, lowa.—MiLi 
Suppiies, October 1947. 





Pocket Tester 


A NEW HANDY POCKET electric tester 
has been developed, the “Suretest Uni- 
versal Tester”, which consists of an in- 
sulated sprocket around which is 
wound 6-ft. of test wire. Test cord ter- 
minates at one end in a standard base 
plug: at the other end are two test 
prods. Test lamp is conveniently located 
in one of the prods and is protected by a 
filtered circuit to eliminate all false in- 
dications caused by adjacent live wires, 
inductance and body capacitance. A 
high resistance is enclosed in the other 
prod to avoid accidental grounds. The 
special filtered neon test circuit, by 
eliminating false glows, gives the equiv- 
alent test results of a large carbon 
lamp. The tester weighs four ounces. 

Star Fuse Co., New York, N. Y— 
Mitt Suppiies. October 1947, 


High Speed Drill 


ESPECIALLY DESIGNED for use on small 
drilling applications is a new high 
speed air drill, “Model 7022.” The tool 
has a speed of 26.000 rpm, is equipped 
with 0 to 14-in. chuck and lever throttle 
and will accommodate twist drills from 
0 to %4-in. shank size. It is recom- 
mended for drilling wood and non-fer- 
rous metals such as brass, aluminum 














UMI 


IFITS A 


prx0 


PRODUCT ITS 


Costly job delays reduced with these 
strong Washerless couplings ... no 
washer replacements; no leaky con- 
nections; no blow-offs. Dixon quality 
plus the advantages of ground joint 
construction . . . a combination that 
means more sales for you. 


"G J-BOSS" 
Ground Joint Female Coupling 
Style X-34 
Ground joint construction provides 
leakproof, soft-to-hard metal seal 
without washers. Cadmium plated 
malleable iron assures a rustproof, 
heavy duty connection on high or 
low pressure steam, air and fluid 
lines. Efficient “Boss” Offset and 
Interlocking Clamp exerts powerful 
grip on the hase—no danger of 

blow-offs. Sizes %4” to 6”. 


"G J-BOSS" 


Ground Joint Air Hammer _ 
Coupling 


Washerless, leakproof construction. 
The strongest connection for heavy 
duty air hose jobs, assuring the 
highest degree of efficiency and 
safety. Malleable iron, cadmium 
plated. Compact type, Style XLB-61; 
heavy type, Style XHB-72. 


For other quality air hose couplings, 
see DIXON Catalog 241-X. 


Sold in Accordance With Our 
Established Distributor Policy 


DIXON 


VALVE & COUPLING CO 
MAMUFACTURERS OF 
BOSS” “DIKOM ~KING™ “AIR KING” “DIX LOCK 
HOSE COUPLINGS, NIPPLES, MENDERS CLAMPS 

Main Office and Factory PHILADELPHIA 22, PA. 


LOS ANGELES © MOUSTOM 
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BRANCHES CHK AGO BIRMINGHAM 








“ALLIGATOR” “CARSON”-“NEWTON” “ALLIGATOR” 


SWISS PATTERN 


AMERICAN PATTERNS 


ROTARY FILES 


Carson Newton Distributors can be sure that they have 
the right file for any job their trade may have, that it will 
give satisfaction and bring repeat business. 


YOU CAN'T BUY OR SELL A BETTER FILE 


CARSON. NEWTON C0, 





BELLEVILLE % XN. J. 








THE DISTRIBUTOR 
WHO SUPPLIES 





ESSEX 


LUBRICATING 
DEVICES 











INSURES GOOD 
BUSINESS 


You can sell ESSEX units with full confidence 
in their ability to help plant men get unin- 
terrupted production. There's more than 30 
years of practical engineering experience to 
back up your selling. ESSEX Lubricating De- 
vices keep machines in good running order— 
running at high speeds without the slightest 
mishap or shutdown. We are ready to supply 
your customers with ESSEX units for all 
classes of service and industry needs them. 





Figure 85 
Marine Grease Cup 





Lubricator 











AIR PISTOL 


A profitable item because every 


industrial plant equipped for 
air can use it. 








ESSEX BRASS CORPORATION 


2000 FRANKLIN STREET Est. 


1907 


DETROIT 7, MICH. 
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H.K. PORTER, INC... 


We are proud of the name 


mean MOoTe.., 


. .» in the future than ever before 


Reputation established through years 
of performance of a name identified 
product, is the only protection the 
buyer is going to have in a market 
flooded with new products, experiments 
and exploitation. 


HAND POWER TOOLS FOR CUTTING, BOLTS, 
RODS, WIRE, CABLE, CHAIN, FLAT STOCK, ETC. 
74 FOLEY STREET 
SOMERVILLE, MASS. 








FOR 


Originality 


LOOK TO 


j 


1k 





BETTER GRIPPING 
BETTER SELLING! 


There's sales appeal galore 
in the new XCELITE screw 
driver! It has all standard 
XCELITE quality points— 
plus the streamlined 
handle. comfort in 
gripping! New eye appeal! 
it's shock and fire resistant, 
of course, mar-proof and 
break-proof. The blade? 
CHROME VANADIUM, pre- 
cision-ground on the flat 
belt. It's an all-around 
beauty. Sells itself, once 
customers feel the sure grip 
and perfect balance. Don't 
neglect this profit item! 
Write now for all the facts. 


Originators—not Imitators 


| PARK METALWARE CO., Inc. 
Dept. F, Orchard Pork, N. Y. 


Quality pf A 


PREFERRED BY EXPERTS 


new 
New 











KEEP GLUE AT CORRECT 
APPLICATION TEMPERATURE 
.. AUTOMATICALLY . . . with 


HOLD-HEET 


ELECTRIC 
GLUE POTS 














e Glue never 
too hot — 
never too 
cold. 





e No gummy glue from underheating— 
no spoiled glue from overheating. 


© Simple — no adjustments. Thermostatic 
control. 


@ No water jacket to boil dry. 


e Rugged steel body. Guaranteed heat- 
ing element. 


®@ 1 to 8-quart capacity models available. 
| Write for complete specifications and prices 


RUSSELL ELECTRIC COMPANY 
340 W. Huron Street * Chicago, Il!inois 
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and magnesium and is said to be 
ideally suited for cleaning stamping 
dies and molds. Because of its smal] 
size, drills can be mounted closer to. 
gether. It requires a minimum of air 
for its high speed operation. Length, 
514-in., weight, 8-0z.—The Aro Equip. 
ment Corp., Bryan, O—Muv Sup. 
pLirs, October 1947. 








Air Compressor 


A NEW, SMALL, light-weight air com. 


“A-140-XS”, is said to be 

efficient, easily carried from 
place to place, yet it delivers 3.3 C.F.M. 
displacement on continuous operation 
at 130 lbs. pressure. This is sufficient 
to inflate tractor and truck tires, and 
greasing. Moreover, by attaching a reg- 
ulating valve when needed, pressure 
can be reduced for paint spraying, in- 
secticide spraying and similar uses. The 
new machine includes the manufac- 
turer’s standard compressor with safety 
valve and pulsation chamber, and % 
hp. motor mounted on a rugged base. A 
12-ft. extension cord is furnished.— 
Kellog Division, American Brake Shoe 
Co., Rochester 9, N. Y—Mutu Supp ies, 
October 1947. 


Tilting Table Saw 


RUGGED CONSTRUCTION and 
performance are outstanding features 


pressor 


highly 





precision 


in a new tilting table saw especially 
adaptable to many workshop sawing 
Time-saving and _ ac: 
curate, the new power tool is said to 
eliminate replacement of parts during 
its lifetime, inasmuch as no die cast- 
ings are used in any working parts. 
The table saw is furnished with a 2-in. 
spindle pulley. For best performance, 
a Y% hp, 1750 rpm motor with 4-in. 
pulley is recommended. A convenient 
crank handle raises and lowers the 
table to the desired position.—Foster 
Mfg. Co., Buffalo 17, N. Y—Muu Sup- 
PLies, October 1947, 


(Continued on page 265) 
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ARRO-SPIN DRILLS 


FOR MASONRY—with Genuine CARBOLOY TIPS 


> 


Arro-Spin drills in ROTARY 
electric portable drills end 
noisy, 9. 
Drills 4 times faster—the 
fastest en drill ever in- 
troduced 





Lasts up to 50 times longer— 
the longest-wearing drill 
you've ever 


Smooth, quiet cutting of con- 
crete, brick, marble, tile, 
slate, limestone, etc. 


Avuilable in sizes from 3-16” 
to 142” diameter. 


Drilis clean holes for per 
fits of expansion shields, an- 
chors, toggle bolts, etc. 


ARRO EXPANSION BOLT COMPANY - MARION, OHIO 
Other ARRO mv? 


ow he hae hw he een 
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Sold only through jobbers 











Square, Straight Tapping 


in HALF 











The Dahlstrom Tap Guide prac- 
tically eliminates tap breakage, and 
turns out uniform work. Just fasten 
it to a post or bench, slip a Tap 
Adaptor into the spindle, and turn 


the handle. 


idvertised in Leading Machine Shop Magazines 


DAHLSTROM MANUFACTURING CO. 


424 South Sixth St, 


Lakhs 





Equipped with seven 
Adaptors from 8-32 to ¥” 
not furnished). 
7” opening. Literature on request. 


hot TAP GUIDE 


THE TIME 








(taps 


Size 6” x 104%"; 


Minneapolis 15, Minn. 





ROUND ~ i 


packaged for easy handling 


More and more belting manu- 
facturers and jobbers are find- 
ing it profitable to catalog and 
display H & B round leather 
belting—under their own label 
or H & B's. It is unsurpassed... 
for quality .. . for performance. 
To build a line of profitable 
round belting — write to: 


THE SHINGLE LEATHER Co. 


Himmelein 





& 
Bailey Div. Camden, N.J. 


1300 Wainut St. 
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PAINTMARX 
for 
permanency 
On any surface 


Metal 

Wood 

Glass 
Rubber 
Leather 


Use 
Paintmarx 
wherever a 
durable 
mark 
is indicated 


© Weatherproof 

© Will not rub off 

@ Easy to use 

© Big, husky 
sticks 

@Out-modes 

messy paint pots 


Send for FREE Industrial Crayon Guide 
Dept. ML-26 


\ mC \KADAK 
YN COMPANY 














——s 


| 
PROFILE ANDO 
BAND SAW BLADES ; | 
REZISTOR ANO OUPLEX 
HACK SAW BLADES x ® & & aH 


THE HENRY G. THOMPSON & SON COMPANY ; . 


saw MAKERS FOR OveEAR HALF + CENTURY 


ESTABLISHED 1076 New Haven 8 Conn USA 
4 July 15,1947 4 
sPimat new naren . 


Mr. Geo. E. Pomeroy, District i‘anager 
Factory Management * Maintenance 

1427 Statler Building 

Boston 16, Massachusetts 




















Dear George: 





As I have discussed with you many times, all 
products of our manufacture are sold through industrial 
distributors,or wholesalers in other channels of distri- 
bution. We depend upon this distribution for our volume. 








These distributors, on the other hand, look to us 
to create the acceptance and the demand for MILFORD Netal 
Cutting Saw. Through our own enlarged force of salesmen, 
plus an increased trade paper schedule, we are effectively 
doing this. 


Products such as ours are used in practically all 
industries, and we cannot afford to confine our advertis- 
ing strictly to the metal working field. We must have 
broad horizontal coverage too, and through "Factory 
Management & liaintenance", with its practical diversified 
editorial policy, and with its increased circulation, we 
feel more confident than ever that our message is being 
delivered through good hands to many hands. 


With best wishes, I am 
Yours very truly, 
THE HENRY G.THOMPSON * SON CO. 


— 

Q. CAD 4 ee ae 
A.W.Tucker Secretary 
BMD 
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customers read... 
HENRY G. THOMPSON’S ads 


lin FACTORY..... 





Mr. A. W. Tucker, Secretary of the Henry G. Thompson & 
Son Company, says with FACTORY’s practical editorials and 


increased circulation, his company 


feels more confident than ever that our message is 
being delivered through good hands to many hands.” 


He explains that it is particularly important to their dis- 
tributors that the Milford products are widely known through- 
out all industry ... and that his business paper advertisements 


sPcciry are planned toward that goal. Every ad directs the reader to 


MILFORD F 4s “Order from your Mill Supply Distributor.” 


FLEXIBLE BACK 
METAL-C P /, ef ¢ . 7 e e ° 
—= / Yj aie 3 FACTORY is a basic medium to create such ac- 


BAND SAW | Yj a ceptance throughout the broad manufacturing 


industries. 


With over 51,000 net paid circulation, it offers a 
plant operating audience far greater than any other 


These n xibl 3 , , 
Tus tev shes neta ovshv ech rh monthly business publication can provide. And that 
: w blade. Made from electric fur . i j i 
se rowed by hemo prac pe ae circulation is concentrated among TOP plant-operat- 
“cutting band saw blodes. Used widel 
ino maactcggionte toes 4 witty ing officials in the IMPORTANT-SIZE plants . . 
r non-ferrous metals. ‘ 
wsienelenine ‘i your best prospects and customers. 
and MILFORD PROFILE SAW 
* The norrow bond saw for all con 
. jig, ond band sow 
machines. Made from the some 
steel as the famous MILFORD flex 
ible bock sows, but designed and 
heot treated for cutting irregulor 


shapes, either internally of ex 
ternally, in metal or plastics 


ievier, He 
Order trom your mail iy Distr “ +a 


eo 
evr 
is alwor? sesh copplion on wot! ov MINIONS 


heck sew he saw bledes. 
THOMPSON & SON CO 4 
NEW 5 coment ut r < 


MANAGEMENT: WWD MAINTENANCE 
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FASTEST SELLING 


PORTABLE 


POWER 


HACK SAW 


IN AMERICA 








SAWMASTER 


% Production men are as anxious to 
get lowest cost and greatest time 
savings in metal cutting as in other 
operations. 


Now, as companies carefully look 
over the field of equipment for an- 
swers to economy, the PORTABLE 
SAWMASTER is becoming more 
and more in demand from coast to 
coast. 


To dstributors this means sales ac- 
tion now. To b2gin with, you have 
low price for a portable power hack 
saw that incorporates design renfine- 
ments and top quality all the way 
through. 


Then there is low performance cost, 
ability to make accurate, clean cuts, 
spzed, long blade life, and porta- 
bility. They are all good, sound 
sales helps. 


Pictured is our 6” ry 6” capacity 
unit with 14” blade length and 5” 
blade stroke. Our line also includes 
two 4" x 4” models. 


MILLER-KNUTH 
MANUFACTURING CO. 


VWachine Jools 


2814 N. TWENTIETH ST. 
Omaha 10, Nebraska 
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FAST SALES... 
VOLUME SALES 


to every company 


handling box cars! 


The Monarch One Man 
Car Door Opener fills a 
long-felt need for saving 
labor, reducing acci- 
dents, speeding loading 
and unloading sched- 
ules. The Proctor and 
Gamble Company, Cin- 
cinnati, says: ‘“‘We have 
established your car door 
opener in our safety 
manual, which means 
that we will order these 





openers for our plants 
and mills all over the | 





a 





THE £.13.8 TURNER 








DEPT. MS-10 
Formerly The Mining Safety Device Co. 


country.” 
@ Reasonably priced for 


discounts. 
tion literature and cuts 
available. 
day. 
Only $22.50 Each 

F.0.B. Bowerston 


THE NOLAN COMPANY 


Bowerstown, Ohio 






















CAP SCREWS @ SET SCREWS 
MILLED STUDS @ COUPLING BOLTS 
SCREW MACHINE PRODUCTS 


Meet every requirement 
for Quality and Precision 


Recognition and acceptance of the Ottemiller Line 
for completeness and quality have attracted leading 
distributors everywhere. By concentrating its pro- 
duction on precision products only, Ottemiller 
makes it possible for users of its products to stand- 
ardize on a source of supply for milled screw prod- 
ucts which pass the most rigid requirements for 
strength and accuracy. 





WM. H. (Qttomlon. co. 


YORK; PENNA 
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quantity sales, generous 
Sales promo- 


| 


Write us to | 











Features the exclusive adjustable air 
syphoning tube which enables the 
pot to operate at a pressure of only 
20 to 30 pounds as compared with 
40 to 60 pounds for old style models. 
Tube can be moved back and forth 
in the burner... permits instant bal- 
ancing of the gas and air mixture by 
actually syphoning air from the out- 
side to meet widely varying fuel and 
job conditions. Important because 
it means more perfect combustion... 
a more intense flame, concentrated 
at the proper point and not distrib- 
uted over the entire coil . . . elim- 
inmates carbonization’... insures 
longer coil life. Turner No. 275 Fire 
Pot will melt 20 pounds of lead in 3 
minutes; has fuel capacity of 9 pints; 
takes 6” melting pot. 


COMPARE THESE FEATURES 


@ Flame control valve adjusts the 
flame to any desired heat. 


® Construction assembly permits 
quick, easy accessibility and cleaning. 


@ Burner coil is made of extra-heavy 
seamless steel tubing. 


®@ Tank is of unusually strong con- 
struction... pump is heavy blow- 
proof brass. 


Made by the manufacturers of 
the nationally known line of 
Turner Blow Torches. 


THE TURNER BRASS WORKS 


PO avenamowe” petrwore™ 


ace tert 
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SHERMAN 


HOSE 
COUPLINGS 


CAST BRASS 


No. 22 
water 
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No. 24 

Steam ~ 
Sherman cast brass ~~ 
water hose couplings ~—— 
available from ¥%” up » 
to 6". ~ . 
Sherman long shank a 
for steam and air ’ 


hose prevents blowing 
off or leakage. Avail- 
able sizes 14" to 4". 


Immediate Delivery! 
Write for Bulletin 


H. B. SHERMAN 


Manufacturing Company 
BATTLE CREEK MICHIGAN 











UMI 














BUFFALO 
CASTERS 


@ Ball Bearing Swivel 

® Doube Ball Race 

@ Non Binding Type 

High pressure lubricating fittings in 


wheels and hangers. Grease retaining 
chambers. Large balls in upper, outer 
races take load as well as side thrust and 
both races are protected from dust and 
water by overlapping lips. This is one 
of several casters of improved. design 
manufactured by Buffalo Caster. Write 
for catalog. 


Buffalo Caster & Wheel Corp. 
182-6 Breckenridge St., Buffalo, N. Y. 




















Stamping Machine 


A NEW STYLE name plate stamping ma- 
chine will stamp up to 4-in. size letters 
and figures into soft aluminum, and up 
to 14-in, size characters into steel. 
Claimed to be three times faster than 


former models and adaptable to the | 
| stamping of parts and name plates up 


to 21%-in. thick, the tool permits stamp- 
ing on name plates after assembly if 
overall thickness of part and name plate 
do not exceed 2-14-in. Overall height of 
the machine is 54-in. including pedestal, 
from floor to top of die wheel. The 
depth of the machine from front of 
worktable to back of frame is 16-in. 
The feed is automatic at each upstroke 
of the foot pedal and a handle is pro- 
vided for hand feed and hand spacing 
for use when desired.—The Acromark 
Co., Elizabeth, N. J—Mut.. Supp .irs, 
October 1947. 


Flexible Shaft Machine 


OUTSTANDING FEATURES of a new three- 
speed V-belt drive flexible shaft ma- 
chine made in two speed ranges— 
standard speeds, 1400-2400-4500 and 
1800-3600-7200—include 
complete enclosure of the drive and a 
locking shaft holder. The drive is en- 
closed by a sliding ventilated pulley 





high speeds, 


guard which can be easily raised when 
necessary to change speeds. The lock- 
ing shaft holder will securely hold shaft 
and grinding wheel in fixed position for 


stationary grinding. All “Streamflex” 


machines are claimed to be high preci- 


sion long-life machines and are avail- 
€ 


able in 5 models, including both bench 


and floor type machines, 1/3 hp. in | 


standard or high speed ranges; 4% hp. 
floor type machine.—Wyzenbeek & 
Staff, Inc. Chicago 22—Mu.u Suppties, 
October 1947, 
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_ SAVE HOURS 
\ OF MACHINE 


FAST— 
ACCURATE 
TO .001"' 


Eliminate waste motion — cut 
down elapsed time changing 
pieces—reduce handling and op- 
erator fatigue. More and better 
production per machine hour 
makes the ‘‘Knock-Out’’ Expanding 
Mandrel an IDEAL PRODUC- 
TION TOOL. 


Ideal for Tool Room too. Only 
5 mandrel sizes to handle a// work 
with 3" to 214" hole. Eliminates 
special mandrels — saves hours of 
machine time. 


ABERDEEN 
SOUTH DAKOTA 


Ask your supplier or mail the cou- 
pon today for illustrated bulletin. 


K. O. LEE COMPANY, 
1130 First Ave. S. E. 
Aberdeen, South Dakota 

_ , Please send us the illustrated bulletin 
giving complete details, sizes, etc. on 
“Knock-Out” expanding Mandrels. 





Name-———_ 


Address inhicihicitlbapicsiia 











HEINRICH 





@ Here’s a tool with four 
uses and four-fold selling 
power. Here’s a tool that 
has become known as the 
“Handy Man of the Shop.” 
It’s a real time and labor 
saver. You see, it’s easy to 
cut irregular shapes with a 
Heinrich No. 4 Handnib. 
Double crank construction 
does the trick . . . speeds up 
cutting of templates and trial 
blanks. It’s rugged . . . takes 
3/16” flat stock with ease, 
round stock to 3/8”. May be 
clamped in a vise or mounted 
on a bench. 


SEND FOR FOLDER 


A postcard or letter today 
will bring you full details 
on all Handnib models and 
Distributor proposition. See 
for yourself the profit pos- 
sibilities they offer. 


NATIONAL MACHINE TOOL CO. 


DEPT. 167K * RACINE, WISCONSIN 
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“PRECISION BRAND 


SHIM STOCK 


CONVENIENT TO USE 


4 IN 1 ASSORTMENT 

BRASS or STEEL > 
(7a Contains an assortment in most 
popular sizes of Precision Brand 
Shim Stock. 4 seporate thick- 
nesses 6x50” each. Total 1200 
squore inches. Put up in easel 
type display dispensers cello- 
phone wrapped. 


gh 
wae 


| ¢ WASTE 
¢ BOTHER 


SOP 
See 







t SHIM PACKETS 

BRASS or STEEL 
Flat Stock—Total 6 Pieces. Each 33/¢%x6” 
—120 sq. in. 2 pieces each .001, .002, 
.003. 48 packets to the box. 


SINGLE ROLLS 
BRASS or STEEL 
Single rolls 6”x100” 
each. 600 sq. in. to 4A 
the carton, All popu- ~~ 
lar thicknesses. 


Cellophane wrapped— -. 
moisture-proof. 


SHIM STEEL 
HEAVY SIZES 


6”x100” and 12”x120” in 200 Ib. 
fest corrugated paper cartons. Thick- 
nesses up to .031”. Complete range. 


CONSULT YOUR JOBBER @™ 
PACKAGE GOODS DIVISION ° « 
PRECISION STEEL WAREHOUSE, INCORPORATED 


4425 WEST KINZIE STREET « CHICAGO 24 ILLINOIS 








4 AN D h I F "MASTER COST-SAVING E —— IMMEDIATE DELIVERY 





woOwpe 


Hand Tools for operating a) oll 
Master Vibrators and BIG Concrete Vibration 
(Catalog No. 683) (Catalog No. 687) 


wz, 


General Purpose 
**Power-Blow"’ Electric 


Floodlights 
Hammer and Spode 
(Catalog No. 688) 


BIG-3 for Generation, 


Tool Operation and 
Gas or Electric Concrete _— 


(Catalog No. 689 








Portable Gas-Electric 
Generator Plants. Sizes 500 to 17000 
Watts (Catalog No. 594) 


fot 


Gas or Electric 
Back-Fill Tampers 
(Catalog No. 699) 





**Turn-A-Trowel"’ 
for trowelling 
concrete 
Sizes 48°’ or 34"' 







(Catalog 
No. 685) 


Vibratory Concrete Finishing Screed. Sizes 6’ to 36’ 
(Catalog No. 596) 








Send for illustrated catalog on any item to 


MASTER VIBRATOR COMPANY 


DAYTON 1, OHIO 
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INDEX TO ADVERTISERS 


This advertisers’ index is included as a 
convenience ard is in no way a part of the 
advertising contract. Although every care has 
been taken to index accurately, some errors 
may have occurred and no allowance will be 
mode for them. 


Page 
Abrasive Products, Inc.............. 209 
Ace Drill Corporation..........-ee0. 189 
Advance Car Mover Company....... 252 
Ahiberg Bearing Company.......... 184 
Air Express Division of Railway Ex- 
MOSS AGENCY ...ccccccrcccccccece 216 
Aircraft Standard Parts Co., Inc..... 251 
Alemite Corporation Division of 
DOOWATE- WAPNEP .nccccccccccrcces 125 
Allegheny Ludium Steel Corporation. 13 
Se as OUR) Ue, Mec sce ccseeceeees 146 
Allen Manufacturing Co............. 166 
Allis-Chalmers Manufacturing Co..... 12 
American Chain Division of American 
Chain & Cable Co., Inc............ 234 


American Chain & Cable Co., Inc. 
234, 168 72, 32, Back Cover 
American Crayon Company, The..... 261 


American Hoist & Derrick Co........ 218 
American Machine & Metals, Inc.... 143 
American Manufacturing Co......... 212 
American Saw & Mfg. Co........... 135 
American Screw Company.......... 197 
American Swiss File & Tool Co...... 199 
Appleton-Atlas Car Mover Co....... 238 
Armstrong-Blum Mfg. Co........... 66 
Armstrong Bros. Tool Co............ 27 
Arnolt Motor Division Arnolt Corp... 172 
Aro Equipment Corporation, The.... 67 
Arrow Expansion Bolt Company..... 261 


Asbestos Textile & Packing Div., 
Raybestos-Manhattan, Inc. 

Atkins & Company, E. C............ 

Automatic Motor Base Col.......... 


Bassick Company, The............. 





Bay State Abrasive ee Chie.> 
Bay State Tap & Die Co............. 198 
Beall Tool Division (Hubbard & Co.) 138 
Beaver Pipe Tools....Inside Front Cover 
Behr-Manning Corporation Powe wee wae 76 
Bell & Gossett Company............ 52 
Belmont Packing & Rubber Co...... 290 
Bethlehem Steel Company.......... 223 
Black Manufacturing Co., The...... 41 
Black & Decker Mfa. Co., The...... 115 
Blackhawk Manufacturing Co....... 60 
Bonney Forge & Tool Works...... 150-151 


Boston Woven Hose & Rubber Co... 113 


Bowser. Incornorated............... 206 
Bradford Machine Tool Co., The..... 64 
Brown & Sharpe Mfg. Co........... 20 
OR LO ere ee 169 
Buffalo Bolt Comnany.............. 37 
Buffalo Caster & Wheel Corp........ P45 
Buffalo Weaving & Belting Co....... 226 
Bunting Brass & Bronze Co., The.... 31 


A ae” re 
Cantol Wax Company.............. 
Carboloy Company, Inc 
Carborundum Company ............ 
Carey Manufacturing Co., P 
Carson-Newton Company 
Carver Pump Company......... ‘ 
Dentury Blectrio 66... 22: .ccccescese 15 
Chain Belt Company, Baldwin-Duck- 
oo error 
Chicago Screw Co.......... 
Chicago Wheel & Mfq. Co 








Chisholm-Moore Hoist Corp......... 147 
Se ae 232 
Clark Equipment Company......... 142 
Clayton & Lambert Mfg. Co.......... 245 
OS | SS ae 144 
Cleveland Cap Screw Co............ 171 
Cleveland Chain & Mfg. Co.......... 229 
Cleveland Twist Drill Co., The...... 155 
Clover Manufacturing Co........... 246 
OS | Cee 126-127 
Collie Commany. ThE. ......ccecceee 146 
Columbia Steel Company ........... 74 
Columbian Rope Comnany........... 75 
Columbian Vise & Mfq. Co.......... 236 
Commercial Credit Company........ 231 
Conco Enaineering Works.......... 232 
Cooper Alloy Foundry Company, The 133 
Corbin Screw Division ............. 181 
Cushman Chuck Company.......... 169 
NON WHO, OO. vce ccccvecscce 261 
Damascus Steel Products Corp...... 238 
i i Ce ick ene eet wesue 162 
ee NN Og ME, Was 535:0 6.056 600006 156 


Dayton Rubber Manufacturing Com- 
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Deming Company, The............. 196 
Desmond-Stephan Mfg. Co., The. 131 
Diamond Saw Works, Inc........... ; 240 
ee MOMONM, The Bessie cscccccees 256 
Disston & Sons. Inc., Henry........ 141 


Dixon Crucible Company, Joseph.202, 203 
Dixon Valve & Coupling Co.......... 259 
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HERE’S HOW QUALITY 
IS BUILT IN BLUE DEVIL 
SOCKET SCREW PRODUCTS 


Precision-made “Blue 
Devil” socket screw prod- 
ucts are made well to 
serve you well... . they 
are made by specialists in 
socket screw manufac- 
ture. 


HEADING from coil stock, 
on automatic header, is 
shown at left. Then comes 
the SHAVING operation, 
removing excess metal 
from the head. 


















THREADING of socket cap 
screws is shown at right, in 
this case by the cold dis- 
placement method. Threads 
of all “Blue Devil” socket 
screws are a class 3 fit. 


GROUND THREADS with a 
rust-resistant high machine 
finish are now standard on 
“Blue Devil” socket set 
screws. HEAT TREATED in 
electrically-controlled gas 
fired furnaces. 


FINAL INSPECTION—one 
of the many inspections 
which take place through- 
out the manufacture of 
“Bue Devil’ socket screws 
—assuring you of the fin- 
est products obtainable. 





Socket Set Screws @ Socket Cap Screws @ Socket Stripper Bolts @ Socket Pipe Plugs @ 
Socket Screw Keys 


SAFETY SOCKET SCREW COMPANY 


4440 N. Knox Avenue Chicago 30, Illinois 
NEW YORK OFFICE: 11 Park Place © New York 7, N. Y. 
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VOUR TRADE 
WANTS THE LUFHIN 
UNIVERSAL 
; INDICATOR 


The Lufkin Universal Indicator is the 
Ie has 








first choice for many applications. 
two reading faces — one on the flat side, 
the other on the end _ and either one 
can be easily read from practically any 
position without the use of mirrors or 
other awkward methods. Makes 
a complete revolution on its own 
center and on clamping bolt. 


For best sales, sell the best tools 


—sell Lufkin. 


OF RI. 


THE LUFKIN RULE CO., SAGINAW, MICHIGAN, New York City 











Precision-ground on special machines insuring uniform and accurate 
tooth shape and tool concentricity which gives maximum cutting 


efficiency. 
USES 
Developed for internal grinding, Jig grinding, blending and fine 
finishing by off-hand grinding on hardened steels. 
PERFORMANCE 

Greatly improved performance as compared to abrasive wheels— 
faster material removal—finer finish—ability to hold hole shape and 
tolerances without dressing or set up adjustments—no loading, 
works equally well on soft materials or steels hardened to 65 


Rockwell C. 
SPEEDS 


Operation in standard precision grinding i it at con 
= speeds of 2000-5000 surface feet per minute is recom- 
mended. 








Available in standard sizes with '%” wide cutting face. Tool 
diameters 1/16” to 34” and shank diameters '” to 1/4”. 

Over 25 years Ford skilled workmen have produced quality rotary 
files in hundreds of shapes and sizes, made of hardened tool steel 
and carbide. Let us send you our complete catalog. 


m.A. FORD mrc.co. INC. 


742 West First Street Davenport lowa 


HAND CUT FILES. GROUND BURS 
CARBIDE CUTTERS AND GRINDING BURS 
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Advertisements 
LIKE THESE 


every month in more than 2 dozen 
leading industrial publications . 





PROVEN RESULTS 


from this 50-year-old product, widely 
used in industrial plants of all sizes 
and types... 





These 
FREE HANDBOOKS 


requested by thousands of inquirers 
and users every month 


A few of the many reasons why Smooth-On 
No. 1 lron Cement is such a steady seller 
to the mill supply trade for sealing cracks, 
stopping leaks and Gpreemios loose parts 
of plant equipment. /rite us for full sales 
information. 


SMOOTH-ON MFG. CO., Dept. 25K, 
570 Communipaw Ave., Jersey City 4, N.J. 


Say to Your Customers: 


Do it with 


SMOOTH-ON 


IRON CEMENT 
THE IRON CEMENT OF 1,000 USES 
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Pe tx the Mew NACO line. 


@ Management interested in reducing fire hazards as 
well as in benefiting from the low long term cost of 
quality tools has found it profitable to investigate the 
new Vaco screw and nut drivers. 


These precision built tools, made only with chrome 
vanadium bits, are equipped with Vaco Ambery! slo- 
burning handles . . . shock-proof, break-proof and the 
only handles of their kind carrying the Underwriters’ 
Laboratories, Inc. Re- 
examination Service 
Marker. For full infor- 
mation, write to: Vaco 
Products Company, 317 
E. Ontario St., Chicago. 

















173 tyres AND SIZES 


Pull out the blade, turn it around, 
and the new Vaco Reversible be- 
comes a Phillips instead of a regu- 
lar screw driver. Saves both time 
and money! 


GASAVER 

















With Weldit Gasaver installed the oper- 
ator simply hangs his torch on the handy 
lever rod of the Gasaver. The weight of 
the torch pulls the lever rod down, clos- 
ing the valves of the Gasaver, thus shut- 
ting off both gas and oxygen intake lines. 
The usual idle flame and needless waste 
of oxygen and gas between operations 
is thus eliminated—no fire hazard or 
danger of injury to workers. 


When the torch is again picked up for 
further welding operations, 
the operator passes it across 
the pilot light of the Gasaver, 


993 OAKMAN BLVD. 


270 







INC. 
SINCE 1918 


thereby instantly igniting the torch at 
the preadjusted flame, ready for work— 
no adjustments to make. 


Gasaver can be installed any conven- 
ient place on the line between regula- 
tors and torch. Most of America’s 
largest production plants are now 
Gasaver equipped. 


Listed as standard by Underwriters’ Labo- 
ratories and by New York City Board of 
€ Standards and Appeals. 


Some distributor territory still 
ovoilable. 


DETROIT 6, MICH. 
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EMBURY 


Dependable 
WARNING 








Order Through Your Jobber 
EMBURY MFG. CO., WARSAW, N.Y. 
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| YOUR CUSTOMERS NEED 
| THE ADHESIVE 
| THAT WILL 
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| PLASTICS 
| METALS 

| GLASS 
| 


| Through the simple 

“Sandwich Adhe- 

sion’’ technique, 

Plasgon will join 

non-porous materials 

| so as to withstand a 
shearing 

over 200 pounds per square inch. Plasgon 

forms a tight permanent joint unaffected 

by heat up to 350° Fahrenheit . . . proof 

| against steam, gas, oil, water, and other 

common solvents. A Plasgon joint cannot 

| bedislodged by shock, vibrationor jarring. 


Plasgon’s “Sandwich Adhesion” re- 


stress of 


uires no equipment ... no heating, 
thinning or special preparation. Plasgon 
will join porous or non-porous materials 
| ..+ Makes an ideal seal for flanged or 
threaded pipe joints . . . is widely used as 

| a plastic gasket. 


Write Today for FREE TUBE OF 
PLASGON and complete information 
about “Sandwich Adhesion"’. Ask about 

| prices and discounts. Samuel Cabot, Inc., 
2034 Oliver Building, Boston 9, Mass. 


a 
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S 
Facts ghout float yalve 


YOURS for the asking: 





@ KLIPFEL Float Valves assure reliable, constant liquid level 
control. 


Over 40 years of valve selection experience is condensed into 
the 16 pages of our Bulletin No. 344. 


Why not write for it today? 
It's yours for the asking. 


DISTRIBUTED 
THROUGH RECOGNIZED JOBBERS 


Klipfel 


AUTOMATIC REGULATING VALVES 
HAMILTON, OHIO 


KLIPFEL MANUFACTURING CO., Dept. CK Hamilton, Ohio 
Please send me Bulletin No. 344, without obligation. 






Name ‘ 
(PLEASE PRINT) 


Title __ 
Company 
Street 


City and State 
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Inventory Surge Levels Off | 


course—at least for the time being. And it has ended 
without throwing business for a loss the way some econo- 
mists thought it might. 

The Commerce Dept. came up this week with preliminary 
estimates that show no change in total manufacturers’ and 
wholesalers’ inventories during July. So total business 
inventories probably added up to around $38.5-billion. 
That’s almost 2% under the record high of $38,852,000,000 
recorded at the end of April. 

The decline marks the end of the big surge in buying 
which added $12.5-billion, or 50%, to the value of business 
inventories between V-J Day and the end of April. A big 
part of the climb was due to higher prices, of course. 
Wholesale prices are up by more than 40% from the V-J 
Day level. So the physical volume of inventories is just 
about a third above the V-J Day level. But that’s still a big 
increase in anyone’s book. 

As far as it is possible to tell, inventory buying stopped 
before inventories got out of line with sales. There is no 
simple mathematical relationship between inventories and 
sales. But it’s possible to get some idea of whether in- 
ventories are excessive by comparing present inventory- 
sales ratios with typical ratios in the past. 

Thus retail inventories have typically amounted to one 
month’s sales plus about $1-billion. June sales ran to 
$8.8-billion as against end-of-June inventories of $9.4- 
billion. So the current ratio is well in line with past experi- 
ence. 

It’s the same story with wholesale inventories. The typi- 
cal relation places inventories at 40% of monthly sales plus 
$2-billion. July inventories of $6.7-billion are thus about in 
line with sales of $11.9-billion. 

Manufacturers’ inventories are usually broken down 
into three components—raw materials, goods-in-process, 
and finished goods—to see whether they are getting out of 
line. Raw materials inventories usually amount to 50% of 
monthly sales plus $2-billion. Goods-in-process inventories 
run to 40% of monthly sales. So end-of-June inventories of 
raw materials and goods-in-process, which are estimated 
at $15.6-billion, are about in line with the $13.6-billion of 
sales. 

In the case of manufacturers’ stocks of finished goods, 
Commerce Dept. experts figure that $8.5-billion to $9-billion 
in present prices would restore physical stocks to their 
prewar level. The end-of-June figure for finished goods 
stocks was $7.1-billion, so things seem well in hand. 

The fact that the over-all inventory figures are in line 
with sales doesn’t mean that all inventory problems have 
been solved, however. Individual companies may still be 
far out on a limb And a decline in sales might force others 
to liquidate stocks. But totals show that the kind of specu- 


= greatest inventory boom in history has finally run its 


lative inventory building that brought trouble in 1920 and 
1937 isn’t important today. That’s a key reason why the 
much-advertised business recession hasn’t hit yet. 

At the turn of the year, business analysts were viewing 
with great alarm the huge increase in inventories during 
the last half of 1946. Business added to stocks at a $5.5- 
billion a year clip in 1946’s closing months. Everyone 
knew that such a rate could not be held long. And many 
soothsayers thought inventory buying would be chopped 
off so abruptly that business would be thrown into a tail- 
spin. 

But because most businessmen kept an eye on the in- 
ventory ball, it didn’t work out that way. When Easter 
sales failed to measure up to advance guesses (BW—Apr. 
5°47,p15), retailers cut their orders from wholesalers. By 
so doing they kept stocks from piling up while sales leveled 
out. As a matter of fact, retail inventories of soft goods 
declined from $6.2-billion at the end of March to $5.8 
billion on June 30—and the stocksales ratio dropped. 

Wholesalers lost no time in cutting orders from manu- 
facturers. Their stocks are down about a $100-million from 
the end-of-April peak of $6.8-billion. 

Manufacturers’ finished goods stocks began to pile up, 
particularly in soft goods lines. But the increase was 
checked before it reached alarming proportions. In the 
meantime, manufacturers cut down stocks of raw mate- 
rials and goods-in-process. So total inventories of manu- 
facturing plants almost leveled out in July. 

Net result was that business purchases to build inven- 
tories tapered off gradually over a six-month period. Con- 
sumers and foreign nations stepped up their buying fast 
enough to take up the slack. Thus the drop in business 
activity which some economists had predicted when pipe- 
lines were filled didn’t take place. 

Nevertheless, it is still possible for inventories to pro- 
duce a lot of severe economic headaches. If business activ- 
ity should decline because of a drop in exports, for instance, 
a widespread movement to liquidate inventories could de- 
velop. This would cut demand and give business a severe 
jolt. On the other hand, there is always the possibility 
that the inventory boom was merely marking time in June 
and July. If so, there still may be the kind of inventory 
speculation that characterized previous booms. But few 
experts think there is more than an outside chance of this 
happening. 


BAcKFIRES is suspended this month in favor of a reprint 
of an article which appeared in the September 13th issue 
of Business WEEK. -Jt answers a lot of questions about 
the greatest inventory boom in history and distributors and 
salesmen, alike, will want to read it. 

ARCH MORRIS 
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UNIVERSAL DIAL TEST 

INDICATOR NO. 196 
Simple, reliable, sensitive, easy to 
read, easy to set up and use — that’s 
what makes STARRETT Dial Test 
Indicator No. 196 a favorite with 
toolmakers, machinists and inspec- 
tors. Many special attachments pro- 
vide for universal application to all 


classes of work. Dial graduated .001", 


reading 0-100, range .200”. 


HEAVY DUTY DIAL TEST 
INDICATOR NO. 645 


For severe applications around ma- 
chinery or for continuous use in 
general tool work, No. 645 has a 
special, spiral-type mechanism of 
unusually rugged construction. Com- 
bines sensitive, accurate action with 
easy-to-read dial. Available to read 
0-50-0, 0-20-0, 0-40 or 0-100 by 
thousandths, range .200". 
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PACKAGE THAT'S EASY TO SE 









A Chest Containing 


TWO Complete 
Sling Assemblies 


READY-TO-USE FOR. 
MULTIPLE HOOK-UPS 


You Can Sell Plenty 
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of These ata 


PROFIT! 


“Registered 
WIRE ROPE SLING CHESTS 


The 1-ton and 2-ton Acco Registered 
Sling Chests provide the missing link 
between chain and electric hoists and a 
variety of loads in all kinds of machine 
shops, factories, and garages. Lifting 
polished machine parts... handling 
pipes, rods, sheets, barrels, or crates 
...-Temoving engines, transmissions, 
rear ends from cars, buses, or trucks 


absolute necessity in securing maxi- 


mum use of hoisting equipment. 

All slings, shackles, and hooks in the 
Chest are proof-tested, registered ... 
and guaranteed... by Acco. Acco 
Registered Sling Chests have been ac- 
cepted by users as the PRACTICAL an- 
swer to the immediate and pressing 
needs of every hoist user. For details 
of how you can secure this profit-mak- 


nearest Acco district office today. 


. .. these Acco Sling Chests are an Ge ing addition to your line, write your 


MEMBER 
THE NATIONAL SAFETY COUNCIL 





iia 








In Business for Your Sa; 





Wilkes-Barre, Po., Atianta, Chicago, Denver, tiouston, Los Angeles, New York, Philadelphia, Pittsburgh, Sen Francisco, Bridgeport, Conn. 


WIRE ROPE SLING DEPARTMENT 
AMERICAN CHAIN & CABLE 
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